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THE BEAVER MODEL-B UTILITY PIPE & BOLT MACHIN! 


1. PERFORMANCE 


The Beaver Model-B will cut, thread 
und ream % to 2” pipe. With a driveshaft and geared tools, 
24% to 8” pipe can be cut and threaded. It will thread 4 to 
1%,” bolts and will cut off 4 to 34” bolts or solid rods with 
the wheel cutoff. It will thread steel, wrought iron, brass, 
copper, hard rubber, plastic or stainless steel pipe. 


GENERAL FEATURES. Like a lathe, the Model-B is 
designed for right-hand operation— with all controls on the 
front at the fingertips. Has rack-and-pinion feed, with thirteen 
inches of open working-space-—-some competitive machines 
have less than six inches. Aluminum-alloy housings with 
renewable bronze spindle bearings. Net weight, 225 lbs. Base 
18x36, height 1344”. Has a ten-year record of excellent 
trouble-free performance in the hands of thousands of piping 
contractors, industrial plants, railroads, etc. Design and fea- 
tures protected by ten patents issued. others pending. 


CUTOFF. Choice of self-centering, ball-bearing, wheel-and- 
roller cutoff which will cut off either pipe or bolts or an 
automatically-fed knife cutoff for cutting, beveling or groov- 
ing pipe. Wheel-and-roller cutoff standard equipment because 
of its greater speed. simplicity and utility. 


t. THREADING. Choice of DUO-TYPE dies, threading two 
sizes, or MONO-TYPE dies, threading one size only. All die- 
heads quick-opening. and fully-adjustable—no backing off. All 
dieheads calibrated for use with mono-type bolt dies, as well as 
pipe dies. The Beaver diehead is of “circular” design. There 
is no “hinge” to get fouled with fine cutting chips—causing off- 
standard threads to be cut. Beaver Models A and B Pipe 
Machines use the same dies—and it is well to remember that 
there are 186 different kinds and sizes carried in our $150,000 
inventory of pipe machine dies. Always available are Amer- 
ican and British pipe dies, right- and left-hand; National Coarse 
and Fine bolt dies, right- and left-hand; straight thread conduit 






dies; pump rod dies; Acme thread dies; etc. Be wary of 
those machines for which only a limited number of sizes of 
right-hand pipe dies are available to you! 


REAMING. Drop-forged, cone-type reamer, convenient 
hinged to swing in and out of position, is standard equipment 
on the Beaver Model-B. 





Choice of 110/115, 220/230 and 240/250 volt 
Universal Reversible motor for use on electric light line, AC 
or DC, 25 to 60 cycle. Special voltage motors available for 
Model-A but not for Model-B. All gears fully enclosed and run 
in oil. Visual oil level gauge. Automatic Safety Switch Lock 
(patents pending) make it impossible to start motor wih 
chuck wrench in the chuck. (This Switch Lock replaces former 
chuck wrench “ejector” which has the fault of ejecting onl) 
special types of wrenches.) 


MOTOR 





CHUCK AND SPINDLE. Note the eccentric-spool pip 
centering device and steady rest—detached from the spindle 
This is a patented Beaver feature and is important because th 
“detached” steady rest prevents the whip of long lengths » 
revolving pipe from rocking the spindle, causing bad threads 
and premature bearing wear. The chuck is a heavy-duty, full 
size, full 4% to 2” range chuck of well known make. 


Mav we send you.new Beaver Catalog CC-49? Address Beaver 
Pipe Tools, Inc., 216-300 Dana Ave., Warren, Ohio, U. S. 4 
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We've been angling for heads on 
the cover for a long time. Here at 
last was the opportunity we had 
been waiting for. So—we give you 
heads—six heads to be exact—of 
the three associations; the 3 pres- 
ent and 3 former presidents. You 
know who they are, of course, but 
just for the record: Ray Neal, Na- 
tional president; George Weaks, 
Southern; Ken Beardslee, Ameri- 
can. Former presidents: Edward 
McLaughlin, National; Richard Al- 
cott, Southern, and Sesens Geddes, 


American. 

























































HOLO-KROME 
Completely lold Forged 


Socket PIPE PLUGS 





FIBRO ane 


4") 


SCREWS 








THE HOLO-KROME SCREW CORP. HARTFORD 10, CONN. 
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NO STRETCH! 


Link-Belt Silverlink Precision Steel Roller 
Chain grasps the sprocket as positively 
as a gear... flexible—but without 





power loss. 


NO SLIP! 


Link-Belt Silverlink Precision Steel Roller 





Chain runs slack enough for easy as- 
sembly, but is positive and unaffected 
by heat, cold or moisture. 


NO SHOCK! 


The rollers of Link-Belt Silverlink Preci- 
sion Steel Roller Chain provide shock 





absorbing resilience. 


NO DOUBT! 


The name LINK-BELT on the sidebar is 


for Data Book No. 1957-A. 


Distributors in principal industrial centers 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Houston 3, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. 


11,474 





PRES —. Siws! 


World's largest makers of Chains for Power Transmission and Conveying 
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A Great, Time-Saving Development — 


TAPER‘LOCK 


V-BELT SHEAVE 


This is one of the century’s biggest developmerts in power trans- 
mission equipment—another Dodge “first.” Simpler, tighter-fitting, 
truer-running, infinitely easier to handle. Saves installation time 
and results in neater applications—in the plant or on your product. 


Dodge’s sole business is to “get the power through”— smooth- 
ly, steadily, economically. To succeed in this business Dodge 
has developed many products that are outstanding in the field 
of mechanical power transmission. Your Transmissioneer, the 
local Dodge Distributor, is equipped to give you valuable in- 
formation on new and better ways to transmit power. 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, IND. 


DOD: 


of Mishawaka, Ind. 

















Dodge- 

Timken Bearing. 
4 basic types in a + 
vast range of sizes. 
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Rolling Grip Clutch. 
No toggles! Flexible. 
Positive. 





OTHER DODGE “FIRSTS” 


Taper-Lock Flexible 
Coupling. Ready to in- 
stall without reboring. 


“SC” Ball Bearing 
with new Neoprene 
metallic-backed seals. 





CALL THE TRANSMISSIONEER 


Look for the name of the Trans- 
missioneer, your local Dodge dis- 
tributor, under ‘Power Transmis- 
sion Equipment” in your classi- 


fied telephone directory. 
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a different name for your old friends — 








REG. U.S 
PAT. OFF 

















DISTRIBUTORS! 


This advertisement, cur- 
rently appearing in 
leading industrial publi- 
cations, shows how Kop- 
pers is publicizing its In- 
dustrial Protective Coat- 
ings, and is paving the 
way for sales to plant 
management.Write us for 
full information. 


Taking the bite 


Koppers Bituplastic* Protective Coating 
does not “alligator.” This is a major im- 
provement over many types of coatings 
commonly used to protect exposed metal, 
concrete and masonry from the ravages of 
weather. 

For when a protective coating “alliga- 
tors”... breaks down into those unsightly 
cracks like the scales on an alligator’s back 
. . . portions of the underlying surface are 
frequently exposed, and protective efh- 
ciency is lowered. 

Koppers Bituplastic guards against that. 
It’s also waterproof, fire-retardant, virtually 
odorless and tasteless. It withstands ex- 
tremes of temperature. It’s an effective 


out of weather 


vapor seal over insulation . . . and can be 
used as a bond between the surface to be 
insulated and the insulation itself. Koppers 
Bituplastic completely covers exposed sur- 
faces with a thick, tough, quick-drying coat- 
ing that provides effective, lasting protec- 
tion against corrosion and deterioration. 
To meet varying corrosive conditions, 
Koppers makes a complete line of Industrial 
Protective Coatings. Koppers representa- 
tives will gladly recommend the Coatings 
that will give your plant the best protec- 
tion—that will hold your maintenance ex- 
pense to a minimum. Write us, without 
obligation, for new Protective Coatings 
Catalog. *T. M. Reg. U.S. Pat. Off. 


Koppers Industrial Coatings are sold through Industrial Distributors 


KOPPERS COMPANY, INC., Dept. ID.-6, Pittsburgh 19, Pa. 
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I3 REASONS FOR USING HARPER NON-FERROUS 
AND STAINLESS STEEL FASTENINGS 





oe 8. High Strength 


2, Resistance to High 9. Long Life 
Temperatures 


3. Non-Magnetic 10. Lower Ultimate Cost 


4. Non-Sparking Tl. Resistance to Fatigue 
5. Re-Usable 

12. Easy to Plate or Finish 
6. Attractive Appearance 

1 3. Resistance to Abrasion 
7. Easy to Clean and Wear 


Only 1 Reason for Using Common Steel — LOWER FIRST COST, 


DISTRIBUTOR STOCKS. The demand for Harper Everlasting Fastenings is increasing 
daily as more and more manufacturers learn of their many advantages and immediate 
availability. 


The Harper Distributor Policy provides you with a profitable item with rapid turn-over, 
and enables you to give your customers an additional needed service. 


THE H. M. HARPER COMPANY 
General Offices and Plant: Morton Grove, Illinois 
(Suburb of Chicago) 
New York Office and Warehouse: 200 Hudson Street, New York13 


Branch Offices: Atlanta, Cambridge, Cincinnati, Cleveland, Dallas, Denver, Detroit, Grand Rapids, 
los Angeles, Milwaukee, Philadelphia, Pittsburgh, St. Louis, San Francisco, Seattle, Totonto (Canada) 


EVERLASTING FASTENINGS 
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Now is the Time fo Multip 


@ There’s big business for you in handling these products 
' which are satisfying industry’s demands for highly 
efficient, cost-cutting equipment. 


Get full details on the profit possibilities of an 
Authorized Ingersoll-Rand Distributorship 
for any one or all of these lines of 

Equipment. Send in the attached 

coupon today for full information. 

You will like the I-R selective 

distribution policy. 


Fa a 


~ TheFIRST 





and FINEST Gs 





Successful distributors are increasing their 
sales volume with these outstanding Inger- 
4U KIT No. 1 soll-Rand Impactools. These multi-purpose 
electric tools are used in every industry 
because each I-R Impactool reams, taps, 
runs nuts, drives screws, drills metal, bores 
wood and does many other jobs. Made in 
two sizes and for either 110V or 220V. A 
proper stock will assure you fast sales and 
speedy turnover. 


Kits available with a complete assortment 


of accessories packed in a handy compact 
carrying case. 





INGERSOLL-RAND CO., Room 1360, 11 Broadway, New York 4, N. Y. Tell me more about the following Products 
and your Authorized Distributorship 





NAME_____ 
(_] Type 30 Compressors [| Motorpumps 


ADDRESS. (_| J-10 Jackhamer (_] Supirjets 


CITY. [] Electric Tools 


“COMPANY 
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Easy to Handle—Easy to Sell 
J-10 “UTILITY JACKHAMER’”’— 
And all Accessories 


Show this air-operated tool to a maintenance man! 
He'll like it immediately because of its lightweight 
(only 14 Ibs.) and its fast, powerful, built-in rota- 
tion. It drills a hole in minutes that would consume 
hours of costly hand-drilling. Adaptable for chip- 
ping and scaling, drilling masonry, tearing out brick 
work and many other tough jobs. 


Satisfied Users Mean More Sales for 
TYPE 30 COMPRESSORS 


Sound design and durable construction contribute 
to long trouble-free service. You can build volume 
in todays active market with this quality line of 
single and two-stage Type 30 Compressors. |!% to 
15 HP models for pressures up to 1000 lbs. 


In Every Industry You’ll Find 
I-R MOTORR PuNps 


The record for dependability of these pumps over a 
wide range of uses—circulating water, coolants, 
petroleum products and many other liquids— 
creates good profitable sales for Ingersoll-Rand 
Distributors. Motorpumps are compact and built 
for heavy duty, and provide high efficiency while 
cutting operating and maintenance costs. Models 
up to 40 HP. 


A Recent Model—Already Popular 
SUPIRJET PUMP 


Two deep well models and one for shallow wells. 
Streamlined, compact, self-contained—and built 
for rugged service. Unmatched for easy installation, 
trouble-free operation and fast selling. High lift 
performance from wells up to 120 feet deep—4 to 
1 HP. Other units available from 114 to 40 HP for 
wells to 400 feet deep. 


——Build Your Business on the Ingersoll-Rand Line 


bale ersoll-Rand 


11 BROADWAY, NEW 


YORK 4, N. Y. 
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ospet0, QUALIT, pepeNDABLE SERVICE 


e century 


SANDER by STERLING 


Like the famous 20th Century Limited of 

the New York Central Railroad... . the 

new Sterling Century Sander gives you 
speed, quality and dependable service, 









































g= nb 
$71 
Sand wood, metal or composition surfaces with ~~ Ee 
the new low cost Sterling Century. Only 4 inches : : : 
high, the Century gets into those hard-to-reach spots. This is one of a series of advertisements 
Weighing only 434 pounds it permits easy, APPEARING IN 47 TRADE AND 
one hand operation. A powerful, vibrationless tool, BUSINESS PUBLICATIONS AND 
built for long, continuous use THE SATURDAY EVENING POST 
. -. Sterling performance and —reaching YOUR markets! 
quality at low cost. , 




















; Oy Ce nt ee a ee - > ‘WE: 
plent: power to assure fastest, most / 
enlion eutien, Pod quickly loads with STERLING TOOL PRODUCTS co. 
¥% of standard abrasive sheet. } 1336-F Milwaukee Avenue, Chicago 22, Illinois 


Conada: Terminal Warehouse, Dept. 29, Toronto 3, 
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KEEP YOUR EYES ON 
THAT SALES LEVEL... 


MORGAN --- 
VISES 


SET UP A PROFITABLE SALES PROGRAM.... 


"© Get ready for good healthy competi- 
tion in selling by putting MORGAN 
VISES on your sales staff. Make sure 
that your vise sales keep on an even keel 
by employing MORGAN’S more than 55 
years of manufacturing and selling ex- 
perience. MORGAN VISES are national- 


@ Machinists’ 
Bench 

© Combination 
Pipe 

© Woodworking 


© Sheet Metal 
Workers 


® Quick Action 


© Solid Nut Con- 
tinuous Screw 


* Garage Vise 





The MORGAN Sales 
Policy gives you every 
advantage and we 
urge industrial users 
to buy through their 
local distributor 


ly-known and nationally-advertised . . . 
every plant, large and small, uses them. 
They are backed by our unconditional 
guarantee for a life-time of good service. 
Our prompt deliveries on all orders help 


you to carry through to good business. 
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12 YEARS AGO WE PUT THIS QUESTION 
TO A GROUP OF OUR DISTRIBUTORS... 


tal te a Hols 


HERE ARE THE ANSWERS THEY GAVE US THEN... 











JOHNS-MANVILLE 


JM 


PRODUCTS 








AN OHIO DISTRIBUTOR: 


“The real growth of our packing 
business dates from the day we 
switched to the J-M line exclusively.” 


A TEXAS DISTRIBUTOR: 


‘We have never found more depend- 
able products or a fairer distribution 
policy.” 


A NEW YORK DISTRIBUTOR: 


“Complete confidence in the quality of 
J-M packings and full satisfaction 
with your distribution policies.” 


A VIRGINIA DISTRIBUTOR: 


“A fair distribution policy, plus steady 
advertising . . . and the outstanding 
quality of J-M packings.” 


A NEW JERSEY DISTRIBUTOR: 


“A steady flow of new and repeat 
business has made Johns-Manville one 
of our most profitable connections.” 


A NEW YORK DISTRIBUTOR: 


“During 20 profitable years handling 
J-M packings, they have increased my 
packing business and earned for me 
the confidence of my customers.” 


A TENNESSEE DISTRIBUTOR: 


“The J-M packing line is easy to stock 
and handle, moves fast, and has given 
us 18 years of steadily increasing 
volume.” 


A MISSOURI DISTRIBUTOR: 


“It has made our selling job easier 
and more profitable . . . and the 
dependability of J-M packings keeps 
our customers sold.” 


AN OREGON DISTRIBUTOR: 

“The J-M policy of supplying quality 
products has brought us satisfied 
customers and a profitable packing 
business for 14 years.” 


JOHNS-MANVILLE 
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Packings 
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HERE IS WHY IT’S STILL ““THE BLUE CHIP’’ PACKING FRANCHISE TODAY 








Today, all the distributors whose state- 
ments appear on the opposite page 
are still with Johns-Manville . . . many 
others have been with us for 20, 30 and 40 
years. Such testimony from satisfied distrib- 


utors speaks for itself regarding the distribution 
policies that make the Johns-Manville franchise 
so desirable. Here are some of the reasons 
why these distributors have stayed with Johns- 
Manville through the years: 





I. A strong distributor policy — It is the Johns- 
Manville policy to sell replacement packings through 
its authorized distributors. 


2. Acomplete quality line—No need to stock 
more than one line when you're a J-M Packing Dis- 
tributor! From one source, you can obtain a packing 
or a gasket to meet any requirement—whether it's 
a rod or plunger packing for a severe corrosive 
condition, a moulded packing for hydraulic service 
or a metallic gasket to withstand temperatures up 
to 2000°F. And every style is backed by J-M's 
many years of packing “know how.” 


3. An accepted name—Johns-Manville has been 
serving industry for over 80 years *. . making 
industrial packings for more than 75. Packing users 
everywhere know Johns-Manville—have confidence 
in the J-M name because of its long association 
with quality products. This acceptance, although 
intangible, is one of the most valuable assets of 
the J-M packing franchise. 


4. Aggressive promotional support—In 22 
national publications and on coast-to-coast radio, 
too, Johns-Manville packing advertising regularly 


If you’re looking ahead . . 


reaches packing users in every important field ... 
keeps them posted on the latest packing develop- 
ments ... and refers them to their local J-M Packing 
Distributor as the place to buy. This intensive ad- 
vertising support is supplemented by direct-mail 
literature and other sales aids available without 
cost to the distributor. 


5. The backing of the J-M sales organiza- 
tion—Johns-Manville packing representatives are 
located in or near all important industrial trading 
areas. These men work closely with J-M Packing 
Distributors—help them solve tough packing prob- 
lems, assist in the development of new markets, etc. 
Their services are one of the “plus” values that go 
with the J-M packing franchise. 


6. A policy of “looking ahead” —Johns- 
Manville is not satisfied with merely “keeping pace” 
with industry's packing needs. J-M research con- 
stantly seeks to improve packing performance .. . 
to create new packings that will do the job better. 
As a result of this policy, Johns-Manville Packing 
Distributors have been first in the field with many 
important packing developments—and first to offer 
these new packings to their customers. 


. interested in making more 


money in replacement packings, why not investigate the 
many opportunities in this “‘blue chip” packing franchise? 
Address Johns-Manville, Box 290, New York I6, N. Y. 


PACKINGS and GASKETS 
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BORING TOOLS CHISELS, WOOD 


TOOLS I 


THAT WORK BETTER mnt 
SELL BETTER 


« 





COLD CHISELS SOLDERING IRONS 
& PUNCHES 


No. 6B No. 345 
Pin Punch 





Armor Clad Tips 


No. 74 


No. 4B 
Diamond Point 


RA OA I AT AE A ERT ce 








MITRE BOXES PLANES 





HAMMERS 


“Yankee” 
No. 130A 


No. 312 
Ball Pein 


No. 2702 
Phillips Driver 
No. 122 
Combination 








STANLEY 
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What it is<and what it does for you 


AST, uninterrupted production results from 
Foremost Quality of Standard Shield Brand 
Tools. 


Quality in design—they are neither theoretical 
nor untried, but perfected by 68 years’ successful 
experience in solving tough jobs of drilling, ream- 
ing, tapping and cutting for hundreds of makers 
in the railway, automotive, farm implement, avia- 
tion, electrical equipment and home appliance 
industries. 


Quality in material — producers of tool steel 
recognize our specifications as the most rigid of 


Successor to The Standard Tool Company 


©) #) 2418 2) 7-08 Bee) = Le) 


any in the cutting tool industry. 


Quality in workmanship—skilled tool and die 
makers, themselves the finest craftsmen of industry 
—give their critical approval to Standard Shield 
Brand Workmanship by use. 


For you these Foremost Quality tools provide uni- 
form performance, uninterrupted production, mini- 
mum maintenance, and reduced costs. 


Leading Mill Supply Distributors coast to coast 
can give you prompt delivery on Standard Shield 
Brand Tools. 





New York + Detroit + Chicago 


Ms suggestions for reducing costs require 
additional capital investment. 


Here’s a way to save without spending. 


Study your inventory of cutting tools—the num- 
ber of different sources from which you buy—the 
number of requisitions issued to maintain stock 
from a number of sources—the time spent in keep- 
ing stock records—the time wasted in tooling up 
with tools of different operating characteristics. 


Then consider the time and cost saving that can 
be made in every one of these and many other 
classifications by Standardizing. That is by specify- 
ing Standard Shield Brand Tools for your machine 
shop. 

These tools are admitted Foremost Quality— 
we maintain a stock of over 10,000 items, with 
factory branches in important manufacturing cen- 
ters. Leading Mill Supply Distributors coast to 
coast carry complete stocks. 


You save without spending by Standardizing on 
Shield Brand Tools—call your Mill Supply Dis- 
tributor today. 





TANDARD [OOL (0. 


Successor to The Standard Tool Company 


CLEVELAND. OHIO 
New York + Detroit + Chicago 





TUBING SIZE MARKED ON NUT 


for quick size identification 


oue of the many extras 
IMPERIAL 
TUBE FITTINGS 


Here are tuo other important extras: 
FORGED * 


% For Greater Strength 
% For Extra Toughness 





% For Closer Grain Structure 
% For Greater Uniformity 


++ « We're Telling Your Customers P 
"MOOK POR Tus DIAMOND Extra Length Pipe Threads 


Peg espa arian ome Buy!” Full length S.A.E. pipe thteads on all 
paceageall cy - 2 years aga poten pipe ends. They give extra assurance of 


vide the EXTRAS that your customers tight joints and provide for additional 


will appreciate. In addition to the advan- 
tages illustrated, Imperial Tube Fittings 
also feature accurately machined threads 
and seats, adequate wall thicknesses, flats *Elbow and Tee Bodies 
for wrench hold and rigid inspection. 


IMPERIAL TOOLS... the complete quality line that leads the field 


HI-DUTY TUBE CUTTER FLARING TOOL WITH HAND TUBE BENDERS 


Free-wheeling ball bearing action makes SLIP-ON YOKE Calibrated open-side bend- 
cutting easier, faster. Cuts hard or soft tub- Has Imperial’s ers. Make smooth, well- 
ing. Roller type exclusive quick formed bends to a short 
with flare cut-off slip-on yoke of forged radius... any angle 
groove. Makes steel. Makes proper 45° | up to 180°. No. 
clean, right angle flares on copper, brass | 364-F... in- 
cuts. Retractable or aluminum tub- dividual 
reamer. No.274-F | © 4g3 af ing. No. 193-F 
..- for 4” to 1” . : =anea flares 6", 
O.D. tubing. ‘ Ey 4", Ne", %”, f 
/”6",12" O.D. tubing from ie” to %4” O.D. 


SEE YOUR INDUSTRIAL DISTRIBUTOR Ask for Catalog No. 350 


take-ups when reconnection is necessary. 











THE IMPERIAL BRASS MFG. CO.; 1217 W. Harrison St., Chicago 7, Ill. 


» 2a TUBE FITTINGS over 2000 stock ITEMS, 
' Catalog 350 shows a wide range of 
; sizes, types ond styles. Write for copy. 
' "Look for the Diamond) on every fitting you buy” 
yr. 
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"This time use top quality *That’s easy 
forged steel 600* gate valves we'll order VOGT 
for that hot spot”’ Series 5300”’ * 


























Here are valves that will stay on the line longer and 
require little maintenance year after year because 
toughness and durability are built into them right 


from the start. 

Series 5300 valves have drop forged steel bodies and 
bonnets, rolled-in,1 1!/2-13°%% chrome stainless steel seats 
which can be easily renewed, and solid stainless steel 

(wedges. A ground joint insures tightness between 
the body and bonnet. The stuffing box can 
be repacked under pressure when valve is 
fully open. 
‘Series 5300-F8 valves with 18-8 stainless 
*Series 5300 steel trim and Series 5200 valves with 


CARBONS 600 Pounds @ 800° F, Monel Metal trim are also available. 
STEEL \ 2000 Pounds Cold Non-Shock 


For 600 pound service © Union Bonnet 
Ground Joint ¢ Inside Screw Stem 


@ Renewable Seat Rings @ Solid HENRY VOGT MACHINE co. 


Wedge — Slotted Type @ 11!/-13% iinet 
Chrome Stainless Steel Trimmings Louisville 10, Ky. 


Sizes '/," to 2" inclusive. 
BRANCH OFFICES: NEW YORK e PHILADELPHIA 
CLEVELAND e CHICAGO e ST LOUIS e DALLAS 























DROP FORGED STEEL VALVES 
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A fast-moving, complete sales 
training program is yours, when 
you handle Dayton V-Belts. 

Using movies, slides and chart 
talks, it tells your men why Dayton 
V-Belts are best... how to deter- 
mine the correct application quick 

. how to use them to sell other 
products in their line. 

Already 450 mill supply and 
industrial jobbers have seen this 
program, call it the best they’ve 
ever seen. Over 2000 salesmen 
have found it a stimulant, reflect- 
ed in immediate sales increases. 


, 
i; 
bet 2 
3 
“4 


knowle -dge 


em ne 
Ver r had before”. % 
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37 ALUNDUM 


abrasive with its combination of sharpness 
and toughness is first choice for a great 
majority of the cylindrical jobs on steel. 


: 32 ALUNDUM 


abrasive with its extra sharpness and cool- 
ness of cut is especially effective on many 
parts made of hardened steel. 


ALUNDUM 


abrasive (regular) has a tough- 
ness that makes it especially 
suitable for heavy stock removal 
and severe sharp corner work. 


CRYSTOLON 


abrasive has the combination 
of hardness and sharpness 
necessary for cast iron and 






the nonferrous metals. 
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OWER production costs are becoming more and more 
essential to each of your customers. If you can show 
them how to cut costs on all their cylindrical grinding 

jobs it can mean increased goodwill and increased grinding 
wheel business for you. 


Norton has several different abrasives for cylindrical grind- 
ing—each with its own special characteristics—plus a 
number of bonds and a wide variety of grains, grades and 
structures. Thus Norton distributors can provide just the 
right wheel for each cylindrical grinding job—the one wheel 
that will do that particular job at lowest cost. 


And if the Norton distributor needs help in selecting the 
right wheels for customers’ jobs there’s a Norton abrasive 
engineer nearby to give a hand. He's a highly trained 
specialist and behind him he has the wealth of data in the 
Norton engineering files and research laboratories. 


There are many reasons why distributors like to carry the 
NORTON line—the complete abrasives line. 
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At right is the simplest, quickest, 
most accurate drive selection method 
ever used—so say the users them- 
selves. You and your customers can 
select the right Multi-V-Drive from 
over 75,000 sheave and belt com- 
binations . . . in less than 3 minutes. 


WORTHINGTON 


Fi pS 
WORTHINGTON PUMP AND MACHINERY CORPORATION 


MULTI-V-DRIVE SALES DIVISION 
Buffalo, New York - General Offices: Harrison, New Jersey 


The Good Right Haud of Tudustry 


POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 


HAN D 


MVR9-3 


ie cae e eT RY 


, ’ 
‘ biti 
. . 
By 
4 


of this profitable 
sheave business 





That’s right. $2,500,000 we’ve invested in 
a stock of sheaves and V-belts that’s the 
most complete in the industry. 

$2,500,000 to give you a big delivery 
advantage over all other V-belt compe- 
tition. 

When a customer wants a sheave or 
belt, he wants it fast. If his dealer’s stock 
is incomplete and the manufacturer’s 
stock is days away—he’s going elsewhere. 

Now they’re going to you — because 
the Worthington line has the most com- 
plete range of stock sizes. If you don’t 
have a wanted sheave, you can get de- 
livery from your nearest Worthington 
warehouse in 24 hours or less. 

And with more sizes listed as “stock 
sizes” and more sizes in stock, you may 
be able to save your customer the cost of 
a special sheave. 

We're advertising the prompt delivery 
of Worthington QD Sheaves in many mag- 
azines ... and we have direct mail about 
it for your use. So tell your customers 
about the complete Worthington line— 
853 listed stock sizes of QD sheaves in 
“A”, “B”, “C” and “D” Sections, 4% to 
600 hp . . . 332 listed stock sizes of Worth- 
ington-Goodyear EC Cord V-belts. 
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include: 

Lock Washers 
SEMS-by-SHAKEPROOF 
Thread-Cutting Screws 

“Speed Nuts” 

Snap Fasteners 
Self-Locking Set Screws 

Shank Locking Screws 
Q-Fasteners 
Locking Terminals 
Spring Washers 
Precision Stamped Gears 





N 
Ay 


WUDDALAAN 


\\ 


YOUR CUSTOMERS KNOW THE COST SAVING 
ADVANTAGES OF THE SHAKEPROOF FASTENING LINE! 


Every item is a proven cost saver with special performance 
advantages . . . powerful selling features that are leading the 
trend to Fastenings by Shakeproof. And the field of application is 
almost unlimited ... every manufacturer of an assembled 
product is a potential user. In more than 25 years of leadership 
in the field of fastener engineering, Shakeproof has 

developed fastening devices to meet nearly every fastening 

need more efficiently and more economically. Discover 


new sales opportunities in Fastenings by Shakeproof now! 


(Me) SHAKEPROGF inc. 


y DIVISION OF ILLINOIS TOOL WORKS 
brant 2501 North Keeler Avenue, Chicago 39, Illinois 








FIRST PRIZE: R. B. Ketterer, Reading, Pa. 
2nd Prize: George L. Sincell, Sewickley, Pa. 


j @ 
Here are the Winners 3rd Prize: Charles A. Hauck, College Point, L. |., N. Y. 


4th Prize: John A. Watkins, Royal Oak, Mich. 


OF J THE NE W-NA ME CON TES T 5th Prize: Raymond W. Warman, Lovisville, Ky. 
arene ere 6th Prize: Eugene A. Smith, Atlanta, Ga.; Guy Fifield, Rochester, N.Y, 
Roy A. Freeman, South Gate, Calif. 
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ter, N.Y, 


AMBORE” DRILL 


that gives 
507, More 
Production 


HERE IT IS! Here’s the mew Morse Drill 
... With its new thousand-dollar name... 
...the “AMBORE”...the drill of fewest 
changeovers. 


Here is the first really big news in drills 
since Stephen Morse produced the first 
twist drill. This new drill is ground from 
the solid ... with heavier web, constant 
angle, and wider flutes that clear chips in 
a faster, easier flow. And then, finally, it’s 


processed by a New Morse Method that 
gives this drill more strength, toughness, 
and flexibility than any other drill now 
made...to withstand the higher speeds of 
today’s production demands. 


Proved by exhaustive field tests, this 
new Morse Drill is available to you. ..now 
...in 59sizes from No. 80-30 to\,-\”... from 
your own Morse-Franchised Distributor. 
Call him today on your problem. 


SOLD EXCLUSIVELY THROUGH MORSE-FRANCHISED DISTRIBUTORS 


A DIVISION OF VAN NORMAN COMPANY 


BRANCH WAREHOUSES: NEW YORK, DETROIT, CHICAGO, DALLAS, SAN FRANCISCO 
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“Blue Heart’’ manila rope 


Men who use rope soon learn the difference between brands. They know 

that they can proceed with speed and confidence when they have rope of the 

assured tensile strength, smooth flexibility and easy handling 

qualities which always characterize dependable, long lasting H & A “Blue Heart” 
Manila. That’s why, on many a job, you'll see someone untwist the strands 

of every new coil, to look for the famous blue thread center, recognized 

around the world as the identifying marker of “Blue Heart’ Manila Rope. 


there is no better rope than H & A “Blue Heart” 


In addition to ‘‘Blue Heart’’, H & A produces cordage of all standard com- 
mercial grades, including Transmission Rope, Drilling Cable, Lariat Rope, 
Yacht Rope, Twisted and Braided Jute Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Marlines, Plumbers and Marine Oakum. 




















THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 


XENIA, OHIO 
BRANCHES: KANSAS CITY, MO. © OMAHA, NEB, © MINNEAPOLIS, MINN. 
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A Truly Compact, 
as Efficient 


bes 


tS, 


mony CHEMICAL 
~ EXTINGUISHER ® 
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ND Keystone Condensed Oil #50 clings 
to the job, too! Being a liquid grease, 
Keystone Condensed Oil #50 stays where it’s 
put and goes6 to8 times further than ordinary oil. 
This member of a large family of Keystone 
Specialized Lubricants combines a high-grade 
lubricating oil with special film material— 
resulting in a surface tension much stronger 
than that of ordinary oil. With this greater 
surface tension, Keystone Condensed Oil #50 
possesses extraordinary wearing qualities and 
has an unusual capacity for reducing friction— 
it never fails as a quick cure for an over- 
heated bearing. 
Also, its adsorptive properties solve the 
problem of drippage common to “shower 
bath’’ oils. The dripless character of 


trode Merts feo. 


v. 


Condensed Oil #50 slashes lubricant cost 
and prevents damage to goods in process, by 
maintaining a constant lubricating film that 
clings to the job with minimum consumption. 
Recommended for general plant lubrication, . 
in squirt cans or ring-oiled bearings, 
Condensed Oil #50 keeps machinery in opera- 
tion longer, protects bearings against undue 
wear and reduces friction. 

Keystone Distributors well know the special 
characteristics of Keystone products that make 
them easy to sell—and that make them known 
as a profitable line. And they know, too, 
Keystone’s clearcut “partnership” distribu- 
tion policy. KEYSTONE LUBRICATING 
COMPANY, 21st, Clearfield and Lippincott 
Sts., Philadelphia 32, Pa. 


s Per. Of. 


SPECIALIZED LUBRICANTS 
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Take Advantage of This 
Nation-Wide 
Advertising Campaign 
That Reaches Every Field 
Where Wire Rope 
and Chain Fittings Are Used 


Here’s the kind of advertising back- 
ing you can use, Mr. Distributor 
... the kind that goes right into 
your own markets and helps make 


The American Export Lines 
. 
af 


FOU ACES” ; 


eM MM FACTORY 





your selling job easier and more 
profitable. 

Glance over that impressive gal- 
lery we’re showing of the trade pub- 
lications on Laughlin’s expanded 
advertising program for 1949. Nine 
key magazines with combined circu- 
lations totalling more than 200,000 
a month... and this year they’re 
carrying millions of Laughlin mes- 
sages to users of industrial fittings 
throughout the length and breadth 
of American industry! 


So, in whatever fields you enter, 
remember that Laughlin is right 
there with you, hammering home 
your Laughlin sales story and build- 
ing up interest and acceptance. 

Remember, too, that thisnational, 
industry-wide advertising never fails 
to emphasize you, the Laughlin 
Distributor, as the logical source 
for prompt, efficient sales and serv- 
ice ... And that’s good business for 
all of us. THE THOMAS LAUGHLIN 
COMPANY, PORTLAND 6, MAINE. 


AUG H Li x Laughlin Protects the Distributor 
\_4 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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aie set-builders use 


AMERICAN PHILLIPS SCREWS 


Assembly of costly television sets puts 
a prohibition on spoilage- That's why American Phillips Screws are used, 
to help keep sets rolling out to ao eager market, and to keep rejections down. 
No delays oF losses, then, and output hits the main channel with highest 


return per man-hour, which means time-savings “Pp #0 50%! 


SEE NEW SGALES-STIMULATION: Smoothly finished, unmarred cabinet 
work is the pasis of television-set sales. And that’s the way sets come from 


an assembly department using American Phillips Screws 


i) 
ant gui? 
p parvir ¢ gress Does YOUR roduct have this double-feature of roduction-econom and 
of 


sales promotion? Then write: 


AMERICAN SCREW COMPANY ’ PROVIDENCE 1, RHODE ISLAND 
Chicago Tl: 589 E. Ilinols St. Detroit 2: 502 Stephenson Building 


Monel, Everd' 
con bronze) 
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SALES AND PROFIT FOR 
YOU BECAUSE OF THEIR 
EXCELLENT SERVICE 





MONO-BILT wine WHEEL BRUSHES 


FOR NUMEROUS POWER BRUSHING OPERATIONS 


DURA-BILT wire WHEEL BRUSHES 


INSURE SMOOTH OPERATION ON HIGH 
SPEED POWER EQUIPMENT 


To improve your power driven wire brush sales— 
make MILWAUKEE your headquarters—here is a 
complete brush tool supply source keyed to give you 
a dependable service—a service that will work for 
you in building sales and profit. We are fully 
equipped to produce special brushes designed from 
blue-prints or specifications. Use this cost-free en- 
gineering service when you need assistance on spe- 
cial brush problems. 


BRUSH TOOLS for 
Today’s Production 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt”’ 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fibre Wheel Brushes 


MILWAUKEE 


BRUSHES 


Fine Wire Polishing Wheel 
rushes 

“Sturdibilt” Wire Cup 
Brushes 

Wire Scratch Brushes 

Boiler and Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


CONSTRUCTION THAT CREATES SALES FOR YOU 


@ It is generally recognized that MILWAUKEE keeps to the 
high side of wire points per square inch of working surface. 
@ It’s the number of points per square inch that counts in 
production—more working points in these two wire wheel 
brushes help production departments produce more pieces 
per hour. 

© Here is density of wire—solid wheels of wire points giving 
users the most in cutting and working points. 

@ This compact construction with solid face—this greatest 
possible number of producing points is uniform regardless 
of the number of brushes you order. MILWAUKEE facilities 
assure this. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


The ify to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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WIRE WHEEL BRUSHES - WIRE CUP BRUSHES *» WIRE SCRATCH BRUSHES‘ 
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Faulty valve performance can be as serious in the indus- 
trial plant as it is in the human heart. 


Today, many plants throughout the United States have 
eliminated valve trouble by standardizing on Powell 
Valves. That’s because, in designing every valve in the 
complete Powell Line, maximum performance at a mini- 
mum cost of maintenance has been a prime considera- 
tion. Also, because there’s a Powell Valve specifically 
adapted to every known flow control requirement, 
failures due to misapplication are avoided. 


You DISTRIBUTORS know what this means in terms 
of customer satisfaction. Powell Valves ‘“‘stay sold’”’ and 
more orders follow automatically. And remember, you 
can always call on Powell Engineers to help you solve 
any flow control problems your customers may have. 











s- 


Fig. 560—200-pound Bronze 
Regrinding Horizontal Swing 
Check Valve. Screwed ends, 
screwed-on cap and regrind- 
able, renewable bronze disc. 


Fig. 102—200-pound Bronze Globe 
Valve with screwed ends, union 
bonnet and regrindable, renewable 
wear-resisting ‘‘Powellium’’ nickel- 
bronze seat and disc. 


Powell Valves are made in Bronze, Iron, Steel and 
a wide selection of Corrosion-Resistant metals and 
alloys. Valves of every type—Globe, Angle, Gate, 
Check, Non-return and Flush Bottom Tank Valves— 
are included in the Complete Powell Line. 


Fig. 1969—150-pound Stainless 
Steel Gate Valve with flanged 
ends, outside screw rising stem, 
bolted flanged yoke-bonnet and 
tapered solid wedge. 


Fig. 500—125-pound Bronze Gate 
Valve with screwed ends, screwed- 
in bonnet, inside screw rising stem 
and taper wedge disc; solid in sizes 
\%"to 4%"; double in sizes 1” to 3”. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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His name is listed in Union's THOMAS” REGISTER insert un 
UNION TWIST DRILL COMPANY, ATHO 
MILLING CUTTER « GEAR TTERS «© TWIST DRL . 8s 

We own or 


l, 


REAM 
Mass., Taps, Dies, Se 


= 
contact your local distributor 


der the heading ‘Drills, Twist"’. 
MASSACHUSETTS 


ew Plates, Rey 


BUTTERFIELD DIVISION, at 


row Plates, 
Hobs, Reame 


, Tops, Dies, Screw Plates, 
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ONE MILLION SALES MESSAGES 
Working for You / 


CUTTING TOOL WILL OUTPERFORM A UNION. 
And prominently displayed in every advertisement 

will be the vital message that protects your interests: 

CONTACT YOUR LOCAL DISTRIBUTOR. 


Yes —for 1949, Union advertisements in leading 
metal-working publications will carry 1,151,932 two-color 
full-page sales messages to the trade. For 1949, we’ve 
added MODERN MACHINE SHOP ... a publication 
that opens up a whole new segment of the market — the 
men who work directly with the tools, and small machine 
shop operators .. . men who specify the tools they like to 
use. This, together with the “‘big three’: AMERICAN 
MACHINIST — MACHINERY — and MILL & FAC- 
TORY — means our messages will really hit the target! 
And among the readers will be your customers, your 
prospects. They’ll see powerful illustrations whose im- 
pact drives home the impression that NO OTHER 


We-own and operate: 

S. W. CARD MANUFACTURING COMPANY 
Division, Mansfield, Mass., Taps, Dies, Screw Plates 
BUTTERFIELD DIVISION, Derby Line, Vt., 

Taps, Dies, Screw Plates, Reamers 

BUTTERFIELD DIVISION, Rock Island, Quebec, 
Milling Cutters, Twist Drills, Hobs, Reamers, 

Taps, Dies, Screw Plates 


Not only that . . . all Union distributors are now listed 
in a two-page insert in THOMAS’ REGISTER under 
“Drills, Twist’. And each ad features this, directing 
prospects to the Union distributor nearby. That’s co- 
operation that well might send business your way. 

These are just two ways Union is taking to cooperate 
with its distributors. You'll find us ready to back you up 
in every way to build bigger volume, faster turn-over 
for you... for your interests are our interests. 
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WHY THERE’S 


IN THIS SOCKET 


Tell your customers: 


Designs can be more compact—narrower 
flanges and streamlined surfaces . . . Assem- 
bly work can be speeded up—with internal 
wrenching . . . Fastenings can be made more 
securely ... When they use Bristol’s Socket 
Head Cap Screws. 


Made from a special alloy steel, heat- 
treated, they give the strength that in other 
fasteners might call for a “custom job’’. 


Conforming to Class 3 fit, they assemble 
easily, mate tightly with the tapped hole. 


And you can also talk about Bristol’s 
complete line—choice of Hex or Multiple- 
Spline socket screws ... cap or set... 
National Fine or National Coarse Threads 
... sizes from No. 4 wire to 1 in. diam. 


Bristol Advertising 


builds preference for the extra values in 

Bristol’s Hex Socket Screws . . . searches out 

new prospects for Bristol’s Multiple-Spline 

Socket Screws (offer of free sample creates 

leads for distributors). And Bristol’s ‘‘corre- 

spondence course” on socket screws helps {HECTRIAL 
make sales easy. WAX {ACERIM 


prnstenns Some 


A Bristol representative will tell you more 
about our 100% distributor policy . . . profit 
structure . . . promotion plans. Write: THE 
BRISTOL COMPANY, Mill Supply Divi- 
sion, 126 Bristol Road, Waterbury 91, Conn. 


Multiple-Spline and Hex Socket Screws... Cap and Set 


Only with Bristol Can You Sell the RIGHT S$ re) Cc K 3 T & e he & WwW AY 


Socket Screw for Every Application 
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THE ATKINS 


Ye --POWER HACKSAW BLADE 


Twenty-five years ago Atkins introduced the first high speed steel 
hacksaws made in the United States, and today in their field Atkins 
“Silver Steel” Hacksaws still are the very best blades made. 
excellent for sawing any of the high-carbon tough jobs or any 
other steels that can be cut with hacksaws. 

In the field of sawing lower alloy steels, where high production 
cutting is essential, the ATKINS SILVER FLASH rounds out the Atkins 
line of blades that covers every type of hacksaw requirements. 

ATKINS S!LVER FLASH is the product of years of metallurgical 

research, resulting in the development of new methods of manu- 

























facturing and heat treating. 
ATKINS SILVER FLASH is a tough, yet exceptionally flexible blade. 
It reduces blade breakage to a minimum. Its teeth stay sharp longer 
with little chipping. Resistance to abrasive action is excellent. 
ATKINS SILVER FLASH cuts fast and clean to extremely close tol- 
erances. ATKINS SILVER FLASH reduces costs due to longer blade life. 


For the Distributor ATKINS SILVER FLASH opens sales fields 
that are industry-wide. Show how SILVER FLASH means new metal- 
cutting economy and you pave the way to steady profitable orders. 


ATKINS SILVER FLASH Power Hacksaw Blades 
cre packaged 10 to a box. Available in all DISTRIBUTORS: 


nee ceimeml This advertisement is appearing in 
leading industrial magazines. 









E. C: ATKINS AND COMPANY © Home Office and 
Factory: 402 South Illinois Street, Indianapolis 9, Indi 


Branch Factory: Portland, Oregon © Branch Offices: Atlantas 
Chicago * Los Angeles » New Orleans * New York + San Francisco “aterns atwars aacae™ 








MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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“So your 


INVENTORY COSTS 





...Here’s how 


WE got out 


from under!... 



































“THE PROBLEM OF UNBALANCED STOCKS 
was giving us plenty of headaches. We 
were piling up excessive inventories in 
some lines and running short in others. 
Result—rising inventory costs on the one 
hand and fewer sales on the other. 


ALRRLBEEEL 


“WHY WE CHOSE KARDEX VISIBLE. 
After seeing all kinds of systems in use 
in companies similar to ours, we decided 
unanimously on Kardex Visible. It not 
only gives us our 3 “musts” but requires 
a lot less clerical effort. And the change- 
over was easy—Remington Rand instal- 
lation experts handled the whole job.” 


36 


ee 
“DRASTIC ACTION NEEDED! It was vital 


that we maintain closer, more accurate 
control over inventories .. . that we con- 
centrate our buyers’ efforts on hard-to-get 
items . . . that we stop buying instantly 
when supplies exceed normal demand. 


“ONLY SOLUTION—A NEW SYSTEM. 
3 “Musts” were apparent (1) The system 
would have to simplify our inventory data 
(2) Warn us unfailingly of threatened 
understocks or overstocks (3) Assure 





inventories ... the best ways to 
keep your stocks in balance to 
produce maximum profits. 
Phone our nearest office or write 
Systems . Division, Room 1131, 
315 Fourth Ave., New York 10, 
N. Y. for your free copy of Book 
No. KD 375. 





‘ Send for this Free Book Today: 


“HOW TO GET PROFITS FROM INVENTORIES” 


Learn the newest, proved-in-use, 
simplified methods of controlling 


THE FIRST NAME IN BUSINESS SYSTEMS 
Copyright 1949, by Remington Rand Inc. | 


proper ratios among stock items. 
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BRONZE 


LIFT CHECK 
VALVES 


designed and built 
ta. take PUNISHMENT 


1 CAP—forms an. efficient bev- 
eled joint with the body. -The in- 
tegral dise-guide has long contact 
with the disc stem ‘for perfect 
alignment ond _resulting free 
movement and positive’ sg . 
It also cushions disc'movement; , 


2 UNION NUT—Keavy’ ged 
rugged. Can be removed and re- . 
placed without danger of distorting 
the body or weakening -threads. 


3 DiSC—well guided with just the 
right seating angle for positive 
closure without sticking. Seating 
surfaces regrindable. : 

4 BODY—has heavy section at 
cap joint and end hex with long 
contact end threads. Seat is in- 
tegral with body. 





e 
THESE BRONZE LIFT CHECKS -—rated 200 pounds and 


300 pounds—are especially suited to prevent back-flow on high velocity line 


or where flow is pulsating. Shut-off is quick, positive and tight. For use 
in horizontal lines only. ¢ (On low or moderate velocity lines, R-P &C 
swing checks are recommended.) « Get in touch with the nearest R-P& C 
District Office for information about Check Valves. 


Reading, Pa. + Atlanta + Baltimore + Boston + Chicago + Denver » Detroit 
Houston * New York * Philadelphia + Pittsburgh + Son Francisco + Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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They all want 
ARMORED 
CONSTRUCTION 


Precision-grooved sheaves 
Oversize pins and axles 


Heavy steel side plates and 
side straps 


Forged steel hooks and 
shackles 


A Wide Variety of Types and 
Sizes . . . Block Capacities 
1¥2 to 250 Tons 


GENUINE CROSBY CLIPS 


World’s largest-selling drop-forged wire rope 
fasteners. National advertising, high profit, 
prompt shipment makes sales sweet and 
easy. Sizes for all wire rope— 1% to 3 inches. 





THE AMERICAN HANDIWINCH 


Enables one man to lift or pull loads up to 
10,000 Ibs. Weighs only 95 lbs. Easily car- 
ried, set up and operated anywhere. Two 

__ gear ratios . . . efficient hand brake 
... many “big hoist” features. Ask 
for literature that helps you sell. 
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They all want AMERICAN 
BLOCKS AND SHEAVES 


@ If you're tired of sitting around in stuffy reception rooms 
. if you’d like to have the buyers come to you, for a change 

. maybe you ought to get a suitcase, and a tripod, and a 
nice little line of American Blocks and Sheaves! 

Of course that’s only one way of cashing in on this great 
and famous line. If you don’t care for the life of the pitch- 
man, you can go right on selling in your usual way, and just 
show your buyers literature and prices on these finer, more 
rugged, smoother-running, longer-lasting wire rope blocks 
and sheaves. Everybody needs ’em. ..so everybody buys ’em. 

To tell the story in one word, it’s ACCEPTANCE that 
makes the difference. Why not quit fighting, and worrying, 
and rasslin’ for orders? Why not talk American Blocks and 
Sheaves first . . . on every call! 


American Hoist 


and DERRICK COMPANY 
St. Paul 1, Minnesota 
9311 
Plant No. 2: So. Kearny, N. J. 


Sales Offices: NEW YORK *« PITTSBURGH * CHICAGO 
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SIOUX Electric Polisher #1200 
Gives correct speed—long life 
—dependable service. Has all 
the advantages for easy and 
quick results. 
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SIOUX Polishing Pad #1211 
Finest for all polishing. Deep, 
thick, tough, long-lasting wool 
nap. Strong canvas back. Runs 
true and smooth. 


SIOUX Auto Polish 


Our own scientific formula— 
based on years of research. 
Cleans and polishes in one 
operation. Restores original fin- 
ish. Safe. 








OO IT BETTER, EASI. 
mort PROFITAB TABL y- 


N OW ™ The Polishing of Motor 


Vehicles can be made an automatic 
procedure that spells — time saving, 
better results, less headaches and more 
profit because of reduced require- 


ments of labor and material. 


Sold only through Authorized SIOUX Distributors 


STANDARD THE WORLD OVER 
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z They give that extra sales appeal, that final 
finishing touch. 





Here’s why... 


Hexagon heads —full finished —completely machined 
—top and bottom . . . bearing surface washer faced. 


Top of head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 








More and more buyers simply specify Shinyheads. Justi- 
fiably famous — Shinyheads have earned the reputation 
Shinyheads as “America’s best looking cap screw.” 


 Tom-ya. | mm hile-t-1-| 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD * . CLEVELAND 13, OHIO 


CAP AND SET SCREWS » CONNECTING ROD BOLTS » MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS » FERRY PATENTED ACORN NUTS 
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There's no other file like a “Red Tang” File, because: 1—It’s the only file made to 
Simonds’ single standard of quality. 2—It’s the only file made with teeth designed , os 
like Simonds Metal-Cutting Saw teeth ... teeth that cut instead of scrape. 3—Every FITCHBURG, MASS, 
“Red Tang” File is individually hardened, brine-quenched, and straightened. | her Divisions of SIMONDS SAW AND STEEL CO. 
4—Salt bath brings blade out cleaner, with sharper teeth. Prove Simonds Con- making Quality Products for Industry 
sistent Cut-Ability for yourself. See your Industrial Supply Distributor... or call : 

the nearest Simonds office ...and get more file-miles per dollar. peanevoma ra pee 


« Grinding core nee setore 
=> ecial Electr Wheels Simonds Products 
ep, : Furnace Steels ond Grains. - for Canada 














a Ss : Gums 


INSERTED-TOOTH SAWS SEGMENTAL SAWS FILES NARROW BANDS FLAT GROUND STOCK HACKSAW BLADES 








BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. Eighth Se., Los Angeles 14, Calif.; 228 First St., San 
Francisco 5, Calif.; 311 S. W, First Ave., Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Washington. Canadian Pactory: 595 St. Remi St., Montreal 30, Que. 
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no double talk.. 


Being an R/M authorized distributor means that 
you get all of the R/M packing and gasket sales 


for maintenance purposes in your territory. 











RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. | FACTORIES: 
Bridgeport, Conn.; Manheim, Pa,; 
No. Charleston, S.C.; Passaic, N.J. 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings + Asbestos Textiles + Mechanical Rubber Products 
Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings » Brake Blocks + Clutch Facings 
Fan Belts + Radiator Hose +» Powdered Metal Products + Bowling Balls 
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jon Practices 


SU ae <5 


Modern plant management has standardized 
all major production procedures...has given 
careful study to maintenance problems, and is 
aware of the costly time-consuming and in- 
adequate methods of lubrication imposed on 
their plants by haphazard lubrication prac- 
tices. Here’s the solution you can offer: 





Sell a complete line of modern lubricating 


equipment designed to permit standardizing 
all industrial lubrication practices.... You can 
create new markets that will build your sales 
and effect major savings for your customers by 
selling Standardized Lubrication Practices with 
LINCOLN Equipment. This accepted and nation- 
ally advertised line is distributed through 
industrial wholesalers—under a plan of selec- 
tive representation. Your territory may not be 
completely covered. Write for information 
today. 


@ Apply the right lubricant 
@ In the right quantity 
© At the right time 


- ¢ e @ @ PIONEER BUILDERS 


BULLNECK Surface Check Grease Fitting 
... the modern fitting with the ball in the 
top... originated by Lincoln. No open 


throat t llect dirt that will be forced 
res thy eco Explain this anmedien LUBRICATING EQUIPMENT - Ore « 
advantage plus the other features of this 

B49-17 modern fitting to your customers. 


LINCOLN ENGINEERING COMPANY « 5739 NATURAL BRIDGE AVE. «+ ST. LOUIS 20, MO. 
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Foote Bros. Hypower Enclosed Worm 
Gear Drives assure economy in origi- 
nal cost and economy in operation. 
They bring a new compactness in de- 
sign plus greatly increased thermal 
capacity. Available in vertical and hor- 
izontal types. 


Foote Bros. Straight Line En- 
closed Gear Drives will shortly 
be introduced. These compact 
units may be used with any 
standard motor. Ratios range 
from 5 to 240 to 1. 


THEN LOOK TO FOOTE BROS. Foote Bros. Hytop Enclosed Worm 


Gear Drives provide wider low-speed 
bearing span. Ideal for installation 


. : where low-speed shaft extensions can- 
If your customers require enclosed gear drives, the not be supported by pilot oc guide 


Foote Bros. line will offer them a wide variety of bearings at the end of shaft. Available 
x d in both Hygrade and Hypower types. 

types, sizes and ratios to meet any need. — 

Enclosed WormGear 

Nearly a century of engineering and manufacturing Drives have been 


; “ m newly engineered 
experience is back of Foote Bros. Drives. Two ead now alee the 
4 : in maximum in rugged 

large plants contain the newest in gear generating Seeniiie "tes. 
equipment—new techniques in manufacture— cially designed for 
b ll _ Lot al . d heavy-duty applica- 
etter metallurgical control of materials—improve Seats ecatlialiin den 


manufacturing methods—all assure you superior both 7 amines and 
: vertical types. 
drives to meet the demands of your customers. 


Mail the coupon for information. 


AVAILABLE FROM STOCK 


A new policy of distribution now 
makes Foote Bros. Enclosed Worm a ee ~~ Foote Bros. Maxi-Power Heli- 


Gear Drives available from stock. A —~ 2 cal Gear Drives are available in 
. Daye | x single, double and triple reduc- 
range of sizes and ratios is offered to &} tions. A newly engineered line 
meet many industrial applications. : ’ ' : that represents the last word in 
: modern power transmission 

equipment. 








Foote Bros. Gear and Machine Corporation 
Dept. I. D., 4545 S. Western Blvd., Chicago 9, Ill. 


Gate; Please send me information on drives 
checked below: 


- O Hypower Enclosed Worm Gear Drives 
O Hygrade Enclosed Worm Gear Drives 
O Maxi-Power Enclosed Helical Gear Drives 
DO Straight Line Enclosed Gear Drives 


Boller Tawee Teatneobn Thwugh — I a ee ee ere rn Oe Sit 


FOOTE BROS. GEAR AND MACHINE CORPORATION Gupey 
Dept. I. D., 4545 S. Western Blvd., Chicago 9, Illinois Address 
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Precision 


.-efrom Globe Seamless 
Steel Tubes to Globe 
Welding Fittings 


Your preference for Globe Welding 
Fittings is supported by a source of sup- 
ply with exceptional qualifications. Spe- 
cialized metallurgical experience and 
facilities gained in years of steel tubing 
manufacture enable Globe to produce 
welding fittings by a precision process 
that yields a superior rzoduct. 


Send for the 
Globe Welding Fittings 
Catalog. 


GLOBE STEEL TuBES Co. 
Milwaukee 4, Wisconsin 


Producers of Globe seamless stainless steel 

tubes — Gloweld welded stainless steel tubes 

— carbon — alloy — seamless steel tubes — 

Globeiron seamless high purity ingot iron 
tubes — Globe welding fittings. 


DISTRIBUTORSHIPS AVAILABLE 


Distributors are invited to write for 
complete information and details 
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Now’s the time to brush up on your sprocket 

sales story. There’s many a sprocket that’s get- 
ting up to and past the retirement age. Putting 
new chains on worn sprockets is a good way 
to lose customer confidence . . . the resultant 
quick chain wear will wear out your welcome 
in a hurry. 

Remember the big sales advantage you have 
with the exclusive Baldwin-Rex tooth form 
as compared with ordinarytooth forms... how 
it allows up to 50% more pitch elongation in 
the chain before the chain will jump the teeth. 
It spells far longer drive life . . . a far easier 
sales job for you. 

Sell sprockets. It’s good business. If you 
would like some additional sales help, write 
us. We'll be glad to assist. Baldwin-Duck- 
worth Division of Chain Belt Company, 378 
Plainfield Street, Springfield 2, Mass. 





& Baipwi WIN-REX 
_” ROLLER CHAINS + SPROCKETS | 


a complete line from Ya-inch to 22-inch pitch 
BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 
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HEY BUY from this Catalog 









This catalog has 
wide distribution 
among your 
customers as a 
result of Williams 
advertising to 
industry. 






FOR 
BIGGER 
WRENCH 
VALUE 
aud 
BETTER 
WRENCH 
PERFORMANCE 














(This standard signature appears in all Williams advertising) 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. QVshibulors Ervewwhere 
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onecall | 
‘sells all with ' 


these Carey Asbestos products 
go together on job after job— 

sell them as a package 
and reduce costs, increase profits! 




























these Carey offices 
are as near as your telephone 





NEW YORK. .VAnderbilt 6-1530 PHILADELPHIA. ._BAidwin 9-6430 
BOSTON... ..CHarlestown 1725 CLEVELAND... .HEnderson 6500 


PITTSBURGH... .. .. GRant 7490 ST. LOUIS. ... .NEwstead 1930 
CINCINNATI...... CHerry 5080 CHICAGO..... .DEarborn 4775 
DETROIT.......MAdison 4680 SEATTLE...... ..SEneca 2351 
Eee. CEntral 6609 ATLANTA......... LAmar 5451 
WASHINGTON, D.C. FRanklin1365 PROVIDENCE Blackstone 0943-R 


LOS ANGELES... MAdison 6-1358 INDIANAPOLIS... .. Riley 7332 
MONTREAL......... Plateau 8489 
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ASBESTOS PAPER—A standby for many furnace pipe 
and ‘insulation uses; for lining ovens, making gas- 
kets, wrapping furnace pipes. Available in reason- 
able quantities. 


ASBESTOS MILLBOARD—For fire screens, partitions 
range lining, radiator recesses and other uses 
where heat resistant, fireproof material is required. 
Promptly available. 





MW-50 INSULATION CEMENT—The leading monolithic 
cement. Maximum insulation value; toughness, 
hardness and excellent sticking properties. Manu- 
factured with lead slag wool pellets and asbestos 
fibre. Easily and quickly applied. Prompfly avail- 
able. 


ASBESTOS INSULATION CEMENTS—For all types of heat 
insulation jobs .. . from pointing up fittings to final 
surfacing insulation. Special types for specific 
requirements. Promptly available. 


ASBESTOS FURNACE CEMENT — Developed especially 
for mounting furnaces, stoves, boilers and five 
pipes—for setting or patching refractories, cement- 
ing joints and cracks exposed to heat. For tem- 
peratures up to 2000° F. Promptly available. 


ASPHALT PAINTS AND COATINGS—A wide variety of 
highest quality asphalt paints and coatings for 
roofing construction, repair and maintenance ... 
all types of roofs. Promptly available, 


THE PHILIP CAREY MFG. COMPANY, CINCINNATI 15, OHIO 
In Canada: 

THE PHILIP CAREY CO., LTD. 

1557 MacKAY STREET, MONTREAL 25, P.Q. 
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ass production 
e of die which 


ated at high speed on 


could be oper 
* Acorn” Die has prove 


machines. The 

to be the answer. 
The “Acorn” Die is Si 

Shaped like an acorn, i 


holders which fit any mac 
} ecurate ad 


hine. A screw 
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The “Acorn 
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e market. Through 


been popular 
production die on th 
the years, “Greenfield 
neers have added sev 
of design, but the principle 


” . . 
threading engi- 
eral refinements 
is still the 





and in peace: 
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The complete story of the 


the asking: Just ask 
or 


fp and DIE CORPORATION 


d, Massachusetts 


GREENFIELD 1 


greentiel 


HEY and 
Ore THE GEOMETRIC TOOL CO. 
New Haven 15, Connecticut 


pS 


ao nd 
aweco TWIST DRILL CORP. 
Jackson, Michigan 
Divisions of Greentield Tap and Die Corporation 



























... another case of 
BEHR-MANNING 
PIONEERING with 
METALITE® BELTS 








A flexible abrasive belt and a contact wheel 
formed te fit the work — this was the success- 


ful answer by Behr-Manning engineers to the 


Long belts for cooler 
cutting. This set-up 


was devised by Behr- growing demand for higher production, better 
Manning Application 
maine. finish, and greater economies in a wide variety 


of contour grinding jobs. 
nisi i gp The wrench finishing method illustrated is 
—_ a case in point. Faster, because of the sharper, 
factory-coated belt. Better finish, because of 
a emer dirt er the grit uniformity of the METALITE belt, and 
Rie the feb perfectty. the uniform pressure of the formed contact 
wheel. Greater economies because operators 
produce more pieces per hour — and because 
you save the cost of replacing set-up wheels. 
Behr-Manning Application Engineers, in 
laboratories fully equipped and strategically 
located, are constantly solving new grinding 


problems. Bring yours to them. Write us to 






put you in touch. 


BEHR-MANNING «TROY, N.Y. 
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ALSO QUALITY OILSTONES FOR INDUSTRIAL NEEDS 
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For high strength at |low cost 








these products depend on 











Du Pont “Cordura” yarn ~ 


To build strength into tires, V-belts and many types of 
hose, more and more manufacturers are using Du Pont 
Cordura* High Tenacity Rayon. 


“Cordura” yarn is engineered to provide strength in a 

small package... and at a low cost. It’s inherently stronger 
than yarn made of other fibers commonly used. Because 

less “Cordura” is needed to attain a desired strength, 
manufacturers can often reduce raw material costs... 

as well as improve their products. 


Cooler-running tires . . . hose that’s lighter and easier to 
handle ... V-belts that transmit more power, require less 
maintenance, have longer life . . . these are some of the 
results of using ‘‘Cordura.” 


Since “Cordura” is a man-made fiber, it offers the importarit 
advantage of unvarying uniformity. And it is composed 
of continuous filaments—no short pieces to pull apart 


under strain. 





Help your customers PROFIT with “Cordura” 


Inherently stronger than natural fibers commonly used 
... and usually more economical! “Cordura” is a yarn 
your customers can’t afford to overlook. Remind them 
about the advantages of products made with “Cordura.” 
And perhaps you can help customers find still another 
use for “Cordura.” Du Pont will be glad to furnish a 
detailed analysis of any applications they have in mind, 
along with other helpful information. Rayon Division, 
E.I.du Pontde Nemours & Co.(Inc.), Wilmington 98, Del. 


ap 


REGU. 5. PAT OFF 


for RAYON... for NYLON... for FIBERS to come... look to DU PONT 
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Whether your customers ask for fastenings that are 
long or short, thin or fat, you can be pretty certain of 


meeting their needs when you handle the Bethlehem 
line of fastenings. 


The Bethlehem fastenings line gives you plenty 
to choose from. It numbers individual headed and 
threaded items by the hundreds. Bethlehem fasten- 
ings are good fastenings to sell, too, for they have 
the stamina and all-around dependability that users 
demand. Get in a supply —and see! 





BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 





NS 
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Only MILLERS FALLS screw drivers have 


the ADJUSTOMATIC clutch 


HERE’S WHAT THAT MEANS TO YOU 


If your customers or prospects ever pose the 
problem of getting smoother, faster, more uni- 
form mags assembly screw driving . . . then 
that’s when Millers Falls’ portable power screw 
drivers will pay off for you. 


You can solve their problem with a Millers 
Falls screw driver, because only Millers Falls 
gives you the patented, super-sensitive “Adjust- 
omatic”’ clutch. 


HERE’S WHAT THE ADJUSTOMATIC 
CLUTCH DOES 


Gives smooth, vibrationless operation even on 
assemblies usually considered too delicate for 
a power driver. So sensitive it delivers the right 
torque for screws from No. 10 down to No. 2. 
Increases assembly and production efficiency 
and speed, cuts costs. 


Naturally, prospects welcome the alert dis- 
tributor who offers them such tools as the No. 
50 screw driver or the new “Dyna-Mite®”, two 
of an outstanding line of portable electric tools 
made by Millers Falls. If you think that the 
“Adjustomatic” clutch is a sales feature you’d 
like to put to work, write for full information. 
Millers Falls Company, Greenfield, Mass. 


MILLERS FALLS 
TOOLS 


We'd like to see a screw driving 
problem No. 50 can’t solve. It's 
compact and light-weight, packed 
with power 


More powerful than ever, the new 
“Dyna-Mite” line is easy and 
profitable to sell. 


PORTABLE 
ELECTRIC TOOLS 
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KENNEDY Advertising PROCESSING 
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CHEM. ENGINEERING 
CATALOG 








to help you sell KENNEDY 


VALVES and FITTINGS 


KENNEDY advertising performs the first 3 steps of ~ 
selling job for you: 





POWLEIR 


IND. EQUIPMENT 
NEWs 





CHEMICAL 
1. It contacts your valve customers and prospects ENGINEERING 


through the publications they read (2,640,453 “sales 
calls”)*. 
































Engineering News 
2. It arouses their interest by showing how nt 


KENNEDY VALVES fill a definite need. 
3. It creates a preference for KENNEDY VALVES 
by clearly demonstrating superior features of oper- I), Register 


ation and construction. 














Operating 
ENGINEER 





. when you sell KENNEDY VALVES you can con- 
centrate on the last two steps: 





4. Making the specific proposal . . . or applying the 
product directly to the prospect’s specific problem. 





PLUMBING & HEATING 
JOURNAL 














5. Closing the order . . . or signing the customer on 
the dotted line. i 


Use the KENNEDY ads when you sell valves. They | Midland Factony 
help you illustrate your sales points . . . they help 
you to bigger and better sales! 





























* Circulation per issue x number of insertions — total “sales calls” 


KENNEDY eccuves 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 
OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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Gil is smart. He makes more money by selling complete Alemite 
“barrel-to-bearing” lubrication. It’s easier than you think... 
because you can actually prove it saves time, work, and lubri- 
cants... reduces maintenance costs... increases production and 
profits. And these are things that every plant operating man in 
every industry is looking for in these days of high costs. 


So, don’t be content with selling a few hand guns and fittings 
... get the equipment business, too! Sell a complete Alemite 
“Barrel-to-Bearing” System consisting of all equipment neces- 
sary (1) for transferring lubricants from original drums quickly, 
without mess or waste, (2) for loading lubricants into guns with 
a saving of 334 man hours for every 100 lbs., and (3) for applying 
lubricants to machines with a saving of up to 23.9 man hours for 
each 100 Ibs. 


You'll find it pays off in more sales and a bigger dollar 
volume per sale. In better served, better satisfied customers, 
too! Alemite, 1886 Diversey Parkway, Chicago /4, Illinois. 


ALEMITE 





"Half-a-Loaf” Harry? 


He’s satisfied merely to sell a few 
lubrication hand guns and fittings, 
when he could get the entire 
equipment business. Poor Harry! He 
makes only part of the sale (the 
smaller part at that). Naturally, he 
doesn’t earn much money for 

his effort. 


"Get-it-All” Gil? 


He’s after the complete equipment 
business by selling Alemite 
“barrel-to-bearing” lubrication. 
Smart Gil! He makes big sales, 
instead of small ones. So, of course, 
he makes more money, too! And 
with only a little extra effort. 





WHY THE 
ALEMITE LINE 
IS EASIER TO SELL 


4. 


Every plant in every industry 
is a prospect. 


2. 


Alemite has the right unit and 
methods for every need. 


3. 


Alemite is the best known name 
in lubrication. 


4. 


Alemite backs you up with strong, 
consistent advertising. 











+ 
Another Product of 


STEWART | Modern Lubrication Methods 
WARNER That Cut Production Costs 
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At last! N WIRE ROPE HANDBOOK 
FOR THE MAN ON THE JOB! 


It’s new... It’s different... It’s easy to understand 








Section | 


Installing, ond Operati 


Unreelin 
8, uncoilj 
Sheaves and a 


. . : b 
— lubrication, inspectio, 
uses, when to 8et a new cane 





Section 1 


Selecting the Correct Wire R, 


Strength flexih; 
» flexibjlj 
Crushing gt ility, 


Section {ij 


Catalogue of Standa 
Ope Constructions 


Section ty 


Standard Fittings 


Available with J&L hor 


id ee 
Wire Rope Splicing Service 


General rm OP R948 8 ease e 87 


Standard Sides ‘ons for Ropes in Use on 


a 


SEND FOR YOUR COPY NOW! 


Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
This 96-page illustrated book is especially written for the machine operator Pereameng £0, Penne, 


who handles wire rope constantly on his job. And its handy size—434” x 714” Gentlemen: 


Please send me a free copy of your 
new handbook ‘Wire Rope is a 
Machine.” 


—fits into your pocket, ready for instant reference. It’s yours for the asking! 


Name 





JONES & LAUGHLIN STEEL CorRPORATION 


From its own raw materials, PRINCIPAL PRODUCTS: HOT ROLLED AND COLD FINISHED 
Jel. manufactures a full line of BARS AND SHAPES * STRUCTURAL SHAPES * HOT AND COLD 
carbon steel products, as well as 


¥ 
certain products in oTIscOLoY ROLLED STRIP AND SHEETS ¢ TUBULAR, WIRE AND TIN MILL ' 
@nd JALLOY (Ai-tensile steels). PRODUCTS e ““PRECISIONBILT’’ WIRE ROPE bad COAL CHEMICALS Lccnine eRe resenanenael 


Company 





Address 








54 INDUSTRIAL DISTRIBUTION © JUNE, 1949 





“RIGHT” ROCKWELL 
.-- Another Reason Why 


Distributors Sell More 


with the New and Finer 





“FORTY-NINER™ | 


Exclusive New Testing Methods 
Guarantee Correct Hardness for Every Tap 


Gone are the days of spoiled holes, ruined and 
broken taps and costly set-up delays caused by im- 
proper tap surface hardening. With Besly ‘“Forty- 
Niner” Taps you can be sure of “right” Rockwell 
Hardness that assures maximum tap efficiency and 
maximum tap life. 

Every high speed Besly tap produced is individual- 
ly inspected for correct Rockwell hardness before 
it is shipped. To our knowledge, no other first rank 
producer of taps can offer this assurance of pro- 
tection from taps that “dub over” due to inade- 
quate tempering, or break-off due to excessive 
hardness. 

In the past, it has been virtually impossible to 
assure correct Rockwell in production taps. Now, 
however, with new and exclusive methods and 
equipment, Besly can—and does—guarantee that: 


EVERY tap is accurately tempered to the 
hardness required to achieve peak perform- 
ance with the 18-4-1 alloy steel used by Besly 
for all high speed taps. 


As a result of this kind*of superior accuracy at all 
vital points, more and more distributors are getting 
a greater share of the cutting tool business in their 
territories with Besly taps. Don’t deny yourself the 
extra sales and profits you can gain by selling 
cleaner, more accurate threading at lower cost with 
Besly “Forty-Niner” Taps. Ask for all the facts now. 


dlhiek&iibbbi bi bbitbididédeo ; 


BESLY'S 
“HELPING HAND" 
HAS 5 STRONG 
FINGERS 


@ Fast Delivery 
—24 hrs. on high speed spe- 
cials from hardened blanks; 
—3 weeks on bar stock specials. 
@ A Complete Line 
@ Top Tap Quality 
@ Engineering Counsel 


©@ Sales Helps That Sell 





UNSURPASSED 
ACCURACY 
at all 
vital points 


Microcentric 
CHAMFER 


Micro finish, concentric to tenths 
of thousandths. Cuts freely and to 
size without burring or welding. 


Solid Ground 
THREAD FORM 


For angle and lead accuracy, 
liminati of gauging problems 
and control of pitch diameter to 
tenths of thousandths. Ground 
from the solid. 





‘" 
RA “Right” 
£ ROCKWELL 


Taps pre-inspected for correct 
Rockwell hardness. 


Correctly designed to provide 
freer chip flow and longer tap life. 


Tru-Square 
DRIVER 


Square and shank fit correctly in 
hucks and hold no wobble te 
cause oversize holes. 








THIS TRADE MARK IDENTIFIES THE WORLD'S MOST ACCURATE TAP 


BESLY TAPS @© BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AN OO ACCES 3 Cas 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, Illinois 
Factory: Beloit, Wisconsin 


ee 
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Delta 14” and 17” 
Drill Presses 
(Single and multiple 
spindle) 


Delta Super-Hi* 
Drill Presses 


{ 


os 


rs 
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Delta Abrasive Disk 
Finishing Machines 


Delta 14” 
Metal-cutting 
and Saws 


Delta Industrial Grinders 
with Twin-Lite* 
Safety Shields 


- 


20” 
Delta Abrasive Beit poe Saws 
Finishing Machines 


Talking cost-reduction makes sense to 
industrial buyers. It’s hard to resist. 
And it pays off with sale after sale on 
your profitable, wide-margin Delta- 
Milwaukee Machine Tool line. 
Look at the record: You sold bat- 
teries of Delta-Milwaukee Machine 
Tools for war production, And for 
re-tooling, your customers again 
depended on Delta to give them vol- 
ume and quality at a saving. 
Look at today's opportunity: In 
every department of big plants 
and in every variety of small 
shop, the battle-cry of produc- 
tion men is “cut costs.” That’s 
your cue to sell them on the 
dollars-and-cents value of using 
stock-model Delta tools to: 


1. Build special-purpose ma- 
chines at low cost. 
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MI WANK 


2. Replace worn units of obsolete 
machines 


3. Supplement other machines, to 
increase man-hour output and re- 
duce costs. 

4. Equip small departments or small 


shops with a complete low-cost 
Delta installation. 


Don’t forget — the call that sells a 
Delta tool (with its wide profit-margin) 
is worth many times the ordinary sup- 
plies call. And it establishes another 
steady supply customer. 


Cash in on the big-plant demand, but 
don’t underestimate small-shop business 
— you can’t afford to pass it up! 





DELTA MANUFACTURING DIVISION 
ROCKWELL MANUFACTURING COMPANY 





*Trade Mark Reg. U. S. Pat. Off. 





Source 


PROMPT 
SUPPLY aud 
PROFITABLE 


SIMONDS 


| ABRASIVE CO. 





Philadelphia, Po. 
Grinding Wheels and Abrasive Products 


SIMONDS ABRASIVE COMPANY 


is a division of 


| SAW AND STEEL CO 


Fitchburg, Moss. 
Saws Machine Knives, Files 


~ ge 
Lockport, N Y. Montreol, Con 


Special Steels Simonds Products for Coneda 











SIMONDS ABRASIVE COMPANY, 


Wes. 


. of many selling aids including national advertising: stressing our dis- 


as 


e 
um oxid 


porolon allure 


\ bide 


Elect Lalor wee 


ee 
dere’s another sales-building service for Simond¢’ abrasive distributors 


. . typical of the profit-planned aid they can cotiftion regularly. 


This monthly stock list enables our distributors to siRply every mill and 
factory grinding wheel requirement promptly and: ‘Pecurately. It is one 


’ “::Gtributers’ service . . . direct mail pre-selling thée.\prospects ... and 


_— sales walang program for their persia 


ovr ee 


Mounted Shs fois Seater Grains, Bricksand Sticks. 


Stas ve 
MGs . case re an 


TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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..lere’s 


..125 tb. 5. P. BRONZE GLOBE, 
ANGLE and CHECK VALVES { 


Built to 


LUNKENHEIMER ON | ed 
. QUALITY STANDARDS % ated fre 


125 Ib. 5. P 
200 th. W.0.G. 


“ . t ‘s i, ~ 
ANT a lower pressure valve to give the same de- Beli ae oe |) ) 
low-cost. service you § LZ Ui cy 
Wont NLA 
ta] 

Lee : 
SP | 


pendable, 


ex in higher es 
pressuce LUNKENHEIMER. Valves’ re 


New Fig. 2140 globe; Fig. 2141 angie; ~~ 
2144 swing check. These valves 
ditionally fine design and 


d silicon bronze alloy 


' ‘ ’ 
Your Lunkenheimer 
is stocking these new 


Here it 19— 
Fig. 2142 lift check; Fig. 
feature Lunkenheimer's, 
uction, plus patente 


sturdy conste 
i thread failare due to weat. 


stems which ‘eliminate ste 


Whatever your requirements for lower pressure Serv- 


ice, you'll find these new valves unequalled for de- 


pendability and true economy. 
oe Fig. 2142 wer CHECK 
125 th, $.P. 200 th. W.0.G, 
dimensions, ore given in Circulor No. $82. 
Ask your Lunkenheimer Distributor for # 


wot coe Son write direct. 


EP) pull details, including ittustrations ond 


ESTABLISHED 1862 


HE LUNKENHEIMER = 


‘ ae QUALITY 
CINCINNATI 14, OHIO. U.S. A- fig. 2141 Anau 
new yore 13 2% wiCAGe 6 BOSTON 10. PROLADTLPHIA 34 125 t.5.".2001.W.0.6. 
cxpons bert, 318 342 seuDSON BT. NEW YORK 3S. A ¥. . 
Fig. 2144 Swino CHECK - 
125 th, $.. 200 te. W.0.6- 











User 
a = 7 a lb. S.P. bronze valves are legion. To reach 
, ews of this Lunkenheimer quality line, w 
running the advertisement reproduced above, i wy 
ann industrial and technical sarmeeaneateg ued 
ote the tie-in with Lunkenheimer Distributors. Make 


sure your stocks 
of valves and li 
iterature are ad 
equate. 


ESTABLISHED 1862 


THE 
THE LUNKENHEIMER C2: 


—e"QUALITY’ = 
CINCINNATI 14, OHIO. U.S.A 


NEW YORK 13 
CHICAGO 6 
muren BOSTON 10 PH 
T DEPT. 318 322 HUDSON ST NEW oegte 34 
13..N. Y. 
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gauge steel at speeds up to 15 feet a 
minute. Operator only has to guide it. 
Cuts right to the line . .. curves, 
angles or notches with hairline ac- 
curacy ... inside or outside. Sturdy 
aluminum alloy housing, ball bear- 
ings, slide operated switch, duplex 
handle. Blades easily removed, re- 
sharpened and replaced. 





No. 121 ELECTRIC DRILL 4" 
capacity ... Lightweight produc- 
tion tool, ideal for millwrights and 
maintenance men. 


i i 


No. W8 SAFETY SAW-~~0 to 234” 
capacity ... Duplex handle, easy ad- 
justment for depth and bevel cutting. 
Non-warping heat-treated aluminum 
base. Blade totally guarded. 


No. 310A ELECTRIC HAMMER 
11%" capacity ... Drills, chips, chan- 
nels, chisels, scales, vibrates .. any 
work requiring hammer action. 





~ 


Stanley Electric Tools « New Britain, Conn. 


[ STANLEY |] Whe qeadteit wane tee Too 


Reg. U.S. Pat. Off. 
HARDWARE « HAND TOOLS « ELECTRIC TOOLS 
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Fastening troubles disappear‘in a 
hurry when you specify /REPUBLIC 
Upson Semi-Finished and Cold Punched : 
Nuts. Backed by a 95-year reputation ———. 























for top-quality headed and threaded 





























products, they are made to turn up easily 























and hold tight indefinitely. Republic 




















Steel Corporation... Bolt and Nut Division, 




















Cleveland, Ohio, and Gadsden, Ala... Export 














Chrysler Bldg., New York 17,N.Y. 
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Gondot Whipcord V-BELTS have 8 Advantages 


This drive in the preparation plant of a large Indiana coal company is typical of the service for which Conde: 
Whipcord V-Belts are engineered. Five heavy-duty Condor V-Belts are installed on this 75 HP motor, operating 


a big kiln-type stoker-fired dryer. 


Here are 8 acknowledged advantages of Condor 
Whipcord V-Belts that insure dependable power on 
heavy industrial applications: 


1. Wide margin of strength 
2. Minimum inelastic stretch 
Uniform flexibility 
Maximum resistance to structural breakdown 
Smooth running 
Maximum traction 
High resistance to side wear 
Correct lateral reinforcement 





MANHATTAN RUBBER. DIVISION 


RAY-MAN V-BELTS for the TOUGHEST DRIVES 


RAY-MAN brawny V-Belts are Manhattan’s latest 
development for rugged or exceptionally troublesome 
drives. Special-Engineered Strength Members absorb 
shock better. Protected against moisture, shrinkage 
and oxidation, RAY-MAN V-Belts are also Oil-Proof, 
Non-Spark and Heat-Resistant 


Look into these Manhattan constructions and save 
on the extra service they give you. “Keep Ahead 
with Manhattan” 


on em JERSEY 
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“Well — sounds pretty good — but we've 


been doing it this way for over 20 years. 


I’m used to it! Why change ?” 


“Why change—the old way’s good enough for me!” 
Men said that about the car replacing the horse, the 
light bulb replacing the candle, television replacing 
radio, etc. 

You’ve probably heard it dozens of times when 
you’ve suggested switching from the old set-up wheel 
method to the efficient new backstand belt method 
of grinding, polishing and finishing hundreds of con- 
sumer and industrial items. 

Well, don’t be discouraged by that “ostrich” answer! 
Give them the facts: “In the first place, the coated 
abrasive belt cuts cooler, faster than the old set-up 
wheel because of the longer interval between work 
contacts. Secondly, inexperienced help can be quickly 
trained to operate a backstand belt machine. Thirdly, 
factory coating by a scientifically controlled process 
makes possible uniform grit distribution, provides a 
tough, sharp, fast cutting abrasive tool which assures 
smooth, even finishes. Fourthly, production is increased 
because the grinding time per unit is greatly reduced.”: 
And there are many more reasons why this fast, 
economical and efficient process will pay off for you. 

But even with all these convincing facts, we know 
it’s not easy to get men to change. So we’ve been help- 
ing you by telling the backstand belt story in our ads 
appearing month after month in the leading metal- 
ARMOUR Coated Measives QDiwtiiom working publications. And we know that people are 

really interested in learning more about this modern 
and Company ¢ 1355 West 3lst Street + Chicago 9, Illinois method, because we’re receiving more and more 
requests for our informative, illustrated booklet, 
“Facts about Backstand Belt Grinding and Polishing.” 
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The Auto-Bloc gear mechanism is guaranteed for life* 


On the scales, in over-all dimensions, ease of installation and handling 


_.. the David Round Auto-Bloc easily qualifies 


as a lightweight hoist. 


But, measured by service yardsticks, the Auto-Bloc is a real heavy- 


weight. It’s built for the toughest, heavy-duty jobs. And—the Auto-Bloc 
is the only hand hoist whose hoisting gears are guaranteed for life. 


xkwrert 
The Auto-Bloc’s ability to combine light 


weight with heavy-duty 


strength is due solely to its simplified lifetime hoisting mechanism. This 


employs only two gears as contrasted to complica 


ted multi-gear systems 


in other hoists. Substantial weight savings (20 to 35%) are logical results. 

In the Auto-Bloc every heavy-duty working part is made of chrome 
manganese hardened steel. No light metals are used at any point. The 
Auto-Bloc is lightweight solely because of its simplified design. There 


is no skimping on steel. 


If you take pride in fine equipment, ask your supplier about Auto- 
Blocs. Do it today! Remember, the Auto-Bloc is the only heavy-duty hoist 
which is lightweight because of simplified design rather than light 


construction. 


HOW THE AUTO-BLOC WORKS! 


Fig. 1 Fig. 2 


Outstanding feature of the Auto-Bloc is its simplified lifetime hoist- 
ing mechanism. This employs only 2 gears: These are (Fig. 1) a cam- 


actuated floating inner gear and an outer gear 


is rigidly connected. In the outer cover of the 


to which the load sheave 


ened steel balls seated in cups. Each pull on the hand c 
cam shaft to revolve, actuating the floating inner gear which moves 
eccentrically over the inner circumference of the outer gear. Held in 


one Pp 
thus compels 


the 8 balls, the inner gear cannot rotate. It 
f the outer gear and load sheave. Gears are 


alloy cut, hardened and ground. They provide maximum strength with 


a larger number of teeth in mesh at all times t 


Since DR 


DAVID ROUND 1869 


t e 
° wv 
“try wwe 


' Guaranteed for Life! 
—_ Round & Son will replace free of charge any Auto- 
oc gears which fail in service (regardless of the age 
of the hoist) provided the hoist is operated in wort. 
ance with material handling manufacturers’ standards 


han in any other hoist. 


David Round Auto-Blec 
lightweight, heavy-duty hoist 


ROUND 


DAVID ROUND & SON 
Cleveland 5, Ohio 


Associate Companies: The Cleveland Chain & Mfg. Co 

Cleveland 5, Ohio « The Bridgeport Chain & Mfs. Sie 

Bridgeport 1, Conn. ¢ Seattle Chain & Mfg. Co. Seattle 

8, Washington e Round California Chain Co. "So San 

Francisco and Los Angeles 54, California ¢ Woodhouse 
Chain Works, Trenton 7, New Jersey 
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YOUR 
CUSTOMERS, 
TOO, WILL 
PREFER 





JOHNSON BRONZE 
BEARINGS 


Every Johnson Bronze distributor has found this true 
. . . his customers appreciate the high quality and uniformity of 
Johnson Bronze products. Then, too, they know that all their needs 
are available because of the completeness of the line. There are over 
850 sizes of Johnson G P (General Purpose) Bearings, 47 different 
inside diameters, 54 outside diameters and 49 lengths. Johnson 
Universal Bronze Bars range from 1'' to 10'' outside diameters, from 
V4" to 734" inside diameters in cored bars, and 33 sizes of solid bars, 
all completely machined. Your stock may also include Electric 
Motor Bearings, Babbitt, Graphited Bronze Bearings and Self- 
Aligning Bearings. 

Consider what such a complete line of products means to your 
customers and to your business. Your store can become known as 
Sleeve Bearing Headquarters of your area. You can boost sales and 
profits with Johnson Bearings. 











Several valuable franchises are now 
available to Industrial Distributors in : : 
certain territories which need wider V4 / / () fi / ) | /] | é« 


distribution of Johnson Sleeve Bear- SLEEVE BEARING HEADQUARTERS 


ings. Write, wire or phone . . . for 
complete information. 535SOUTH MILL STREET *« NEW CASTLE, PA. 
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ELUM 


Woodworking Tools 


ONE MOTOR 


SPEEDMATIC ROUTER... 


Exclusive rack and pinion mi- 
crometer with vernier, gives 
quick depth adjustment to 7;". 


THE SHAPER... 


Here’s a real inducement to builders, carpenters, . 
Simply invert the Speedmatic 


pattern makers, millwork shops, sash and door plants! 
They can actually save the cost of three motors... a 
substantial economy . . . the kind of deal they really 


Router and attach it to the 
under side of a table accessory. 
This you easily mount on a 


pedestal (illustrated) or clamp to 
go for! a work bench. 


Here’s the story... 


When your customer buys the four tools, he can use 
the Router motor for the Plane, Shaper and the Lock. 
Mortiser. He simply transfers the motor from one tool 
to any other with a simple turn. No screws. No bolts. 
Takes only a few seconds! 





THE PLANE... 


has reversible, re- 
newable blades. An 
exclusive Speed- 
matic feature. 
Sharpener included. 


And remember this. If your customer prefers to buy 
only one of these Speedmatic Tools . . . sooner or later 
he’ll come back for any or all of the other three. Why? 
Because he can buy them without the motors and 
save himself a tidy sum! 


WRITE TODAY LOCK 
for more information. MORTISER... 


is a natural 
for builders, con- 
Here’s a merchandising opportunity you tractors and car- 
can’t afford to miss! It’s a natural! Now  penters. Helps 
available for the first time in many impor- one man fit and 
tant territories. Backed up with smashing hang 20 doors a 
sales promotions. . . and 100% distributor day! 
sales protection. A live, money - making 
proposition! For information on franchise, 
write... 


PORTER-CABLE Machine Co., 1806 N. Salina St. Syracuse, N.Y. 


Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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You can offer a complete line of 3000 different 
shapes, cuts and sizes when you stock “Amer- 
ican Swiss” Swiss-Pattern Files. Your customer 
can always choose “the right file for the job”. 


Made of highest grade file steel, “American 
Swiss” Swiss-Pattern Files are formed closely 
to size . . . some made with tolerances as close 
as + .002 in. Heat treated with automatic control 


to within +5°F. to assure uniform hardness. 


The total of these four figures? . . . greater 
volume, repeat sales and increased profits for you. 
They are four good reasons why you should stock 
and sell “American Swiss” . . . the Swiss-Pattern 


Your sales efforts are backed by 50 years of 
specialization in the manufacture of precision 
files. Today “American Swiss” Swiss-Pattern 
Files are in greater demand than ever before. 


You’re backed up on every sale by our 100% 
distributor policy. And continuous advertising 
in the industrial magazines read most by 
Swiss-Pattern File users keeps expanding your 
market. 


Files that outlast and “outfile” all others @ Also 
American-Pattern Files, Milled Curved Tooth Files, 
Rotary Files and Burs, and Mechanics’ Hand Tools 
of all types. 


kel Umerican Sa 


AMERICAN SWISS FILE & TOOL CO. ELIZABETH 1, NEW JERSEY 


SWISS PATTERN FILES 
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SOCKET CAP SCREW 


CHICAGO Safety Plus 


SOCKET SCREW PRODUCTS 


. 5 
SHARP . 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


CLEAN = 
Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 
TRUE = 
Closely controlled concentricity tolerances assure equal SOCKET HEAD SHOULDER SCREW 


distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


SOCKET SET SCREW 


Your customers can reduce weight and 
add strength te their products with 
lighter, stronger Chicago ‘SAFETY 
PLUS” Screw Products. 


Chicago “SAFETY PLUS" Products Include: 
Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for ‘SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexa Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Our merchandising policy is based on complete 
cooperation with the distributor—Write for details. 
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ATLAS ROLLER CHAIN 


OFFERS STRONG SELLING POINTS 
TO ORIGINAL EQUIPMENT MANUFACTURERS 





— 


ei ee Se a ARM A BES INTO TERED 


Hard surfaces resistant to wear... tensile 
strength great enough to take shock loads 

. resistance fo corrosion and oxidation 
—these are the characteristics bringing 
Atlas Roller Chain to the attention of plants 
everywhere. 

Atlas new sales plan for distributors 
helps you to capitalize on these character- 
istics to an extent that is enabling many 
distributors to profit in the big O.E.M. 
market for the first time. Combining selec- 
tive distribution . . . national advertising 

. complete selling tools ... an Atlas 
Man to help you sell . . . and many other 
features, it helps you to enjoy the large 
repeat orders of machinery manufacturers 
instead of just replacement business. 

The booklet “Atlas Distributor Plan for 
Original Equipment Markets” tells you how 
the Atlas Plan works to open the doors of 
O.E.M. for you. Write, wire, or phone for 
your copy today. 
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ESPECIALLY AFTER CONVENTIONS—\Ve're in 
favor of vacations and giving in to that summertime 
urge to get out into the wide open spaces. It’s a pleasure 
and an education, too. Just look around when you pass a 
construction job in progress, pole line crews at work, or 
get a look at a shipyard in action. Chances are you'll see 
a lot of Simplex Jacks at work while you're out having a 
good time, the point being that Simplex gets around, too. 
Then when you get back, make it a point to see that you're 
getting your full share of all the many Simplex markets. 
After all, you’ve got to pay for that vacation. 








“NOW ME, —/ REALLY 
LIKE THE HEAT/ 


CAN YOU STAND HEAT THAT’S REALLY 
HOT ?—Do you huff and puff after only 36 holes? Can 
you zip through three tough sets of tennis? Don’t feel 
badly if you can’t — because even if you could, you 
shouldn't. Leave the tough jobs to others who are younger 
... and if it’s a tough jacking job, put a Simplex Hy- 
draulic to work. One of these hard working jacks, a 
Chicago manufacturer reports, was operated continu- 
ously for 18 months in a room where the thermometer 
hit 340 degrees. Even under that heat, it didn’t wilt, and 
that’s a pretty good recommendation for rugged, con- 
tinuous operation. 


C 











Md 


MEET A STAR PERFORMER IN EVERY FIELD! 
It’s the Simplex 310A Emergency Jack which is always 
a top performer and a steady sales winner for you. It 
rates top billing with your prospects in industry, con- 
struction and the oil fields because it takes on most any 
jacking job, handles it with speed and safety plus savings 
in manpower. Lifts full 15 tons capacity on the cap, on 
the auxiliary cap shoe, on the toe or at any intermediate 
point by using the chain as a sling. Here’s a Jack that 
is always ready for an encore! 


( Advertisement) 


] 











smeruek 
mint ROOF JACKS 
Taree Types of Monde 


TAKING A LOOK AT T-K ADS ON MINE 
SAFETY—Call it the “page one story that doesn’t get 
printed” and you're just about right, for Simplex Mine 
Jacks are providing maximum safety every day in the 
nation’s mines. Particularly important is safety in roof 
control and timbering, and here Simplex meets every 
requirement with a complete line of Mine Roof Jacks, 
Pin-Up Jacks and Mine Timber Jacks — all ruggedly 
built to stand up under hard service and to,provide maxi- 
mum efficiency as well as safety. That’s the story T-K 
ads are telling in current mining publications. 


A VISITOR FROM OVERSEAS— A recent caller at 
T-K’s New York office was Knud Olsen of V. Lowener, 
Copenhagen, Denmark. Mr. Olsen is the Simplex dis- 
tributor in that city. In New York he conferred with 
Haig C. Dilsizian, T-K’s export manager. The topic: 
Simplex Jacks! 


HAVE 70 CARRY 
THEM ALL WITH 
ME / 


WE COUNTED UP TO 174—AND THERE ARE 
MORE—That’s the number of Simplex Jacks you’d have 
if you carried every type and every model. Fortunately, 
no salesman is expected to tote the complete load around 
with him. There’s an easier, better way — and that is 
keeping your customers and prospects supplied with 
Simplex Bulletins and other sales helps. These are light 
in weight but just as ‘versatile’ as the Simplex Jacks 
they describe. They not only give full details and speci- 
fications, but they often show the prospect how Simplex 
can help him do a better jacking job, with greater safety 
and at lower cost. That's the sort of selling that adds up 
to profits . for you! 


MY 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, Ill. 
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for the churches of America 


There are 253,762 churches in continental United 
States with nearly 74 million members. Their presence 
in every city and town, and in hamlet and country- 
side across the nation, is a tribute to the essential 
morality of Americans. 


Into thesé temples of worship we have poured the 
richness of the architectural inspiration of the past 
and present, so that today the white spire of a country 
church or the majesty of a gothic cathedral represents 
the finest creative efforts of the men who build. 


Beyond the structural elements of steel and con- 
crete, brick and stone, attainment approaching per- 
fection has been assured by today’s high standards 


COMMITTEE ON STEEL PIPE RESEARC 


of materials. Not the least of these is steel pipe, 
helping to make each church a comfortable place in 
which to worship, through adequate heating, plumb- 
ing, lighting, and ventilation. For these services steel 
pipe has a dominant place because steel pipe is 
durable, adaptable, serviceable, and economical. 


In fact, of all pipe used for plumbing and heating 
purposes in all types of structures, steel pipe predomi- 
nates bya wide margin. Yes, steel pipe is first choice! 


Ask for your copy of the interesting story 
‘Pipe in American Life.” 


OF AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue 
New York 7,N. Y. 
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See how Card stacks the deck 
IN YOUR FAVOR! 


FTP'ey 1949, nearly a million sales messages . . . 972,079 to be exact . . . are 
‘waite’ going out to Card customers and prospects through the medium of trade 
publication advertising. Andamong 
them will be your prospects. 
Reaching out further into the 
metal-working field than ever be- 
fore, we've added MODERN MA. 
CHINE SHOP to our present publi- 
cations (AMERICAN MACHINIST, 
MACHINERY, MILL & FACTORY) 
to get our message to more and 
more metal-working firms. 








othing is left undone at the S. W Card And the message itself is powerful: 


PAE) Mepsacting Companys factory at Mane, CARD TAPS... THE CERTIFIED* 
reaching your hands is 100% perfect _—_ ready to give you top CHECKED CUTTING TOOLS. 


performance over a long service life. 
have reine the oufanding PHTSSUNGH TESTING LAO? ETRE *Certified by known, respected, 
ee diy -sclwe 7 engage pec ye oy ; independent Pittsburgh Testing 
where in nit ates 8 Ti 
orous tests he te certain that Card Tape nner oli the oan ‘ Laboratory. Card's double check 
h to standard! ° : ° ° 
"Mow wooden incseesing numbers of metal- a plants ae wh — . : oe ac tor y — 
a pec 7 c tg ratory inspection . . . 
Aad for fast, dependable service thet saves you tine end confidence and sales for 
a, GENE Ge ey Ce you because every Card adver- 
tisement carries this message: 
“CONTACT YOUR NEARBY CARD 
DISTRIBUTOR.” 


Advertising that carries a real 
sales punch... merchandising ma- 
terials your prospects welcome... 
factory - trained representatives 
ready to help you... plus a Dis- 
tributor Policy that makes clear 
your rightful place in our market- 
ing picture .. . all stack the cards 
in your favor for greater volume 
and profits. 











TAPS 


The Cortified 


$.W. CARD || %@y Sas 


MANUFACTURING COMPANY Mole sTocwae ts *yghRt™ Phare 
Mansfield, Massachusetts 























TAP waencnes 








DIVISION OF UNION TWIST DRILL CO. 





TAPS 


Lhe 6 


S.W. CARD || 64% Xs 

; ~) a ~) : *by the Pittsburgh Testing Laboratory 

MANUFACTURING COMPANY ‘a * SCREW PLATES 
Mansfield, Massachusetts * TAP WRENCHES 


DIVISION OF UNION TWIST DRILL CO. 
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Barry Steel Split Pulley 


. . . Correct design and 
distribution of material as- 
sure greater strength, true 
vibration-free running, and 
easy installation. Electri- 
cally welded tubular con- 
struction. Light in weight. 


Dick Rope V-Belt Drives 


..- Belts can be depended 
on for maximum service 
with minimum stretch. Re- 
siliency maintained under 
hard service. High in 
efficiency. 


Sheaves carefully balanced 
of accurately machined 
cast iron. Assure minimum 


belt wear. Highly efficient. and elevating. 


Ability to meet the essential re- 
quirements of industrial power 
transmisson and conveyor serv- 
ices with the Dick line means that 
Dick distributors need look to 
only one source of supply for the 
equipment needed. Furthermore 
completeness with which Dick 


Dick's Balata Belting 


. .- Immune to water and steam with 
high coefficient of friction, and low 
power loss. Designed and fabri- 
cated for maximum strength, uni- 
formity and durability. Applicable 
to power transmission, conveying 


Barry Conveyor Pulleys 


.. . Light in weight but of tremendous 
strength. Welded construction with 
rims and discs of heavy gauge steel. 
Hubs of cast iron, removable and in. 
terchangeable. Straight or crown face 
as required. Tight drum construction 
prevents liquids or materials from get- 
ting into pulley. 


Essentials 


in a well-rounded 
power transmission 
service from a single 
source of supply .. . 


DICK 














equipment is available means 
ability to sell more of your indus- 
trial customers. 


With Dick as your source of sup- 
ply you are assured a greater 
potential of the power transmis- 
sion business. 


R..& J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. 


Chicago, III. 


Seattle, Wash. 
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CHAIN SALES.. 


! 


| = 


/ 


I) el 








‘ 
4 
a ; Dealers who handle the McKay line gain the 
fe ‘i | | | reputation among chain users of being the supply 
van » | source for chain for every purpose. 
on And that’s good ... because this reputation means 
you've provided your customers with exactly the 
= : , | | chain they needed . . . and satisfied customers are 
S E | | | ‘ profitable business builders—not only for chain, 
a | but for the other lines you carry as well! 
: So take a tip from the men who are profiting by 
yn 4 1. iN selling the McKay line; stock up now on the McKay 


Chain you need to service your customers in the 
home, shop, farm and factory fields. For full details 
on the many types and sizes of McKay Chain avail- 
able—see your nearest McKay jobber or repre- 


sentative. Write us for his name and address. 





For more information — 
SEE YOUR JOBBER OR WRITE DIRECT 


CHAINS 


for Every Use Uy] og \ COM PANY 
from ONE Central : \ y PITTSBURGH 22, PA. 
Source 


WELDING ELECTRODES .. . COMMERCIAL CHAINS ... TIRE CHAINS 


441 McKAY BUILDING PITTSBURGH 22, PA. 
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PRECISION BRONZE BARS 
BRONZE BEARINGS 
BUSHINGS 


SS 


unting No. 72 Bearing Bronze, 
(SAE 660) the general purpose bearing alloy pio- 
neered by Bunting has special bearing properties that 
specifically fit it to the majority of your bearing prob- 
lems. These properties are the result of the proper bal- 
ance of the main constituents, namely copper, tin, lead 
and zinc, with correct foundry procedures. 
To produce many thousands of cast bronze bearings 
day after day, to the uniformly high quality synony- 
mous with the name Bunting requires precise foundry 
control. This control starts with the raw materials 
necessary for production such as molding and core ma- 
terials, core binders, fixed carbon fuel, pre-alloyed 
metal in ingot form purchased to Bunting’s own rigid 
specifications, and virgin metals used for ladle addi- 
tions to control metal composition. Then, too, melting 
and casting procedures are carefully controlled for the 
following reasons: 


To keep gas absorption during melting to a mini- 
mum, thus assuring sound, gas-free castings. 


To effect complete deoxidation of the metal in the 
ladle before pouring. 


To insure that each particular casting is poured at 
the precise metal temperature consistent with 
highest quality. 

To insure that molding and core materials are so 
processed that the correct properties are obtained 
for good castings, and 


To insure metal of uniform composition meeting 

the specification. 
Trained foundry and laboratory 
personnel are required to carry on 
this exact control as well as chemi- 
cal and metallurgical equipment 
of the latest design. Bunting has al- 
ways taken pride in being the lead- 
ing producer of bearing bronze 
of the highest quality and has the 
facilities to maintain this leader- 
ship. 
The leading distributor in your 
market almost certainly is the 
Bunting distributor. He carries for 
your convenience complete stocks 
of Bunting Standard Stock Bear- 
ings and Precision Bronze Bars. 
The Bunting Brass & Bronze Com- 
pany, Toledo 9, Ohio. Branches in 
principal cities. 
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POP’S CAUGHT . 
PUDDINHEAD Y 
FLAT- FOOTED AGAIN 


Yip 


i, Wy, 


Yi; 
eg a A 


“é 
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Ui 

Ul YEAH! WITH A FLAT 
FILE WHEN HE SHOULDA 

A USED A MILL BASTARD / 

7) GIVE IT TO HIM, POPY! 


oi Y7, lV U/l fj 





PUDDINHEAD 
SURE IS THE WRONG 
ANSWER To A 
FOREMAN'S PRAYER ! 
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Because there are 

thousands of filing jobs 

—embodying different ma- 

terials, filing circumstances and 

requirements— Nicholson makes 

more than 3000 kinds, cuts and sizes 

of files . . . to make available A file for 

every purpose—in the highest quality possible. 


Every machine-shop or production-line filing oper- 
ation should have the studied selection of The right 


file for the job. 
With the aid of technical literature on Special 


NICHOLSON FILE CO. ¢ 42 ACORN STREET ¢ PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 


Purpose files, and ‘‘File Filosophy” (the “a, b, ec” 
on kinds, use and care of files), industrial distrib- 
utor salesmen can be a big help to production 
and purchasing departments—and, consequently, 
a big help to themselves in making such contacts 
yield substantial orders for Nicholson or Black 
Diamond files. 





© How many copies each of “FILE FILOSOPHY” (new 
edition now available) and technical pamphlet, 
“TEN SPECIAL FILE TYPES,” do you need for organiz- 
ing your own traveling “Schools of Filing”? 


40, 
eZ) 
* > - On, 
Tr * 
* 
“og wh 
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two 150 


wered by 
Tandem Prom 1 1% ~een epowet Century 


sepower 
horsepower ONC ce Motors. 150 a when 


or T eS ress ri 4 : 
te the P 100 
ping ‘pat into use, ont ; 
re) ‘Jia ry motors go into OP r - : 


and FLEXIBILITY 


for Large Equipment 


(Sent Wound Rotor Type SR Motors are 
available for many applications, such as 
the printing presses shown here, plus compres- 
sors, cranes, hoists, bending rolls, bridges, 
syncro-speed drives, etc. 


These motors are adaptable to applications that require 


y, Adjustable varying speeds, or reversing direction of 
rotation 


2, Syncro-speed, multiple drives used where two or more 
operations must be coordinated 


3, Converters—to supply high frequency current 
4, High starting torque with low starting current 


Century Wound Rotor Motors are built in sizes up to 400 
horsepower and are available in open protected or 
splash proof frames. 


Popular types and standard rat- In addition, Century builds a complete line of alternat- 
ings are generally available from ing and direct current motors in a wide range of types 
factory and branch office stocks. and kinds—in sizes from 1/6 to 400 horsepower. 


ia Specify Century motors for all your electric power 
| (Onl requirements. 


se CENTURY ELECTRIC COMPANY - 1806 Pine Street + St. Louis 3, Missouri iene 


ail Offices and Stock Points in Principal Cities 
j 
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Talk of the Trade 











CONVENTION NOTES: West Coast distributors cer- 
tainly are to be congratulated for their support of the 
Cleveland convention . . . At least 15 of them were in 
attendance . . . From Los Angeles were Ed McLaughlin 
and Elton Hey (Union Hardware), Al Lohn and Russell 
Rising (Ducommun), Walter Johnson (California Hard- 
ware), John Frey (Frey Industrial Supply), Bob Donovan 


(Machinists’ Tool & Supply) . . . From San Francisco * 


were Ralph Vincent (C. W. Marwedel), Russell Pratt 
(General Machinery & Supply), ‘Tony Glesener (Glesener 
Co.), Bill Haseltine (Haseltine & Co.), Emmet Burke and 
Wakefield Baker, Jr. (Baker & Hamilton) . . . From Long 
Beach: H. P. Shupp (American Wholesale Hardware) . « . 
From Eugene, Ore.: Joe Lind (Oregon Supply) . . . A few 


hundred miles doesn’t mean a thing to them. 


TRAVEL SCHEDULES: Most everyone, it seems, took 
advantage of the fact that they would be traveling and, 
therefore, should visit other cities .. . Mr. & Mrs. Ben 
Barker and Mr. & Mrs. John Pye (Pye-Barker, Atlanta) 
went on to Chicago; Mr. & Mrs. Ashley DeWitt (Briggs- 
Weaver, Dallas) went to New York, just to name a couple. 
Mr. & Mrs. Al Lohn (Ducommun) were in New York 
before the convention. 











GOOD HOSTS: The Cleveland distributors did them- 
selves proud . . . Every one had plenty of visitors . 

It was good to see Marty Ostergard (White Tool & Sup- 
ply) . . . Marty had been quite ill and had just returned 
from a rest in Florida. . . ‘The W. M. Pattison windows 
certainly attracted attention . . . One window showed 
graphically how the distributor fits into the industrial 
picture, another showed a huge book containing a list of 
Pattison suppliers, and another featured large pictures of 
the presidents of the three associations. 
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COMPLIMENTARY: ‘lhe wearing of badges around 
Cleveland naturally caused comment among the natives 
.. . One of the nicest things we’ve heard in a long time 
came from a Cleveland resident of many years after he 
had inquired as to the industry holding the convention . . . 
“You know,” he said, “the supply industry has a darn 
good-looking group of men—some of the best I’ve seen 
at any convention.” . . . ‘lake a bow. 














DRESSY: Despite a rainstorm, the convention dance was 
a huge success . . . There was a heavy sprinkling of dinner 
jackets and, of course, the distaff side did themselves 
proud with evening gowns. 














GOOD FOR THE EYES: The secretaries of all three 
associations deserve a vote of thanks for the easy-to-read 
badges used this year . . . Now if they can only figure 
some way for conventioneers to stay up all night and still 
keep their eyes open the next day, everything will be 
solved. 


PARTIES: Your editors missed some of the cocktail par- 
ties even though we tried not to... With a dozen or so 
parties going on at the same time, we found it impossible 
to spread ourselves thin enough . . . And that Tuesday 
night rain didn’t help matters. 


COMPETITORS: When Alexis Nicolas decided he 
wanted to go into the supply business, Nick Nicolas (Kes- 
ter Machinery, Winston-Salem) was pleased but wouldn't 
give him a job . . . Instead Nick suggested he apply for 


work with a friendly competitor . . . Young Nick did, and 


R.W.B. 


he now is selling for Noland Co., Roanoke. 








77 
























LOOK FOR THE 


YP , ss , 
en ee TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 





- Jenkins Valve sold is a product of expert 
engineering. Design, choice of materials, and manu- 
facture are controlled throughout by a technical 
staff rated A-plus in valve know-how. 

But Jenkins Engineering Service goes much fur- 
ther to make friends for Jenkins Distributors. When 
asale involves a problem of pattern selection, appli- 
cation, or placement that is out of the ordinary, 
Jenkins Engineers can provide the answer. 

Jenkins Engineers, in effect, are on the sales team 
of every Distributor. They help him show customers 
how to get all the extra value built into Jenkins 
Valves. They help him to get “in” on jobs in the 


BESIDES giving Distributors direct assist- 
once, Jenkins Engineers play an important 





port in the preparation of such highly 


blueprint stage. In every way, they help build good 
will that holds good customers. 

Yes, Jenkins Engineering enters into every valve 
sale, along with Jenkins industry-wide advertising 
— powerful sales promotion—and Sales assistance. 
It all adds up to planned, persistent, productive sup- 
port... and it’s the reason why Jenkins continues 
to be the preferred valve franchise . . . why, yéar 
in and year out, it pays, and pays well, to sell 
Jenkins Valves. 

Jenkins Bros., 80 White St.. New York 13; Bridge- 
port, Conn.; Atlanta; Boston; Philadelphia; Chi- 
cago; San Francisco. Jenkins Bros., Ltd., Montreal. 


tions of 25 typical piping layouts with 
let dati for valve selec- 


tion and location in the lines. The second 


effective service literature as the ‘Piping 
layouts” and “Prevent Valve Failure’ 
booklets. 

The first contains diagrams and descrip- 


is a 28-page guide to valve economy, fully 
illustrated with case histories of valve 
damage and recommendations for its 
prevention. 








VAL 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 





Irvin Reed, Manager 
Pacific Coast Rubber Co, 
51 Main Street 
San Francisco, Calif. 





How is your teamwork? 
How many are on your team 


® Selling requires a team which includes your manufactur 
the manufacturer’s field men, and your staff. 

The selling job becomes easier for distributors under t 

Republic 5-Point Sales Policy, since the rules have not chang 

26 years and everyone knows them. Mr. Irvin Reed (pictur4 

above) and all Republic distributors are ful 

aware that Republic is on their teams—nev4 

on again, off again. If you want more info 

mation about Republic’s 5-Point Sales Polig 


write us or any one of our distributors. 


REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit effective! 
supplying the requirements of the trade solicited. 


A QUALITY of product uniformly good and capable of delivering servid 
results that should reasonably be expected. 


A PRICE basis inducing and making. possible aggressive competitio 
with reasonable profit return. 


FREEDOM from competition from his source of supply, either direct 4 
indirect, among the trade covered by his day to day solicitations. 


SELLING helps of reasonable amounts so that his sales force may } 
giver the advantage of specialized training and a knowledge of t 
product sold. 


REPUBLIC RUBBER DIVISIO 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHId 
Lee Deluxe Tires & Tubes + + Conshohocken, P 


TELL US MORE ABOUT THE 5-POINT SALES POLIC 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION YOUNGSTOWN, OHIO 


Name, title 





Firm. 
A AA 
City. 
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Industrial Distribution 








Convention Postscript 


_- Triple Industrial Supply Convention 
has come and gone. Following the precedent 
of recent years, the 1949 convention set another 
record—more than 2300 members and their wives 
from the three associations were in attendance. 
It was a good convention. The programs had more 
than their usual share of “meat”. And in terms of 
social contacts, always a compelling factor in at- 
tendance, many old friends were seen again and 
many new friends were made. 

In a sense, the yearly convention marks an an- 
nual mile-stone in this industry. It affords a good 
time and a vantage point from which to review 
the progress of the industry. And it is a time for 
setting new goals. 


Prime Problems 


One attending the distributors’ and manufac- 
turers’ meetings heard a number of problems 
stated. These were the things most on the minds 
of the members. They bear restating here by way 
of summary. Some are problems for which dis- 
tributors themselves have the answers within their 
own management. Others are problems for which 
joint action by manufacturers and distributors 
must be enlisted if successful solutions are to be 
forthcoming. 

1. Perhaps the number one problem was that 
of costs. What can be done to reduce costs? 
Levels of expenses that were tolerable with the 
high volume of recent years become a source of 
deep eoncern as volume declines. 

2. Better internal controls based on operating 
facts were proposed by distributors as one means 
of meeting this cost problem. Among the ways 
suggested by which distributors themselves could 
improve their showings costwise were (1) im- 
proved comparative overhead expense ratios based 
on uniform classification of accounts, (2) im- 
proved and mechanized systems of inventory con- 
trol and (3) line evaluation based on pattern of 
sale studies. 

3. The extension and broader recognition and 
adoption of the principles of stream-lined mer- 
chandising was urged as a means by which manu- 
facturers could help distributors reduce their costs. 
These are the things manufacturers with little 
added expense on their part could do to simplify 
the distributor’s job and cut his costs. Included 


are improved packaging and labeling; the use of 
reshipable containers; wider adoption of decimal 
quantities; simplified and differential pricing, and 
the pre-payment of freight with the amount added 
to the distributor's invoice. 

(4) On the selling front, better selection and 
better training of salesmen was urged on both 
manufacturers and distributors. Training is a job 
that is forever with us and it deserves all our best 
thoughts in the days ahead. We've got to know 
more about our products, more about our custom- 
ers, more about the industries we serve and more 
about how to sell. 

(5) The opposite side of the card of how to 
remain solvent under the load of heavy, relatively 
inflexible expenses is a wider margin on those 
lines which under current conditions don’t pay 
their way. This is a matter which distributors must 
take up individually with their suppliers. And it 
undoubtedly got taken up on plenty of occasions 
during the convention. Distributors also stressed 
the need for the retention of the 2 percent cash 
discount. On this matter of discount, distributors 
were urged to exercise, individually, the maximum 
of price discipline now that we are back in a buy- 
ers’ market. 


} 
Progress 


This is an imposing list of problems. Some are 
not new. They have been talked about since the 
end of the war. Although it comes slowly, a lot of 
progress has been made. We have made advances 
in packaging, in labeling, in simplifying pricing, in 
establishing quantity differentials, in packing in 
decimal quantities and in generally determining 
more economical units of sale. Distributors on 
their part have made substantial strides in the 
direction of putting their own houses in order 
through more intense analysis of their operations 
and the adoption of better controls. 

Let’s hope that at convention time next year, 
we can report further progress in the solution of 
these problems which face the industry. But it 
will take some doing on the part of each distribu- 
tor and manufacturer. 


Helt A Cooucter 
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RIBBON CUTTING ceremonies mark opening of convention booths. 


CLEVELAND CONVENTION STRESSES 


Selling in Today’s Market 


New record set as 2,100 distributors and manufacturers attend Triple Industrial 


Supply Meeting; conference booths featured; Atlantic City chosen for 1950 meeting 


Disrrisutors and manufacturers representing virtually 
every state in the union gathered in Cleveland last month 
to discuss one subject: Selling. The event was the annual 
Triple Industrial Supply Convention, and the record 
attendance furnished concrete proof that selling is the 
topic of the day. 

The three sponsoring groups were the National Supply 
& Machinery Distributors’ Association, the Southern 
Supply & Machinery Distributors’ Association and the 
American Supply & Machinery Manufacturers’ Associa- 
tion. Attendance shattered all previous triple supply con- 
vention records; 2,168 distributors and manufacturers and 
240 wives were registered. 

For he second consecutive year, conference booths were 
featured. The booths were set up in the massive Cleveland 
Public Auditorium and, although there was some dissatis- 
faction because the booths were on two floors, officials of 
the association hailed the booth plan as an even greater 
success than last year. 

The booths, more than 200 of them, were open both 
Monday and Tuesday afternoons. Although no actual 
count was taken, it was generally believed that the heaviest 
attendance came on the first day. 

Although the opening session of the convention was 
not held until Monday morning, April 25, most of the 
conventioneers were on the scene Sunday. Advance regis- 
tration was held in the Cleveland Hotel all day Sunday, 
and there were individual meetings of the three associa- 
tions’ officials. In addition, the Washington Service 
Committee of the Southern and National Associations 


and the National Affairs Committee of the distributors’ 
associations met. In the evening, the officials of all three 
associations gathered for a dinner meeting. 

Activity switched from the Cleveland, Statler and 
Carter Hotels to the Cleveland Auditorium Monday 
morning when the joint opening meeting was held. 
James G. Geddes, 1948-49 president of the American 
Association, presided at the joint session. He introduced 
the other two 1948-49 presidents, E. H. McLaughlin of 
the National and Richard Alcott of the Southern. The 
joint meeting featured a talk by Dr. Theodore A. Distler, 
president of Franklin and Marshall College, on selling 
our way of living. 

On Tuesday morning, the associations held individual 
meetings: The National featured talks by nine distributors 
(see pages 90-92); the Southern featured a talk by Walker 
L, Wellford on material handling and stock control (see 
pages 94-95); and the American featured a talk by 
Mr. Geddes on “You Should Know the Facts” (see pages 
100-101). 

Distributors gathered on Wednesday morning for a 
joint session at which Edward V. Hickey, director of 
production, National Security Resources Board, and three 
distributors, T. J. Kenny, Ben S. Barker and R. H. 
Russell, spoke (see pages 86-87). At the same time, the 
American held a meeting at which the newly-elected 
National president, Ray or spoke on “Let’s Reduce 
the Cost of Doing Business” (see page 99). 

Atlantic City was chosen as the site Mint the 1950 
meeting. It'll be held May 22, 23, and 24. 
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Presidents and aides elected by 


AGNES BARS a aig By 


. THE NATIONAL. Rav C. Neal sentatives of Area 2; J. H. Ruddell, Central Rubber & Supply, Indianapolis, vice- 
(above), R. C. Neal Co., Buffalo, was president, Areas 3 and 4; J. D. Nicholson, Mine & Smelter Supply, Denver, Area 5 
named president. Other National off- representative; Mr. Neal; H. D. Holden, Silliter-Holden, Hartford, Area 1 representa- 
cers (group photo) are Harry Rinehart, tive; Harold Torell, Syracuse Supply, Syracuse, vice-president, Areas 1 and 2; A. W. 
secretarv-treasurer; R. H. Barr, Reilly Lohn, Ducommun Metals & Supply, Los Angeles, Area 6 representative. William C. 


Bros. & Raub, Lancaster, Pa., repre- Teare, Sterling Products Co., is not shown. He is Arca + representative. 


3 


ial 
ng 


ors’ 
rec 


and . . . THE SOUTHERN. George L. F. Perkins, Henry Walke Co., Norfolk, executive committee; Joe W. Pitts, Brown- 
day Weaks, Weaks Supply Co., Monroe, Roberts Hardware, Alexandria, La., second vice-president; C. McD England, Logan 
eld. La., was elected president. Other Hardware & Supply, Logan, W. Va., executive committee; M. N. LeNeave, Allison- 
can Southern officers (group photo) include Erwin, Charlotte, N. C., first vice-president, and Mr, Weaks. 

iced 
1 of 
The 
ter, 
ling 


lual 
tors 
Iker 
‘see 

by 


ges 


ra 
of 
rec 
H. 
the ei Pi 
‘ted ... THE AMERICAN. Kenneth R. R. M. Johnson, The Norton Co., second vice-president; Mr. estion R. Wier, Jr., 
uce Beardslee, Carboloy Co. Inc., was The Osborn Mfg. Co.; C. F. Conner, The B. F. Goodrich Co.; F. T. Stone, Chisolm- 
named president. Other officers and Moore Hoist Co., first vice-president; W. J. Eberlein, Greenfield Tap & Die Corp. 
95() executive committee officers of the L. B. Stoner, The Jacobs Mfg. Co., was also elected to the executive committee but 
American elected are (group photo) is not shown in the photograph. 
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ALL FROM MICHIGAN are these five distributors. On the top step are John THE PROGRAM interests Julian 
Phillips, Boyer Campbell, Detroit; M. J. White and Oliver Senglaub, Hubbard Foss, W. L. Foss Co., Denver, as he 
Hardware, Flint. On the lower step are E. J. and R. J. Moore of Detroit Ball Bearing. rests in the lobby of the auditorium. 


WAITING FOR DR. DISTLER TO TALK ON; 


™PITTSBURGHERS, L. L. and H. F. A SOUTHERNER, J. F. Slagle, Ten- COLLEAGUES in Pittsburgh are 
Brenholts, Harris Pump & Supply, nessee Mill & Mine, Knoxville, arrives H. F. Miller and H. F. Wixfort, both 
were among those arriving early. with Vic Berguson (Keystone). of Frick & Lindsay Co. 


A TRIO from Massachusetts: Paul Bestick, Elwood Adams, TEXAS had many representatives including this Oliver H. 
Inc., J. Harold McKinstry, Waite Hardware, both Worces- Van Horn delegation:: Paul H. Griner, Herbert Van Hor, 
ter, and Ralph Turner, Treat Hardware, Lawrence. J. Wilbur Jones, John MacLaren and E. A. Landry. 
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THE SPEAKER at the opening meet- 
ing was Dr. Theodore A. Distler, presi- 
dent of Franklin & Marshall College. 


Selling The American Way of Life 


Now Is THE TIME to start selling “the 
most important commodity we can 
possibly sell-Our American Way Of 
Life.” ‘This was the challenge put to 
conventioneers by Dr. Theodore Dist- 
ler, president of Franklin and Marshall 
College, at the opening meeting of 
the Industrial Supply Convention held 
in the Cleveland Public Auditorium 
in Cleveland. 

“If we are going to do a real selling 
job for the American Way of Life, 
we have to analyze it very much as 
we would analyze any other sales 
proposition. What is the market?— 
the potential? There are ninety mil- 
lion people who could, if they would, 
exercise the franchise. The power 
resides in them. They are the ones, 
who by their actions or lack of actions, 
can make or break our particular form 
of democracy. It is upon them that we 
must depend for the perpetuation and 
improvement of our way of life. 


Re-educate and Resell 


“T am just as convinced as Lincoln 
was that in our republic we must rely 
upon their enthusiastic support and 
action for our way of life. And I am 
just as convinced as Jefferson was that 
ours is not an easy task of strengthen- 
ing a central government to make pro- 
nouncements and to organize and reg- 
ulate our lives—ours is rather this more 
difficult task: to enlighten our citizens, 
to dispel the abysmal ignorance which 
abounds in our society today. We 
must portray not only the glorious 
freedoms and rights of citizenship in 
our society, but responsibilities as well. 
That is our selling job. 

“Let us study that market for a 


TWO DISTRIBUTORS chat with four Simonds Saw & Steel men. They are, left 
to right, Clyde Mansur; Walter Heyd, Hagerty Bros., Peoria; Howard Schramm, 





Turner Supply, Mobile; J. K. Fullerton, Leo Breckenridge and G. K. Simonds, Jr. 


minute. First of all KNOWLEDGE: 
We have to re-educate and resell. No 
product ever stays sold forever and a 
day. And so it is with our product, 
the American Way of Life. We have 
to sell our economic system—oh, not 
by writing great tomes on economics, 
by theorizing, but by explaining so 
that every one may understand the 
simple everyday thinking that we have 
to deal with—profits, wages, how jobs 
are set up, ownership, production, 
costs, taxes, etc. We have to recall 
the marks of a free man, not the nega- 
tive philosophy which has slowly been 
creeping into our national philosophy, 
but the positive things that imply that 
a man doesn’t want to be protected 
from something; that a man by his 
own volitional acts wants to live in a 
society where he participates in the 
removal of both real and imagined 
fears. We want to reinculcate in man 
the fact that this is a land of freedom 
and opportunity, of freedom of speech, 
freedom of worship, freedom of move- 
ment and of freedom and the right to 
own and possess what one has earned 
by the sweat of one’s brow, and what 
one uses decently and honestly and 
without injury to others. 


Figures Spell Apathy 


“These are just a few of the things 
that we have to sell, but it is not easy, 
for let us remember that a good many 
of the tendencies and philosophies of 
the day which we so blithely blame 
on government, or on a particular po- 
litical party, are really of our own mak- 
ing. In 1896, 83 percent of the poten- 
tial voters cast their ballots; in 1916, 
71.5 percent of the potential voters 


INDUSTRIAL DISTRIBUTION © JUNE, 1949 


cast their ballots; in 1944, only 56 per- 
cent voted; in 1948, about 50 percent 
of the voters cast their ballots. ‘hese 
figures spell apathy. They spell a lack 
of regard and a lack of understanding 
of what we ought to be doing as 
citizens. 

Revival of Faith 

“There is a second selling area, or 
reselling area. Perhaps I should call 
it a revival. A revival of FAITH, if 
you will. A faith that we can make 
our political and economic system 
work. Not only make it work, but 
make it work so well that it may in- 
deed become a pattern for the new 
world order in which we all hope for 
peace and justice and tranquility. That 
implies a complete understanding of 
our particular form of democratic gov- 
ernment. Our government is a form 
of civil authority based on the recogni- 
tion of the dignity of the human being 
and a respect for the inviolable char- 
acter of individual rights. We can de- 
fend and perpetuate this government 
only upon the assumption that human 
dignity and individual rights have been 
given mankind by some authority su- 
perior to government. We too fre- 
quently forget that this is and must 
forever remain a God-centered nation 
which believes, and ought to live as 
though it believes, in the Fatherhood 
of Good and the Brotherhood of man. 
We must revive our faith in God and 
in our fellow-man. 

“This faith implies that we shall 
be willing to make such individual 
sacrifice or such group sacrifice as may 
be necessary for the good of the whole. 

(Continued on page 174) 
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-CALL TO ORDER at joint meeting 
was made by Richard Alcott, retiring 
president of the Southern Association. 


Cost Controls, Streamlined Merchandising Methods 
Probed by Distributors 


Security Resources Board official describes planning for emergency—Souik- 


ern, National members 


Accomplishments of the National and 
Southern Supply & Machinery Dis- 
tributors’ Associations were outlined 
by member speakers at the joint meet- 
ing of the two distributor associations 
held in the Euclid Room, Hotel Stat- 
ler, Cleveland, on April 27. In addi- 
tion, the session heard Edward V. 
Hickey, Director of Production, Na- 
tional Security Resources Board, tell 
of the purposes and functions of the 
organization to which he belongs. 

Richard Alcott, retiring president of 
the Southern Association, served as 
co-chairman of the meeting with E. H. 
McLaughlin, retiring president of the 
National Association. 

T. J. Kenny, the S. B. Hubbard Co., 
Jacksonville, Fla., chairman of the sub- 
committee on Standard Chart of Ac- 
counts, spoke on the value and neces- 
sity of a standard chart of accounts. 
Ben S. Barker of Pye-Barker Supply 
Co., Atlanta, Ga., vice-chairman of 
the Joint Industry Committee, made 
an address entitled “How Manufac- 
turers Can Help Lower Distributors’ 
Overhead.”’ Robert H. Russell, treas- 
urer of J. Russell & Co., Inc., Holy- 
oke, Mass., delivered a talk entitled, 
“What Lines Are Profitable?” 

At the conclusion of the meeting, 
the new officers of both associations 
were introduced to the assemblage. 

“We have discovered,” Mr. Hickey 
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INTRODUCING speakers, E. H. Mc- 
Laughlin, retiring president of the Na- 
tional Association did his share. 


outline ways and means to improve performance 


said, “through sad experience, that we 
cannot sit idly by, hoping that our 
own devotion to the cause of peace 
somehow will prove contagious and 
soften the hearts of would-be aggres- 
sors. Now we are being more realistic. 
We are doing something in peacetime 
to keep our muscles flexed, to main- 
tain all of our resources—human, ma- 
terial, industrial and financial—in a 
state of constant readiness for any 
emergency.” 

Mr. Hickey told of how Congress 
made provisions for preparedness in 
the National Security Act of 1947, one 
section of which created the National 
Security Resources Board. The board, 
he said, must keep watch in peacetime 
and help the President prevent com- 
plications that could delay mobiliza- 
tion in a sudden emergency. It is a 
civilian staff agency of the President 
and functions on the same top level 
of Government as the National Se- 
curity Council, the Bureau of the 
Budget and the Council of Economic 
Advisers. 

Mr. Hickey said that the board is 
assigned the heavy responsibility of 
“advising the President concerning 
the coordination of military, industrial 
and civilian mobilization.” In addi- 
tion, the statute lists six specific areas 
in which it must make recommenda- 
tions. These are: 
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HOW SUPPLIERS can help distribu- 
tors was explained by Ben Barkcr, vice- 
chairman of joint industry committee. 


1. Policies concerning industrial and 
civilian mobilization in order to as- 
sure the most effective mobilization 
and maximum utilization of the Na- 
tion’s manpower in the event of war. 

2. Programs for the effective use in 
time of war of the Nation’s natural 
and industrial resources for military 
and civilian needs, for the mainte- 
nance and stabilization of the civilian 
economy in time of war, and for the 
adjustment of such economy to war 
needs and conditions. 

3. Policies for unifying, in time of 
war, the activities of Federal agencies 
and departments engaged in or con 
cerned with production, procurement, 
distribution or transportation of mili 
tary or civilian supplies, materials and 
products. 

4. The relationship between poten- 
tial supplies of, and potential require- 
ments for, manpower, resources and 
productive facilities in time of war. 

5. Policies for establishing adequate 
reserves of strategic and critical mate- 
rial, and for the conservation of these 
Tescrves. 

6. The strategic relocation of indus 
tries, services, government and eco- 
nomic activities, the continuous op- 
eration of which is essential to the 
Nation’s security. 

Mr. Hickey, in elaborating on the 
board’s activities, said that it was seek- 
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PLEA for a standard chart of accounts 
was made by 'T’. J. Kenny, chairman of 
sub-committce of both associations. 


ing and getting the experience and ad- 
vice of leaders of industry and com- 
merce. He warned that in another 
“emergency” the interests of any in- 
dividual or firm would not be per- 
mitted to interfere with the overall 
objectives of mobilization. 

“The starting point of an analysis 
of operating expenses,” said Mr. Kenny 
in his plea for the adoption of his 
committee’s recommendations, should 
be a comprehensive chart of accounts. 
A chart of accounts is the selection of 
the general ledger accounts that man- 
agement feels will best furnish the 
monthly information to enable it to 
accurately and minutely maintain a 
control of expenses in proper propor- 
tion to sales and gross profit earned. 

“The second step in expense con- 
trol is a comparison of the sales, gross 
profit and detailed expenses tor the 


EMERGENCY planning of Sccurity 
Resources Board was explained by E. V. 
Hickey, Director of Production. 


month this year compared with the 
same month last year; and the year to 
date figures of this year compared with 
the same periods last year. The com- 
parisons can bring to light many trends 
in the business that can be corrected. 
It may show the period where dimin- 
ishing returns in proportion to sales 
went into effect. It is the starting point 
for an intimate study of what makes 
the business “tick”—trends in depart- 
mental sales, direction of gross profit 
and close observation of all items of 
expenses. It even brings to the front 
jobs created because of conditions that 
existed sometime ago and do not exist 
today. While sales compensation sal- 
aries and wages may contribute 60 to 
75 percent of the overall’ expenses, it is 
surprising to ascertain what money 
can be saved by a careful and constant 
scrutiny of all expenses.” 





Pattern Of 


Sale Study 


The Research and Planning Committee, according to Mr. Russell, has developed 
a pattern for a special study which was a trial run. This indciated what may be learned, 
what cooperation can be expected and how simple direction may be followed. Members 
were asked to list their sales of a specific product for two weeks. Following is a tabu- 


lation of results: 


Lines 


SE MUNN icici dn ae aka nwrens 
Ratio sales to inventory............ 
Average line of billing.............. 
Average value of order.............. 
% Orders less $5 number ......... 
% Orders less $5 amount ......... 


A B C 
pane 20 28 35 
ech Ws 2.06 2.9 4.8 
ops $3.87 10.8] 23.28 
iveawta $10.09 20.74 26.88 
wis geasies 54 36 36.1] 
Secatees 12.4 3z 4. 


A—Seven distributors total indicated annual sales $224,000. 
B-—Seven distributors total indicated annual sales $159,000. 


C—93 distributors. 


“In studying the tabulation,” Mr. Russell commented, “it is interesting to recall a 
study made by 15 central states distributors who furnished audited figures which devel- 
oped an average ‘office and clerical cost’ of handling an order of $1.775 (the high was 
$3.30 and the low $1.23). As the orders averaged 2.8 invoice lines, the average cost per 
line of invoice was .635. With these costs in mind, it becomes important that we cut 
down the liability of the high percentage of orders under $5.” 
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PATTERN of Sale survey's value was 
outlined by Bob Russcll of the Re- 
search and Planning Committee. 


By going a step further, Mr. Kenny 
said, many companies find they can 
bring about more rigid control of ex- 
penses, This step is the preparation 
of an operating budget after making a 
careful selection of the operating ex- 
penses to support the sales volume and 
gross profit which were forecast. 
Monthly comparisons of budgeted ex- 
penses with “actual” show up ex- 
cesses and stimulate prompt action. 

Another tool which can be used as 
a guide for operating costs, Mr. Kenny 
said, are the annual overhead expense 
reports compiled and furnished to 
members of both associations. How- 
ever, Mr. Kenny added, there are two 
serious weaknesses in the associations’ 
reports: (1) There is a greater need 
for a more minute breakdown of ex- 
pense classifications, and (2) the ab- 
sence of a uniform method of classify- 
ing expenses. 

Mr. Kenny then cited several vari- 
ances reported by James Ruddell at 
last vear’s joint meeting. He admitted 
that transferring to a standard chart of 
accounts would work some difficulty in 
the accounting departments during the 
first year and that comparisons would 
be difficult also. However, after the 
first vear, the benefits which would ac- 
crue would be well worth the trouble. 

Mr. Kenny reported that his com- 
mittee drafted a preliminary form of a 
chart of accounts and submitted it to 
the executive committee of both asso- 
ciations for criticism and suggestions. 
These were numerous but. on the 
whole, constructive. N. F. Luckens, 
treasurer of The George Worthing- 
ton Co., Cleveland, joined the com- 
mittee to assist in redrafting a new 
chart which could be used by dis- 
tributors who were also engaged in 
wholesale hardware. The new draft 
was made and referred to the Research 
and Planning Committee for anproval. 

(Continued on page 208) 
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INDEPENDENT Pneumatic: (standing) W. G. Nugent, BROWNING MFG.: Mr. and Mrs. D. D. Whitehead, 












George Thom and J. A. Hill (all Independent) and (seated) Taylor-Parker Co., Norfolk; John N. Browning (Browning 
E.. G. Vonnegut, Vonnegut, Indianapolis; R. A. Meyers, Mfg.); Mr. and Mrs. E. E. Parker, Taylor-Parker, and Larry 
Tool Box Sales, St. Louis; and G. N. Riser, Vonnegut. Browning. j 


At Manufacturers’ Parties 





STANDARD PRESSED STEEL: R. S. Mast (Standard); YALE & TOWNE: S. W. Gibb (Yale & Towne); Mr. and 
H. J. Ankli, Brammall Supply, Benton Harbor, and J. W. Mrs. Russell Pratt, General Machine & Supply, San Fran- 
Friel (Standard). cisco, and Charles Pearson (Yale & Towne). 





HENRY G. THOMPSON: Mrs. George Park (Norton); WORTHINGTON: Serving as bartender, D. E. Tessendorf, 


Mrs. Jerry Tone; William R. Moore (Norton), and Jerry (Worthington) sports a tie—specially designed for the event. 
Tone (Carborundum). It attracted plenty of attention. 
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SIMONDS: J. P. Van Blooys, Robert Miller and Mrs. Van 
Blooys, all of A. L. Holcomb Co., Grand Rapids; Clyde 
Mansur (Simonds Saw & Steel); Mrs. Robert Miller, A. L. 
Holcomb Co., and Clarence Fee (Simonds Abrasive). 





BAY STATE TAP & DYE: William P. Chatfield, The F. 
Hallock Co., Derby, Conn.; Frank D. Snyder (Bay State) and 
Mrs. Louis A. Lincoln (Bay State). 


v 





Supply, Atlanta. 
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RAYBESTOS-MANHATTAN: O. R. Kovacs (Raybestos); 
Mr. and Mrs. C. Price Williams, American Machinery & 


CLEVELAND TWIST DRILL: P. H. Puckhaber (Cleve- 
land Twist Drill); A. A. Jackson, Neal & Brinker Co., New 
York City, and Frank Stewart, Standard Automotive Sup- 
ply, Washington, D. C. 





BEHR-MANNING: Howard G. Seaman (Bchr-Manning), 
and Mr. and Mrs. Ralph Bingham, Bingham ‘Tool & Supply, 
Cincinnati. 





NORTON: A. M. Morris, Industrial Distribution; Ralph 
Johnson (Norton); Bob Russell and Lee Allen, J. Russell Co., 
Holyoke, and Charles Jordan (Parker Vise). 
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“Sa'es. inventory, cost and financing “We think it important to have com- “A perpetual inventory svstem gives a 
must be kept in ordcr’—Ralph H. plete sales analysis figures’—H. H. multitude of bencfits’—Stanley Shel- 
Vincent, Marwedel, San Francisco. Kuhn, Hardware & Supply Co., Akron. don, Chase, Parker & Co., Boston. 


Distributors Swap Ideas on Selling 


“Many provisions in manufacturers’ “Management should give more atten- “Too wide a scope of lines makes us 
sales policies need overhauling” —W. C. tion to our fair trade laws’”—G. Ches- order seekers and not salesmen”—R. A. 
Teare, Sterling Products Co., Chicago. ton Carey, Carey Machinery, Baltimore. Paracheck, Mill & Factory, Toledo. 


“We should not take orders for lines “Establish a profit policy and you can “Give your salesmen an o \ 
handled exclusively by other houses’”’— then train sa.esmen to sell for profit” prepare for sales meetings’ —Frank M. 
Howard F. St. George, Shadbolt & —J. W. Vickers, Geo. Worthington, Cruger, Indiana Manufacturers Sup- 
Boyd, Milwaukee. Cleveland. ply, Indianapolis. 
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IN APPRECIATION for his work as president during 1948-49, 


Edward H. 
McLaughlin, Union Hardware & Metal Co., Los Angeles, (right) receives a silver 
water pitcher from Past President F. Marscna Butts, Butts & Ordway, Cambridge. 





A REPORT for the Research and Plan- 
ning Committee was given by William 
Todd, Somers, Fitler & Todd. 


Discussions on nine current problems highlight National Association meet- 


ing; Ray Neal succeeds E. H. McLaughlin as president, other officers elected 


CuRRENT PROBLEMS confronting man- 
agement in directing the activities of 
selling organizations were given a thor- 
ough airing when the National Asso- 
ciation held its single individual meet- 
ing in the Hotel Statler on the second 
day of the three-day convention. 

Nine speakers, all distributors, were 
on the program. Each voiced his view- 
point and cited his experience on in- 
dividual questions. It had _ been 
planned to hold an open discussion on 
each subject but time would not per- 
mit this. However, in the few min- 
utes allotted to questions and answers 
there were spirited discussions, indicat- 
ing this particular type of meeting 
rated high in the opinion of members. 

Also on the all-morning program 
were: 

The annual address of the presi- 
dent, E. H. McLaughlin, president of 
Union Hardware & Metal Co., Los 
Angeles. 

Comment on the basic objectives of 
the association by Secretary-Treasurer 
Harry Rinehart. 

Report of the Research and Plan- 
ning Committee by the chairman, 
William T. Todd, Jr., president of 
Somers. Fitler & Tood, Pittsburgh. 

Report of the Resolutions Commit- 
tee by Eugene F. McCarthy, vice-pres- 
ident of Beals, McCarthy & Rogers, 
Buffalo. 

Introduction of new officers by Past 
President Marsena Butts, Butts & Ord- 
way, Cambridge. 

Ray C. Neal, president of the R. C. 
Neal Co., Buffalo, was elected presi- 
dent. Other officers elected include 
three vice-presidents, Harold E. Tor- 


tell, Syracuse Supply Co., Syracuse, 
Areas | & 2; J. H. Ruddell, Central 
Rubber & Supply Co., Indianapolis, 
Areas 3 & 4; W. A. Haseltine, J. E. 
Haseltine & Co., Portland, Ore., Areas 
5 & 6; and four area representatives, 
H. D. Holden, Silliter-Holden, Inc., 
Hartford, Area 1; R. H. Barr, Reilly 
Bros. & Raub, Inc., Lancaster, Pa., 
Area 2; William C. Teare, Sterling 
Products Co., Chicago, Area 4; A. W. 
Lohn, Ducommun Metals & Supply 
Co., Los Angeles, Area 6. 

The subjects discussed by the nine 
speakers were all phrased as questions. 
Ralph H. Vincent, C. W. Marwedel, 
San Francisco, was the first speaker 
and he gave his answer to: 


What are the most important func- 
tions of management under present 
conditions? 

“There are four different phases of 
business that must be studied carefully 
and must be kept in immaculate or- 
der,” Mr. Vincent said. “These phases 
in their order of importance are: Sales, 
Inventory, Cost, Financing.” 

Mr. Vincent said he rated sales as 
more important than inventory be- 
cause “‘if your inventory isn’t sold, you 
aren’t going to be in business very 
long.” He also pointed out that in 
the last few years sales work wasn’t 
really selling—it was order-taking. 

“] think that any one who has a 
combination of old-timers and green 
kids in their sales organization can see 
exactly what I mean. There is still 
business to be had, but the concern 
who maintains a sales organization 
who follows the same rut they have 
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been in for the past 30 years is not 
going to do too well in moving its in- 
ventory.” 

Inventory, Mr. Vincent said, is one 
of the most treacherous parts of any 
merchandising enterprise. 

“Tt is a continual battle,” he said, 
“to keep the right merchandise on 
hand in the right quantity and, above 
all, to have it for your customer when 
it is required. ‘The two points that 
management fears most as far as in- 
ventory is concerned is the possibility 
of a price break or of inventory becom- 
ing frozen. 

“IT think all business should look 
very carefully at the position of com- 
petitors. If you have a number of 
small competitors who are just able 
to hang on by the skin of their teeth, 
we all know that when things get 
tough these competitors are going to 
go by the boards. Naturally, they will 
do all they can to hang on, and to do 
this, they will drop prices, which 
again might cause a general lowering 
of the price level. 

“Cost of operation is, in my opin- 
ion, the step-child of management in 
our supply business.” 

Mr. Vincent said 15 years ago the 
officers of his firm had no cost figures, 
they knew where they stood only at 
the end of the year. He said he 
thought the same condition applies to 
many firms today and that it should be 
corrected. 

Although most firms are now doing 
more business than in pre-war days, 
Mr. Vincent said, there has been very 
little additional capital invested in dis- 
tributors’ businesses. 
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CONGRATULATIONS are given Ray 


Neal, new president, by the retiring 
president, Edward H. McLaughlin. 


“Management must be realistic and 
apply the accountant’s figures to the 
income producing facilities of his 
firm.” 


What key figures should an execu- 
tive receive and check regularly to for- 
mulate sound management policies? 

H. H. Kuhn, president of the Hard- 
ware & Supply Co., Akron, said he 
realized that many distributors did not 
believe that detailed sales analysis fig- 
ures were of sufficient value to warrant 
compiling. He said, however, that he 
considered them vital. 

He then explained how his system, 
the International Business Machine 
system, operates. Hardware & Supply 
uses three IBM machines. Records are 
maintained showing salesmen’s total 
monthly sales, their monthly sales to 
each customer, and their monthly 
sales on specific commodities. 


Should management prepare or 
brief salesmen prior to sales meetings? 
If so, how? 

Frank M. Cruger, Indiana Manu- 
facturers Supply, Indianapolis, is a 
staunch supporter of the idea of giving 
salesmen an opportunity to prepare 
themselves. 

“Your group attending the sales 
meetings,” he said, “wants to know 
what they get out of it. Your meet- 
ings should be planned to answer that 
question. Good sales meetings are 
built around discussion. To keep the 
discussion alive and going, questions 
are needed.” 

Mr. Cruger said that questions writ- 
ten in advance by salesmen will reveal 
the interest of each when the ques- 
tions are asked at the meeting. He 
suggested that management give sales- 
men, two weeks in advance, a schedule 
of manufacturers’ representatives who 
will attend meetings. In this way, he 
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RESOLUTIONS praising the coopera- 
tion of the other associations were sub- 
mitted by Eugene F. McCarthy. 


continued, you will get questions from 
salesmen who ordinarily would not 
speak up in a meeting. As an example 
of the type of notes salesmen could 
make before a meeting, Mr. Cruger 
suggested five specific subjects: the 
need for factory sales assistance, price 
deviation, application of product, com- 
petition, delivery service. The advan- 
tage of the note-making system, he 
said, is that nothing depends on mem- 
ory. 

Mr. Cruger suggested other ways in 
which to get audience participation in 
a sales meeting: prepare a mimeo- 
graphed form with questions that will 
cover most lines; have a round table 
discussion instead of a regular meet- 
ing; have a salesman demonstrate a 
tool or piece of equipment; have a 
salesman describe the most efficient 
manner in which to present manufac- 
turers’ literature. 

As his final suggestion, Mr. Cruger 
said he knew a distributor who suc- 
ceeds in keeping 19 salesmen inter- 
ested during every meeting. After each 
meeting, each salesman draws from a 
hat one of 19 pre-arranged questions 
and tries to answer it. When a sales- 
man is unable to answer his question, 
it is put up to the other salesmen. 

“Salesmen who previously paid lit- 
tle or no attention at salesmeetings, 
get on their toes—they do not want 
to make a poor showing in front of 
their boss and they do not want to 
lose face among their fellow sales- 
men.” 

Mr. Cruger also read a question- 
naire which he said would increase 
sales enthusiasm, make salesmen more 
efficient demonstrators, and develop 
“sales sense.” The questionnaire is 
given to salesmen with the request 
that it be filled out and returned three 
davs before the sales meeting. Nine 
questions are asked and in the tenth 
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THE BASIC THEME of association 
work was explained by the secretary- 
treasurer, Harry Rinehart. 


case salesmen are asked to pose a ques- 
tion of their own. 


What facts of value to management 
can be secured from a perpetual in- 
ventory system? 

Stanely Sheldon, Chase, Parker & 
Co., Inc., Boston, gave his answer in 
the form of a case history. He told of 
how the system operates and stressed 
the fact that with inventory records, 
the management of his firm now 
knows exactly where it stands at all 
times. 

Two girls handle the Chase, Parker 
inventory records, Mr. Sheldon said. 
He said there was some time lag be- 
tween when merchandise was moved 
and when the records were brought up 
to date but, he said, there has been no 
difficulty on this score. He said per- 
petual inventory records increase both 
selling and buying efficiency. 


Should management give more at- 
tention to our fair trade laws? 

G. Cheston Carey, Carey Machin- 
ery & Supply Co., Baltimore, advo- 
cated strict adherence to fair trade 
laws. He said that individually distrib- 
utors should steer clear of price cut- 
ting. As support for his belief, Mr. 
Carey cited his own experience when, 
as a youth, he believed that he could 
increase his father’s business by cut- 
ting prices whenever getting the busi- 
ness depended upon price cutting. 
When at the end of the vear an ac- 
counting showed that despite in- 
creased business. profits were lowered, 
Mr. Carey said he was convinced that 
price cutting was inadvisable. 

Mr. Carev also recommended that 
his fellow distributors read carefully a 
reprint distributed by the association 
on the folly of price cutting. 


(Continued on page 195) 
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SOUTHERN Association’s first conventioners—F. C. Baldwin, Baldwin 
Supply Co., Charleston, W. Va.; H. J. Flanagan, Industrial Hdwe. & 
Supply Co., Baton Rouge, La.; W. A. Gatlin and C. H. Chambers, Engi- 

neering Supply Co., Dallas, Tex.; C. Price Williams, American Supply Co., 

Alexandria, La.; E. C. Herritage, Peerless Supply Co., Shreveport, La.; 

Larry D. Montague, B. L. Montague Co., Baton Rouge, La.; D. G. Rogers, 

Bruce-Rogers Co., Fort Smith, Ark., and Randall W. Stewart, Mill & 

Mine Supply Co., North Little Rock, Ark. 









bers was breakfast. L. D. Stoner, Fulton Supply 
Co., Atlanta, eats with F. C. Baldwin, Baldwin 
Supply Co., Charleston, W. Va. 


Old and New Members 
Meet at Breakfastsm 


J e ¥ i 

NATIONAL Association’s members ate a breakfast together also. ‘Those 
pictured at the table are: R. J. Riter, Isaac Walker Hdwe Co., Peoria, Ill.; 
R. A. Paracheek, Mill & Factory Supply Co., Toledo; W. M. Mars, W. P. 
& R. S. Mars Co., Duluth, Minn.; Al Seep; Mine & Smelter Supply Co., 
Denver; A. J. Burns and R. J. Turnstrand, Minneapolis Iron Store, Minne- 
apolis, Minn.; H. H. Kuhn, Hardware and Supply Co., Akron, Ohio, and 
H. W. Richardson, The A. R. Williams Machinery Co., Ltd., Toronto. 





GREETINGS are extended by Harry Rinehart, 
National Association secretary, to R. J. Turn- 
strund, Minneapolis Iron Store, Minneapolis, 
Minn. at breakfast. 
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AMERICAN Association’s new members—seated, left to 
tight: Don K. Lambert, (Falk); I. A. Horton (Morse Chain); 
H. J. Smith and Robert C. Van Kampen (Hitchcock Pub. 
Co.); A. Wyzenbeck (Wyzenbeck & Staff); W. J. Urban 
(Falk); J. T. -Hagy (Pittsburgh Waste); C. G. Stebbins 
(Jefferson Union); Michael Egan . (Cummins); standing: 
Everett Addams and E, C. Wester (Besly); J. N. Tufts and 


G. H. Woodlands (Chain Belt); D. C. McNeely (Morse 
Chain); E. M. Metzgar (Madesco Tackle Block); W. D. 
Mishler (Wyzenbeck & Staff); W. B. Abbott (Ohio Gear); 
F. M. Urban and J. E. Power (U. S. Rubber); Paul Jones 
(Cummins); R. A. Hohm and W. A. Ferguson (Standard 
Electric Tool); G. C. Strople (S. W. Card Mfg.). There was 
a record turnout for the affair. 
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YOUNG LEADERSHIP is exemplified by Mr. Weaks and the two new vicc- 
presidents: M. N. LeNeave, Allison-Erwin Co., Charlotte, N. C., and Joe W. Pitts, 
Brown-Roberts Hardware & Supply Co., Alexandria, La. 


Youthful Officers Lead Southern Association 


All activities of group to be continued with mid-year 


meeting scheduled for Jan. 12-13—-11 new member 


firms introduced 


THE EMPHASIS is on youth in the ex- 
ecutive staff of the Southern Supply & 
Machinery Distributors Association 
this year. The new officers presented 
by T. J. Kenny, The S. B. Hubbard 
Co., Jacksonville, Fla., chairman of the 
nominating committee, are all well 
under the 45-year mark. 

George G. Weaks, president of 
Weaks Supply Co., Ltd., Monroe, La., 
is president, succeeding Richard Al- 
cott, The Riechman-Crosby Co., 
Memphis, Tenn. M. N. LeNeave, 
vice-president of Allison-Erwin Co., 
Charlotte, N. C., is first vice-president 
and Joe W. Pitts, president of Brown- 
Roberts Hardware & Supply Co., Alex- 
andria, La., is second vice-president. 

In addition, two other young in- 
dustrial supply firm executives, L. F. 
Perkins of The Henry Walke Co., 
Norfolk, Va., and C. McDonald Eng- 
land, Logan Hardware & Supply Co., 
Logan, W. Va., were added to the 
executive committee. The selection of 
two additional names instead of one 
was made necessary by the resignation 
of Paul H. Griner, retiring second-vice- 
president. Mr. Griner resigned because 
of the pressure of duties with Oliver 
H. Van Horn Co., Inc., of Houston, 
Tex. 

The election was one of the high- 


94 


lights of the 47th annual convention 
meeting of the association held April 
26. Richard Alcott, as retiring presi- 
dent, conducted the session which was 
held in the Empire Room of Hotel 
Cleveland. 

In his opening talk, Mr. Alcott gave 
a resume of the association’s activities 
during his term. He spoke of the work 
of the National Affairs Committee of 
which he was co-chairman with E. H. 
McLaughlin of Los Angeles, retiring 
president of the National Association, 
and of the activities of the Joint Indus- 
try Committee on which Ben S. 
Barker, Jr., of Pye-Barker Supply Co., 
Atlanta, Ga., served as vice-chairman. 

Mr. Alcott recommended the con- 
tinuance of all committees and the 
January mid-year meetings. He also 
suggested intensification of local 
monthly meetings of association mem- 
bers wherever possible to discuss local 
problems as well as association activi- 
ties. 

Lloyd B. Mize of Industrial Supply 
Corp., Richmond, Va., reported on 
the activities of the executive commit- 
tee. Mr. Mize said that the associa- 
tion maintained its expanded program 
and worked well within the income. 
He also said that the committee 
authorized the 1950 mid-year meet- 
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NEW PRESIDENT is Gcorge G. 
W caks, head of the Weaks Supply Co., 
Monroe, La. 


ing to be held Jan. 12-13 at the Edge- 
water Gulf Hotel, Biloxi, Miss. Mr. 
Mize announced that the 1950 con- 
vention would be held in Atlantic 
City and that proposals were being en- 
tertained on holding the 1951 conven- 
tion on the West Coast. 

The committee, Mr. Mize added, 
authorized the annual hour-wage. rate 
survey to be conducted and urged that 
a motion recommending the use of a 
standard chart of accounts by dis- 
tributors be entertained. 

E. L. Pugh, association secretary, 
read the financial report which was 
approved, 

Mr. Griner, as chairman of the 
membership committee, read off the 
list of new member firms which in- 
cluded: Bruce-Rogers Co., Fort 
Smith, Ark.; Mill & Mine Supply Co., 
North Little Rock, Ark.; Philips Hard- 
ware & Supply Co., Columbus, Ga.; 
Industrial Hardware & Supply Co., 
Baton Rouge, La.; General Equipment 
and Supply Co., Miami, Fla.; Weaks 
Supply Co. of Natchez, Miss.; Patrick 
H. Dillon, New Orleans, La.; Pied- 
mont Mill Supply Co., Salisbury, 
N. C.; Choctaw, Inc., Memphis, 
Tenn.; Norman Supply Co., Norfolk, 
Va., and Engineering Supply Co., 
Dallas, Tex. 

Mr. Weaks reported that the Plan- 
ning & Development Committee was 
continuing its survey of operating ex- 
penses and Mr. LeNeave outlined the 
points brought out by the Sales Pro- 
motion Committee on the mid-year 
meeting program. 
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WELL DONE says T. J. Kenny, The S. B. Hubbard Co., Jacksonville, Fla., as he 


presents to the retiring president, Richard Alcott, The Riechman-Crosby Co., 
Memphis, ‘Tenn., a silver pitcher on behalf of the association membership. 
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NEW MEMBERS were introduced by Paul H. Griner, O. H. Van Horn Co. of 
Houston, Tex. Mr. Alcott is at the left and Walker Wellford, Jr., J. E. Dilworth & 
Co., Memphis, Tenn., the principal speaker, is sitting at the right. 


Walker L. Wellford, Jr., of J. E. 
Dilworth Co., Memphis, Tenn., gave 
the feature talk entitled ‘Material 
Handling and Stock Control by the 
Industrial Supply Distributor.” In the 
open forum discussion which took 
place following Mr. Wellford’s pre- 
sentation many comments were made 
on “The Outlook for Business and the 
Importance of Profits Now.” E. L. 
Parker of Taylor-Parker Co., Norfolk, 
Va., advised strict supervision of in- 
ventories. Mr. Pitts urged distributors 
to clean house and be sure of operating 
efficiency. C. C. Krueger of San An- 
tonio Machine & Supply Co., San 
Antonio, Tex., seconded Mr. Pitts’ 
suggestions and urged a greater ex- 
change of credit information among 
distributors. W. M. Given of Young 
& Vann Supply Co., Birmingham, 


Ala., said that care and sanity are 
needed at this time, pointing out that 
the primary market was still sound. 

Mr. Krueger introduced Alvin M. 
Smith of Smith-Courtney Co., Rich- 
mond, Va., former association secre- 
tary. Mr. Smith complimented the 
members on the sclection of young 
officers and voiced the wish that the 
policy had been adopted years ago. He 
predicted greater strides by the asso- 
ciation in the coming years. 

“An industrial supply house,” said 
Mr. Wellford in his talk, “has nothing 
to sell except service. In order to make 
this service better than that of his 
competitor, the distributor must fill 
an order as quickly as possible, as 
accurately as possible and with no 
more than a reasonable mark-up over 
the price on the article as set by its 
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EXECUTIVE Committce report was 
read by Lloyd B. Mize, Industrial Sup- 
ply Corp., Richmond, Va. 


HAPPY over the accent on youth is 


former association secretary, Alvin 
Smith, Smith-Courtney, Richmond. 


manufacturer. Success in all three of 
these endeavors can come only through 
proper handling of goods in the ware- 
house and through the exact knowl- 
edge of the quantity on hand at any 
time.” 

Mr. Wellford outlined material han- 
dling methods for various items in in- 
dustrial supply houses, drawing from 
his experience in planning layout for 
J. E. Dilworth’s new plant in Mem- 
phis. However, Mr. Wellford dwelt 
largely upon stock control and de- 
scribed the system evolved by his com- 
pany, touching upon some of the 
reasons for using stock control and 
some of the problems involved. 

“In setting up a warehouse to han- 
dle industrial supplies,” Mr. Wellford 
said, “‘a person has a great deal of 

(Continued on page 182) 
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FAMILY GROUPS, including Mr. and Mrs. W. H. Gebhart, 
(Disston) and Mr. and Mrs. Ralph M. Bingham, Bingham 
Tool & Supply Co., Cincinnati, and A. F. Kennedy (Disston), 
were among our guests. 


= 


ASIDE -for a chat are Lee C. Allan and Bob Russell of J. Rus- 
sell & Co., Holyoke, Mass.; Carlton S. Phillips (L. S. Starrett), 
and Fred Emerson (Spartan Saw), Mr. Russell is showing 
the boys some figures. 


We Did Some Entertaining in Our Parlor 





BALEROO, a new game, provided considerable amusement. 
Ed McOsker, Arthur West, A. M. Morris (Industrial Distri- 
bution) J. Y. Scott, (Morse Twist Drill) and John Ora (Indus- 


trial Distribution) watch the little ball go into action. 





SURROUNDED by Cleveland Cap Screw men is Jack 
Mather of John L. Mather Co., Wayne, Pa. The Cleveland 
Cap men are Jack Deasy on the left and Kenneth L. Wilson 
on the right. 





SOMETHING FUNNY, no doubt, was said by R. R. Hagy, 
(Pittsburgh Waste) to Lee McCallister and William R. 
McCallister of the’ Capitol Auto Supply Co., Charleston, 


W. Va. The latter twovare son and father. 


TICKETS for participation in a round of Baleroo are handed 


to W. R. Barlow (Jacobs Mfg.) by his father, W. R. Barlow, 


Sr., (L. S. Starrett). In the background are Bill Greene (L. S. 
Starrett) and Morris Abrams of New York. 
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TEACHING DANCING in a hurry to W. C. Cavanaugh, 
Fairmont Supply Co., Fairmont, W. Va., was Debora Hoffa- 


man from Arthur Murravy’s no less. 


There Was Dancing... . 


aS a 


A WINSOME threesome, John and Liz Williams were kept 
from dancing too much by the stag of the evening Don 
Whyte. They're from Mau Sherwood, Cleveland. 


YOUNG dancers were M. J. Mather, (Allen Mfg.); Mrs. 
George Ulbring, Wendell Clark, Jr., Harris Co., Chicago; 
Barney Mead, (American Swiss File); Mrs. Clark; Bill Iber, 
O. Iber, Chicago; Mr. Ulbring and E. S. Grant, (Allen). 


WALTZ me around again Eddie. Mr. & Mrs. Ed Healy, 
Hartfield-Healy Supply Co., Buffalo, were one of the nicest 
couples on the floor. 


AFTER the ball was over Don Brisbin with Mrs. Franz 
Stone, (Columbus McKinnon) and Mr. & Mrs. Herb Ladds, 
(National Screw) make their way across the dance floor. 


LEADING the dancers in song was Howard Brenholts, 
Harris Pump & Supply, Pittsburgh, with R. C. Talbot, 
Fairmont Supply, Fairmont, West Va., at the piano, ably 


assisted by Ed Ristau, left, (Cummins). 
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COCKTAILS were enjoyed by W. A. Hazeltine, J. E. Hazeltine & Co., Portland, ESCORTING Mrs. Gordon Vaughan, 
Ore., Mr. & Mrs. Lloyd Mize, Industrial Supply Corp., Richmond; Mrs. Ted Pugh; W. M. Pattison Supply Co., was Jim 
Mrs. Dan Northup, (Henry G. Thompson & Son); Ted Pugh, secretary, Southern Tate, (Dumore Co.) The dinner was 
Association; and Russ Duncan, R. C. Duncan Co., Minneapolis. held Sunday night. 


Association Officials Dinner 


‘lea 


DINERS, Mrs. Rider Neff, (Cleveland Cap Screw); R. C. Klemm, (Republic Steel); AFTER dinner chats were in order. 

Mrs. Ed, Stvan; Mrs. R. C. Klemm; and Ed. Stvan, Strong, Carlisle & Hammond Co., Russ Duncan; A. A. Murfey, (Carbor- 

Cleveland. (Photo by Gordon Vaughan, Pattison Supply) undum); and Ray Neal, Neal Co., Buf- 
falo, take part. 


TALKING IT OVER after the dinner, Ben Barker, Pye- WAITING for the dinner to be served. Mr. & Mrs. Mar- 
Barker Supply Co., with K. R. Beardslee, (Carboloy) and sena Butts, Butts & Ordway, Cambridge, chat with W. M. 
R. M. Johnson, (Norton). Given, Young & Vann Supply, Birmingham. 
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“Let’s reduce the cost of doing business,’ 
dent, R. C. Neal Co., Buffalo. 


” R. C. Neal, presi- 





“Now is the time to put the management house in order,” 
K. R. Beardslee, American president. ° 


Suppliers Study Distributors’ Problems 
Under Current Conditions 


R. C. Neal, chairman 


mittee, offers a seven 


THE LAS? CONVENTION meeting of the 
American Supply & Machinery Man- 
ufacturers’ Association was called to 
order by J. G. Geddes, retiring presi- 
dent of the association. He intro- 
duced R. C. Neal, president, R. C. 
Neal Co., Inc., Buffalo, as the prin- 
cipal speaker and K. R. Beardslee 
(Carboloy Co., Inc.), newly elected 
president of the American Association 
who announced “Plans for our Asso- 
ciation’s Future.” 

“The situations which are problems 
today are caused by the steady rising 
cost of doing business,” said Mr. Neal, 
talking on ‘“‘Let’s Reduce the Cost of 
Doing Business.” “Our profits are set 
in many cases by you, our sources, 
since 74 percent of the total cost of 
doing business is for wage and salary 
payments. You will perceive that 
nearly all of our problems stem around 
the functions of labor and the reduc- 
tion of costs related thereto. 1. Here 
is a major perennial—2 percent cash 
discount. 

“The problem is to convince our 
sources of its fairness and need. The 
2 percent cash discount is such an 
established custom in the industrial 
trade that the jobber is almost com- 
pelled to give it to his customers, 
irrespective of the discount he re- 


of the National and Southern Joint Industry Com- 


point plan to reduce the cost of doing business 


ceives. He gives 2 percent and receives 
4 of 1 percent on many items, there- 
fore he loses quite a large percentage 
of his profit. Perhaps you will all be 
more interested in doing something 
about this now for your own benefit, 
since 2 percent may mean more 
prompt payment to you in view of the 
present tendencies for slower collec- 
tions. The solution is the recognition 
of this problem by the manufacturers, 
and consideration of a better margin at 
the time of changing prices, maintain 
or retain the 2 percent cash discount. 

“2, Decimal packaging—better pack- 
aging—labeling. Up til now thev were 
never considered a problem, but high 
operating costs have brought them 
into the limelight as a source of relief. 
The hack and band saw industry has 
proved this advance step can be made 
advantageously. We are told that 
other industries are considering this 
move. One is the wrench industry. 
The momentum it has, however, we 
are sure will carry it into other fields. 
We hope so, because it is one of the 
moves which will contribute its share 
of reduced overhead for the dis- 
tributor. 

“Better packaging is now a basic 
need. It means not only stronger car- 
tons but fewer odd shapes and sizes 


INDUSTRIAL DISTRIBUTION © JUNE, 1949 


where possible for better shelf stor- 
age. It also means the adoption and 
development of a larger carton con- 
taining a specified number of smaller 
containers, which carton could be the 
minimum economic unit of sales at 
the stipulated resale price. This would 
have to be worked out in detail in 
each industry, so that the new estab- 
lished units have some relation to the 
average sale, if the standard sizes and 
slow moving sizes and shapes would 
be put in cartons in practical jobbing 
quantities. 

“A label should have as its pri- 
mary object the exact identification 
of the material in the package as well 
as quantity. It should be easily read 
in a half-lighted room. No objection 
should be made if the manufacturer’s 
name is on all sides of the packages. 
but please give your distributor the 
label. We distributors realize fully that 
such a move is expensive and_ that 
bit is done primarily for us. If no 
greater discounts are possible from 
vou, then your help in assisting us 
to reduce handling costs is the next 
best step. 

“3. Can you manufacturers prepay 

freight for us with no extra cost or 

inconvenience to yourselves? We ask 
(Continued on page 187) 
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“You should know the facts,” said J. C. Geddes (H. K. 
Porter Co.), retiring president of the American Association, 
calling on committees for yearly reports. 


“The new index forecasts the changes in business sixty days 
before the Federal Reserve durable goods index,” C. F, Con- 
ners, B. F. Godrich Co. 


Manufacturers Stress Selling, 


“You Should Know the Facts” was the title of the report 
by James G. Geddes (H. K. Porter, Inc.), retiring presi- 
dent of the American Supply & Machinery Manufac- 
turers’ Association, at the first closed meeting of this 
association, where he called on committee chairmen to 
report committee activities for the past vear. C. F. 
Conner (‘The B. I’. Goodrich Co.), chairman of Monthly 
Index of Orders Program, and R. M. Johnson (Norton 
Co.), chairman of Marketing and Methods Committee, 
reported and were followed by the principal speaker, 
J. Y. Scott (Van Norman Co.), who talked on “Selling, 
1949’s Big Job”. 

A new business index, which may prove to be a most 
sensitive indicator of changes in business trends, was 
described by C. F. Conner, chairman of the committee 
which has assembled data for research compilations for 
ten months. The index represents a compilation of 
monthly orders received by 134 companies manufactur- 
ing industrial supplies, tools and equipment purchased 
by more than 15,000 industrial plants throughout the 
country. It is a sample of such new orders for producers 
of more than $1,000,000,000 worth of goods annually. 

Mr. Conner said that no extravagant claims would be 
made for the index. He emphasized, however, that is 
appears to forecast the changes in business sixty days 
before the changes are reported by the Federal Reserve 
Board durable goods index. Demonstrating the index 
on a large chart, he indicated how it appears to have 
shown this result in compilations extending through last 
February. Mr. Conner explained how the computations 
are made by a Pittsburgh certified public accountant and 
invited more manufacturers to contribute data so as to 
make the index a cross-section of even a larger sample 
of industry. 

Reporting the activities of the Marketing Methods 
Committee, R. M. Johnson, chairman, said that three 


new reports have been completed for the improvement 
of sales functions of members. These will be distributed 
after editing and include surveys of duties and responsi- 
bilities of manufacturers’ sales representatives, duties and 
responsibilities of distributors’ salesmen and stimulation 
of distributors’ salesmen. “These represent the first in- 
dustry-wide reports of this kind ever prepared in this 
field,” said Mr. Johnson. “A methods analysis survey of 
low to conduct distributors’ sales mectings is being pre- 
pared for further use,” he added. 

J. Y. Scott, president, the Van Norman Co., principal 
speaker of the meeting, told manufacturers, “Whether we 
like it or not, the recovery of Europe has a tremendous 
stake in the future business conditions here in America. 
“England is going to town on economic recovery regard- 
less of the socialistic aspects of politics there, and some 
factories are more efficient than similar factories here.” 
He urged members of the association to get back to the 
pre-war American concept that “we can make whatever 
we can sell,” and stressed that there is nothing wrong 
about weakness in prices because American manufacturers 
have always competed to make better products in greater 
quantity at lower cost to consumer. 

“We are now faced with an entirely different situa- 
tion,” said Mr. Scott, “no matter how one looks at it, 
by what media, method or chart he applies, the fact re- 
mains that we have at the present moment greater ca- 
pacity in this country to produce goods than the country 
can absorb. 

“It all stems back to the war, from the expansion of 
plants, machinery plus the technological improvements 
that came out of the tremendous cauldron of war that has 
left us with this colossus of production, waiting as it were, 
to find markets for all the products we are capable of 
producing. I’d like to give you what I believe is a partial 
solution to this problem we are facing. I would sum up 
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“A methods analysis survey of how to conduct distributors’ 
sales meetings is being prepared for further use,” R. M. John- 
son, Norton Co. 








“Somewhere along the line somebody is thinking and 
developing new sales techniques, a new sales media,” J. Y. 
Scott, president, Van Norman Co. 


Jistributor Sales Help 


ihe whole thing in the title of this paper, namely, SELL- 
iING-—1949’s BIG JOB. 

“Somewhere in the world is a market for everything. 
Somewhere along the line somebody is thinking and 
developing a new sales technique, a new sales media, a 
new way of disposing of his product. Some place in the 
world some idea is going to jell that will bring countless 
thousands employment where no employment exists 
today. 

“The automobile is a prime example of mass employ- 
ment by a new industry, but there are many other indus- 
tries that are doing their part. All of these industries that 
are supplying the great mass of employment today have 
had tremendous technological development added to 
natural inventive genius, plus a priceless ingredient, the 
ability to dispose of the goods. 

“It has been the good fortune of most of us to have 
been connected directly or indirectly with sales for many 
years, It bothers me at times to hear top executives state 
that they are not basically interested in selling, that theirs 
is a managerial function. And what, may I ask, consti- 
tutes the most important function of management in this 
year of 1949? Sales is the $64 question, and the challenge 
that is being placed before the American manufacturer 
and the American industrial distributor is to get those 
sales while, at the same time, reducing distribution costs 
through more effective selling. I know of no way to get 
more effective selling than to have pressure brought from 
all sides to the sales force so that maximum efficiency and 
effectiveness of that body can be utilized to dispose of 
the manufactured products of our plants. 

“The sales job for 1949 is, to my mind, the most difh- 
cult one that has ever been placed before the manu- 
facturer or distributor. We key people of a key industry 
in a key country of the world have more than just the re- 
sponsibility for the movement of goods to our customers. 


We are responsible for the employment of many hun- 
dreds of thousands of people, and it is my firm conviction 
that if we are to have a real, driving, post-war prosperity 
which will extend for years, all of these factors must be 
considered. 

“It is my firm conviction that it is time to clean house. 
A job that has been delayed by both manufacturers and 
distributors alike. A thorough 100 percent going over 
of our organizations from top to bottom, cither by your 
own management or by an outside group of engineers, 
pays big dividends. At both Van Norman and Morse 
companies, we have separate engineering firms who are 
assisting us in bringing to our distributors and to our 
customers the benefits of modern metallurgy, modern 
sales methods, modern financial procedure and modern 
packaging; the installation of a new Morse code. 

“You will be interested to know that our policy at 
Morse will be to adhere as closely as possible to the fixed 
principles as laid down by our management to the end 
that we will do everything possible to increase the unit 
sales of our distributors, to reduce his overhead costs, 
make it easier for him to sell our products, because only 
by these steps can we hope to have a fighting, go-getting 
distributor organization that will create profits both for 
themselves and for our company. 

“IT come back again to the fact that, if we believe in 
the American Way of Life, we believe in the competitive 
market. The big thing is to be able to make money in 
that competitive market and retain a sound financial 
condition. The kernel of thought is this: A dynamic sales 
force should be the heart of our 1949 program. The pro- 
gram should call for a thorough analysis of our sales force, 
our service, our financial status and also our productive 
capacities, so that we will continue to enjoy a high level 
of employment, a better standard of living for our em- 
ployees and better business for all of us.” 
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MAU-SHERWOOD Supply Co. held open house. Ellis 
Busse (third from right) president, greets Whitman & Barnes 
officials: A. E. Goldthwaite, Chicago manager; E. S. Ander- 
son, M. J. Kearins, president, C. W. Krueger, C. W. Clarkson. 


Getting Around In Off 


SITTING out on one dance is this trio from Porter-Cable 
Machine Co. In traditional order are J. E. Dean, Mrs. J. A. 
Proven and Jack Proven, who is a member of the exccutive 
committee of the American Association. 


SOUTHERN hospitality is repaid by W. B. Ilko (Simonds 
Abrasive) center, who is serving as host to W. A. Williamson, 
Jr., and Rufus C. Barkley, both of the Cameron-Barkley Co., 
Charleston, S. C., industrial supply firm. 


* 


HOWARD WILLIAMS, Mau-Sherwood vice-president, also 
acted as a host and was caught in a lively mood with Walter F. 
Crowder, Editor of Industrial Distribution, and Albright 
Bray, (Armstrong-Bray). 


Moments At Convention 


NOTHING reserved about this trio: George Booth, Carolina 
Machinery & Supply Co., Rocky Mount, N. C.; L. F. Perkins, 
The Henry Walke Co., Norfolk, Va., and C. McDonald 
England, Logan Hardware & Supply Co., Logan, W. Va. 


MUSKEGON, Mich. was well represented by this trio from 
the Muskegon Hardware & Supply Co. proudly displaving 
their National Association badges. They are R. E. Meier, Paul 
W ickland and L. L. Cooper. 
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CAUGHT on arrival from divergent points were C. W. 
Mackett (Hewitt Rubber); W. Harwell Allen, Jr., John 
Lynch and Harold Edge. The latter three are all from J. E. 
Dilworth Co., Memphis, Tenn. industrial supply firm. 
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SET TO TRIP the light fantastic at the dance held in the 
Cartcr Hotel were Mr. and Mrs. George A. Hirth. Mr. Hirth 
is buver for the Mau-Sherwood Supply Co., which was one 
of the host firms at the fete. 
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CHATTANOOGA chatter was spilled by this group which 
includes A. R. Nicholas, Kester Machinery Co., Winston- 
Salem, N. C.; H. E. Butcher (Butcher & Hart); Ray Morrow, 
W. S. “Red” Gardner and Al Meredith, manufacturers agents. 
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A HUDDLE in the lobby of the Hotel Cleveland included 
Alan L. Ward, Leonard G. Heath, James E. Smith, Marshall 
P. Kleinhaus and Robert Church. All the gentlemen are mem- 
bers of the Victor Balata & Textile Belting team. 
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DISTRIBUTORS were honored gucsts at most parties given 
by manufacturers and Jim DiMario (Raybestos-Manhattan) 
center, takes care of Don and Clint Fritz of F. Raniville Co., 
Grand Rapids, Mich. 





REGISTERING in our book is R. P. Noyes (Union Steel) as 

Stuart Tate and M. H. Buehrer (Boice-Crane),. Jack Deasy 
(Cleveland Cap Screw), Jack Mather, John L. Mather Co., 
Wavne, Pa., and Tom Toby (Pittsburgh Screw) watch. 


(More Convention pictures starting on page 218) 
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1. Coated Abrasives 
2. Bonded Abrasives 
3. Food Working Machinery 


4. Wechine Lethes 


6. Precision Tools 


—— 


7. Casters 


10. Finishing Materials 


8. Polishing Compounds 
. | 
| | 


11. Painting Spray Equipment 


| 


VE: 
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WEEK: 


WEEKLY SUMMARY SHEET 


SELECTED LINES 
1. Coated Abrasives 


2. Bonded Abrasives 


3. Wood Working Machinery 


: ! 4. Wachine Lathes 


5. Mechanics Hand Tools 
6. Precision -Tools 
7. Casters 


%, Polishing Compounds 


Salesmen - c 
‘4. a. 5s, 6 Te & 9. ) Tot, 





DAILY SALES by selected lines are recorded on this form 
by each salesman at Allison-Erwin Co., Charlotte, N. C. 


WEEKLY SALES by lines of cach salesman are kept on 
this form. It also is used for monthly recapitulation. 


Concentrated Sales Efforts 


Major lines selected, sales checked, analyzed and weaknesses tackled 


A SELLING PLAN, which channels the 
entire sales staft’s efforts along 20 ma- 
jor lines, has been employed success- 
fully by the Industrial Supply Divi- 
sion, Allison-Erwin Co., Charlotte, 
N. C., for more than a year. In addi- 
tion to concentrating the salesman’s 
attention on profitable lines, says 
M. N. LeNeave, vice-president, the 
plan encourages the sales manager to 
analyze his territory and to assay his 
staff’s performance against potentials 
for each of the major lines. 

The basic features of the plan are: 

(1) Scheduling of 20 major lines 
to coincide with seasonal sales ex- 
pectancy, status of inventory or sales 
promotion activities such as product 
instruction meetings and direct mail 
campaigns. 

(2) Day-by-day record of dollar 
sales in each major line by each sales- 
man, 

(3) A master chart comparing per- 
formances of all salesmen in each of 
the 20 selected lines. 

(4) Rotation of lines to cover all 
the company’s leading lines. 

The initial step in inaugurating the 
selling program was to select 20 major 
lines. “The list,” Mr LeNeave ex- 
plained, “could contain any number 
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of lines, from 10 to 30 say, but we 
selected 20 as a convenient number 
for our salesmen to concentrate upon. 
It is an easy matter for a distributor 
to select the number of lines which 
yield him a nice volume of business 
and to which his salesmen can profit- 
ably devote a considerable portion of 
their selling efforts.” 


List Flexible 


One of the advantages of the plan 
is that the list of selected lines does 
not remain fixed. The distributor has 
other important lines which must be 
exploited and provision is made to 
bring these also into the energized 
selling picture. In the case of Allison- 
Erwin Co., each line is numbered—1 
to 20. These numbers merely repre- 
sent the position of the lines on the 
list for a given week and do not tre- 
flect the importance to be attached 
to each line in the selling effort of 
each salesman. The salesman is ex- 
pected to concentrate on all 20 lines 
and thereby explore all the sales pos- 
sibilities for them. 

The list is coordinated with sea- 
sonal sales expectancy and sales pro- 
motion activities by Mr. LeNeave. A 
line for which a demand may be sea- 
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sonal may not appear on the original 
list of 20. In such a case a sales meet- 
ing is held to discuss the line and its 
market. After the meeting, this line 
is placed in number one position and 
all others moved down one place. The 
bottom line, No. 20, is taken off the 
list. 

Other factors which may prompt 
management to place an omitted line 
on the list include: introduction of a 
new line; follow-up of a major sales 
meeting on an old line; follow-up for 
a direct mail campaign on an old line; 
sales campaign to stimulate the sale 
of a slow moving line as result of 
inventory check-up. The change may 
be made at the end of one, two or 
three-week periods, depending on the 
number of lines to be covered and 
the frequency of sales promotion cam- 
paigns. In the course of a year, the 
sales staff will have devoted intensive 
sales effort on all the lines carried by 
the firm. Scheduling, Mr. LeNeave 
said, keeps sales management on the 
alert. It calls for constant study and 
planning in order to keep the selling 
effort at optimum efficiency. 

Only two forms, both of which can 
be reproduced on the typewriter, ditto 
machine or mimeograph, are required. 
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cational and promotion programs. 


The first form is used by the salesman 
to keep a daily dollar record of his 
sales in each of the 20 selected lines 
of the week. Salesmen obtain copies 
of their invoices and distribute sales 
on their sheets. At the end of a week, 
sales for each line are totaled and the 
sheets are handed in to Mr. LeNeave. 
The totals are transferred to a sum- 
mary sheet for the week and the orig- 
inals returned to the salesmen. New 
forms are filled out the following 
week using the same list of lines if 
no change is announced. 

Both forms are reproduced on 
standard 84 by 11-in. sheets. On the 
salesman’s form, the 20 selected lines 
for the week are listed down the left 
side. Following the list, the page is 
divided into seven vertical columns— 
a column for each day of the week 
and a total. 


Salesmen Coded 


The master form is similar except 
that the vertical columns do not cor- 
respond to the days but to salesmen. 
Each salesman receives a code num- 
ber and his column is identified with 
that number. The only one who knows 
the code number of all the salesmen is 
Mr. LeNeave. Each salesman knows 
his own number but not that of his 
colleagues. 

Four summary forms are filled out 
during the month, each showing a 
week’s sales by lines. At the end of 
the month, all the information on the 
summary forms is transferred (total 


SELECTION OF LINES to be added to list is made by 


M. N. LeNeave after market study and planning of edu- 


MONTH’S SALES by lines and by salesmen are discussed 
by Mr. LeNeave and Arnold Roark to locate weak spots and 


take remedial action. 


sales for the month by lines and by 
salesmen) to the master sheet. This 
sheet is the same as the summary 
form. The master sheet may show 
more than 20 lines if the lineup has 
been changed during the month. The 
master sheet is then reproduced on 
the mimeograph and a copy of it is 
given to each salesman to make his 
own study and comparisons. 

The sheets are distributed to sales- 
men at regular monthly sales meet- 
ings. Each salesman then learns where 
he stands in relation to other mem- 
bers of the sales staff as far as the 
performance in each line is con- 
cerned. The “standings” instill a 
sense of competition and the general 
reaction has been that a salesman 
who is low in a particular line after 
one month, usually makes a sincere 
effort to climb out of the “cellar” 
during the next month without prod- 
ding from management. 

However, this is not the sole pur- 
pose of the master sheet. Its greatest 
value, Mr. LeNeave said, is as a tool 
for analyzing and directing the sales 
staff. Volume figures are matched 
against the line potential in each 
salesman’s territory to gage more ac- 
curately the sales job the salesman is 
doing. 

For example, the master sheet may 
show that Salesman 1 did $500 in 
power transmission equipment during 
one month to top the list in that line, 
and that Salesman No. 3 did only 
$150, putting him at the bottom or 
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in the “cellar”. Such a comparison 
indicates that Salesman No. 1 did an 
outstanding selling job and that Sales- 
man No. 3 did a poor one. However, 
when each performance is matched 
against the corresponding line poten- 
tial in each salesman’s territory, the 
picture can be quite different. 


Selling Job Analyzed 


It may show that Salesman No. 1’s 
$500 volume may be only a small per- 
centage of the line potential in his 
territory while Salesman No. 3’s $150 
may represent a considerable portion 
of the obtainable business in his par- 
ticular territory. In such a case, it 
would be Salesman No. 1 who would 
be in need of more help in selling 
power transmission equipment and 
not Salesman No. 3. Of course, other 
factors such as reciprocal buying, 
desire of buyers to distribute their 
purchases among several sources of 
supply, etc., may affect a salesman’s 
performance but these are usually in- 
dividual cases for which the sales man- 
ager can make proper allowances. As 
a general yardstick, potential is a 
fairly accurate measure of sales per- 
formance. 

Using this method of analysis, Mr. 
LeNeave feels he obtains a pretty ac- 
curate estimate of the strengths and 
weaknesses of each member of his 
sales staff, line by line. As a result, 
he feels he is in a good position to 
tailor his educational, refresher and 


(Continued on page 170) 
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Co., Houston. 


INVENTORY RECORDS are the center of all control at Wessendorff, Nelms & 


THE P.A., A. G. KANE, sends orders 
air mail. It improves delivery, he says. 


(Photos by Louis F. Haynes, Wessendorff, Nelms & Co., salesman) 


- Purchasing Under Control 


Buyer says: Perpetual inventory is main control—All controls should be 


centralized—Work schedules should be drafted for all in department 


By ALLEN G. KANE, Purchasing Agent 
Wessendorff, Nelms & Co. 


Houston, Texas 


AN INDUSTRIAL supply house is prima- 
rily a service house. We, at Wessen- 
dorff, Nelms & Co., are proud of our 
record of service to the numerous fine 
friends we have served in the last 26 
years. However, friendship goes over 
the dam in any service institution 
when its control is lax or, when it does 
not have the tools in stock to take care 
of customers. Therefore, we practice 
control; without control the supply 
house either has too much or too little 
stock. By actual survey, our purchase 
control results in having what we want 
when we want it 93 percent of the 
time. We stock about 25,000 items. 

Control is our watchword in the 
purchasing department. All controls, 
no matter what they are, should be 
centralized and compact. In our pur- 
chasing department everything needed 
is within reach of everyone in the de- 
partment. By having all of our papers 
and data in a central location we be- 
lieve our efficiency is greatly increased. 

All orders received by our company, 
either by mail or by phone, are edited 
by the order service department. From 
there they go to the credit department 
for O.K. Then they’re returned to the 
order service department and are 
routed to the shipping department to 
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be filled from stock or sent on special 
order to the factory we represent. We, 
in the purchasing department, are in- 
terested primarily in the orders that 
are filled from stock. We serve as an 
information bureau and help at times 
in the editing of orders. We try to lo- 
cate items that customers require and 
we suggest sources of supply, both to 
the service department and to the sales 
department. 

Each of the four purchasing depart- 
ment members has a definite work 
schedule for each day and adheres to 
this schedule. The center of all control 
is an Acme visible record system. This 
shows the number of items we have in 
stock; there’s a separate card for each 
item and these cards are arranged by 
manufacturers. 

The first thing stock control clerks 
do each morning is assemble all of the 
previous day’s delivery tickets and de- 
duct these from the perpetual inven- 
tory. This takes three hours or less. 
Therefore, by 10 or 11 o’clock we 
know exactly what to order and on 
what items we need expediting. Our 
cards show the amount purchased, the 
date of purchase and the customer’s 
name. This method has helped to in- 
form our customers of many things. 

For example, a customer called re- 
cently and wanted the same type grind- 
ing wheel he purchased in 1943. In 
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less than five minutes we knew what 
the customer wanted; our perpetual 
inventory gave us the information. 

It aids in another way. We know 
what customers are buying, and how 
much they buy of every item in our 


' store. If this business falls off or stops, 


the sales department is informed and 
goes to work to learn why. 

Stock control clerks enter the re- 
ceived notices into the perpetual in- 
ventory and the notices are posted im- 
mediately the shipment is checked in 
by the receiving department. During 
the afternoon, the stock control clerks 
write purchase requisitions and pass 
the records on to the purchasing agent 
for O.K. The requisitions then go to 
the purchasing secretary for typing on 
our regular order form. 

Stock control clerks are responsible 
for our back order control. If we hap- 
pen to be out of a regular stock item 
a customer orders, the customer’s back 
order is posted on a part of the indi- 
vidual item card and then the custom- 
er’s order is filed in our regular back 
order file. The customer’s back order 
is posted by date and amount. 

Immediately upon receipt of the 
shipment, the back order is withdrawn 
and given to the shipping department. 
A shipment is never placed into stock 
until the stock control clerks O.K. it. 
Thus we are certain all back orders are 
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filled first. A customer’s back order 
priority is established by the date the 
stock back order is posted on the con- 
trol cards. 

The purchase order is typed in trip- 
licate—the original goes to the factory, 
the duplicate to stock control and the 
triplicate to the receiving department. 
We find this desirable. It informs the 
receiving department certain items 
have been ordered and, if these items 
are new, the warehouse has the infor. 
mation and will make room for them. 

The stock control copy is entered 
in a special column on perpetual in- 
ventory and is shown as an outstanding 
rder. 

Our order form is fairly standard. 
However, we do have a_ perforated 
acknowledgement attached to the fac- 
tory copy. We request our suppliers 
return these acknowledgements show- 
ing their estimated shipping date. 

All of our orders are sent to the fac- 
tory by air mail. We find it improves 
delivery, sometimes by as much as 
three days. There seems to be a little 
psychology involved. We believe that 
an order marked, and stamped in big 
red letters, “Sent to you via Air Mail” 
gets better attention. 

Upon receipt of invoices into our 
department, the original is passed im- 
mediately for payment, the duplicate is 
placed in the stock control files and 
the triplicate goes to the receiving de- 
partment if the shipment has not been 
received. However, if the shipment 
has been received we merely place the 
duplicate and triplicate together and 
give them to stock control. 

Since all perpetual inventory entries 
are made from received notices or pack- 
ing slips, after these entries have been 
made, the received notices go to the 
purchasing secretary who checks quan- 
tities and descriptions against the in- 
voice. If everything is in order, the 
duplicate copies are passed on to the 
accounting department. We check no 
prices or extensions in purchasing. This 
is all done in the accounting depart- 
ment. The accounting department 
matches up the duplicate with the 
original along with all bills of lading 
and freight bills, and then the com- 
pletely invoiced shipment is filed. 

One purchase order control that we 
have found to be most efficient is hav- 
ing all correspondence regarding indi- 
vidual purchase orders always filed with 
the individual purchase order. 

A great part of our expediting is 
done on a personal basis with the fac- 
tories. We found a personal letter ad- 
dressed to an individual does more 
good than penny post cards or form 
letters. 


(Continued on page 178) 





WESSENDORFF, NELMS & CO. 
MANUFACTURERS QUESTIONNAIRE* 


SIN have yaudinwesatustawhwketonauw Kebosweeneawensens ees 


Address: 
a noe ore a add wendre. kept e enw eases P.O. Bot NGO... .scccss 
ee ee ree Zone ee 


NN a eal ech Gta ca Sher Sid Ing hd 


Name & address of local and/or district representative: 


‘Wil you Giop ship to Gur customers direct? .... 66s cece ccc cedaee cds ceewes 


Name & location of nearest factory branch: ........... 00 cc cece eee ee eens 


President: 


Sales Manager: 


Advertising Manager: 


OD 56 6.on de swi wan0nde es sae due devesacaecnes eases aneene 
Whom should we address telegrams to: 
MITE GOINGS ic .cv ke hee deinen wiediesiegecee wen seceese necarens 
NOIRE 6 0nnox4h-44n kd 8 40000 519060005500406044608RR nes HHs 
PE TAI OIE ics cen des siden aewndanscceeesacuew ae oeen e's 
Whom should we phone: 


PCIE ioicc cosas cre KissGemeesinxoece seaeewewiedw needs 


Whom & how should we contact after hours: ........... 0c cee eee eee eee ee 
TV ME CRD BONO TF CCE oon cee cic ceccwmeeaveaececneeqeeetoses enone 
Do you operate on daylight time in summer? ........... 00sec cece eee eee es 
PS ED ic ke ceeeesaadesvacnncesseseaseanenaciessecansens 
Re Se ee Fe Ge OP ain ain csc cc ctcs cc vtcceesccavecssucsces 
| FEET COLTT TUT TTT UTE COTT TELL ETELTOR TEES 
Whom should we write, wire or ‘phone regarding: 

Tool applications? 


Freight Allowance Policy 


* PERTINENT DATA on each manufacturer represented by Wessendorff, Nelms 
are kept on questionnaire sheets. Of all purchasing helps devised, Mr. Kane 
believes this is the most helpful. 
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OPPORTUNITY for additional sales are suggested to the 
salesman by observing shop practices. Mr. Quinn observes a 
special carbide cutter doing a special job in the shop. 


IDEAS for quality production at lower costs has appeal to 
customer Fred Blum (Armstrong-Blum Mfg. Co.) Paul 
Schwan and John Quinn, Sterling Products Co., Chicago, 











attack the problem. 


GETTING IN ON THE INSIDE 


Chicago salesman has a formula for getting into the 


customers’ shops where sales opportunities are better 


Untess an industrial distributor salesman knows what 
goes on inside his customers’ shops; what they make and 
how they make it, he can hardly expect to make his sales 
interview a pointed one of interest to his customers. He 
can talk only generalities and that kind of sales talk never 
made a successful salesman. 

Most salesmen will agree that the opportunity for sales 
of industrial supplies, tools and equipment is far better 
when the salesman has qualified himself with the buyer 
and by so doing has earned the right to go beyond the 
purchasing agent’s desk, into the shop where he can ana- 
lyse his customer’s needs. 

How to get into shops is another story. “For obvious 
reasons, most buyers are reluctant to allow salesmen in 
their shops where orders originate,” said John Quinn, 
salesman, Sterling Products Co., Inc., Chicago. “Getting 
into the shop is sometimes a long, drawn-out process. 
Sometimes you can make several regular and periodic calls 
and thus win the buyer’s confidence. But most always, it 
depends upon the salesman; how he handles himself in 
the interview, getting at the important features of the 
plant’s production methods, suggesting improvements that 
will produce lower production costs for the customer. 

“Getting into the shop, means the salesman must plan 
his interview and: 

“Get the customer to reveal his shop problem. 
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“Present ideas for solving the problem clearly 
and precisely. 
“Get engineering help when he can’t answer the 
customers’ problems fully and intelligently. 
“Prospective customers are more receptive to the sales- 
man and his sales talk when it deals with one tool or 
machine, one which the salesman knows should be a 
part of the shop equipment. Salesmen usually can select 
a product to suggest to the buyer when he knows what 
the plant manufactures. 


Create The Lead 


“Quite often the buyer’s answer to the suggestion will 
be, “Yes, we could use one, but right now we are anxious 
to do something about our heavy castings, the set-up and 
handling time is too costly.’ That’s the cue which the 
salesman should recognize as a lead. The buyer has stated 
a definite need in his shop. Having created the lead, the 
salesman knows where his customer’s interest lies. He 
can start selling the tool that will answer the immediate 
problem. If his suggestion is practical and intelligently 
presented, he will be working toward his passport into 
this customer’s shop. 

“Sales literature does a big job in this respect. It 
helps the salesman put his ideas for eliminating the prob- 
lem, across in a clearer and more precise manner.” 
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PRESTIGE is gained when the salesman follows through 


after the sale is made. Mr. Quinn makes sure his customer’s 
shop foreman is satisfied with the tools he sold. 


After the buyer has stated his need, Mr. Quinn’s next 
move is to present the buyer with product literature on 
the particular tool he is attempting to sell; then comes 
the sales talk. 

“The customer can follow the salesman’s thoughts on 
the tool application easier if he has before him product 
literature; a graphic explanation of the tool and its uses,” 
said Mr. Quinn. 

“This stage of the interview is where customer confi- 
dence is gained or lost. If the sales talk is kept free of 
irrelevent things and geared to answer just three questions: 
(1) Is the tool suited for the job it must do?; (2) Is the 
purchase a good investment for the customer?; and (3) 
Is the firm selling the tool a responsible one? These are 
the questions uppermost in the mind of the buyer. When 
the salesman proves these points in his sales talk, the 
buyer’s confidence is won. The next order of business 
to follow is an invitation to inspect the problem in the 
customer’s shop.” 

An example of this sales technique is found in a 
Chicago plant where Mr. Quinn made a “‘cold turkey” call 
pay dividends. The buyer, a production co-ordinator with 
a healthy knowledge of tooling operations, methods and 
costs, announced his immediate problem as being the time 
lost in changing tools on horizontal boring mill opera- 
tions. Having to mill, tap and bore four sides of large 
castings, he wanted a quick method of changing tools on 
this machine, to increase its serviceability and still main- 
tain close tolerances and quality workmanship. 

Mr. Quinn recommended the use of quick-change tool 
holders which would permit a ten second change when- 
ever necessary. With these tools, the customer could 
eliminate time consuming keeper-keys and draw bars 
normally used in this operation. Recognizing the custom- 
er’s interest in his suggestion, Mr. Quinn came up with 
some product literature, then proceeded to describe how 
the tool could fit into the operation and cut costs. When 
he finished his talk, Mr. Quinn was invited to observe the 
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SALESMEN can keep abreast of new production methods 
by getting into the shop. They can build and accumulate 
ideas to pass along to other customers. 


problem at close range in the customer’s shop. 

Mr. Quinn admitted he could not compete with the 
production co-ordinator in a highly technical discussion 
of his methods problems. Sterling Products Co., however, 
maintains engineering’service. Paul Schwan, Sterling tool 
engineer, works with salesmen, solving shop problems 
dealing with the products they sell. The service usually is 
in great demand and it is always “‘on tap.” 

Mr. Quinn enlisted engineering aid. Working with the 
production co-ordinator, Mr. Schwan and Mr. Quinn 
eliminated the costly operation of moving the large cast- 
ings from one machine to the other by overhead crane. 
They used the quick-change tool holders which permitted 
most of the machining operations to be completed on one 
machine tool, the horizontal boring mill. Forty minutes 
per unit was cut from the processing time of the large 
castings and twenty-five from the processing time of a 
smaller casting unit. 


Follow Through Builds Prestige 


The final step in shop selling is follow through. Mr. 
Quinn makes a practice of calling back at the time the 
tools are delivered, or a day or two later. He believes it 
important to make sure the buyer and the men who oper- 
ate the tools are completely satisfied with their operation. 

“It builds prestige for the salesman,” said Mr. Quinn, 
“when the customer knows the salesman’s interest doesn’t 
stop with the signed order. 

“Working to get into the customer’s shop in every 
case, makes for additional sales. It’s educational in keep- 
ing the salesman abreast of new ideas and production 
methods he can pass along to other customers. The accu- 
mulation of better production methods at lower cost to 
the customer is always an appealing subject of the sales 
interview that will open the door to the shop and make 
satisfied customers.” 


Credit: Photographs by INpustRIAL DistrIBUTION, courtesy of 
Armstrong-Blum Mfg. Co, 
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1 A CONTRACTOR’S ORDER for eight exhaust fans to 
* be installed in a restaurant has Harry Wrigley busy at his 
desk with facts and figures, the fan at his elbow for reference. 


aa 


ONE FLIGHT UP at the same mill, Harry Wrigley eyes the fans he sold the firm 
* to carry off heat and vapors. The plant produces fine insulation papers used by 





HEALTH-CONSCIOUS Mr. Wrigley, and sales-conscious 
* Charles W. Blakesley, sales manager at Manufacturer’s 


Selling Co., go over the former’s plan of calls for the next day. 





5 CLOSE-UP of one of the plant’s six 
« fans a belt-driven type, an essential for 
wire, cable and telephone companies and casily affected by extreme temperature changes, driving large fans sans motor troubles. 


HEALTH—Sell It Three Ways Better 


Harry Wrigley’s sales techniques with heat- 
ing and ventilating equipment stress fresh 


air, comfort and good health. 


Heaters, fans and blowers may be different in their con- 
struction, in their mechanics, and in the results each is 
intended to accomplish, but they all produce the same 
end product—air. And that is what Harry Wrigley, 
salesman for Manufacturers Selling Co., Trenton, N. J., 
sells, air—cool air, clean air, warm air, fresh air, and good 
health generally. 

In the eastern region, in Mr. Wrigley’s area, anyway, 
he finds that opportunities for sales of fans, blowers and 
unit heaters generally knock softly. So he watches the 
“new construction” news in his area, and takes note of 
industrial projects going up; of restaurants, schools and 
similar public institutions planned or in progress. He 
keeps himself informed on local laws affecting sanita- 
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tion and health; the zoning laws and the building trades 
regulations; even the new fire and police ordnances 
recently passed, for they also may affect in-plant air. 

While Mr. Wrigley sells his heating and ventilating 
equipment for original small to moderate-sized applica- 
tions, frequently his customers will require them as supple- 
mentary sources of heat and air and install them to help 
out equipment already in the plant. 


Who Has Heater Know-How? 


For a fundamental, working, general knowledge of the 
technical end of unit heater installation, Mr. Wrigley 
goes to the manufacturer’s catalog. He’ll find there the 
answers to such customer queries as: “What's it going 
to cost?” ‘What are the construction characteristics?”’, 
“How many do you figure we can get away with?” 

For the specific technical details of installation, Mr. 
Wrigley turns to the plant’s own design or heat engineer; 
or if the sale was made through a contractor, to the lat- 
ter’s engineering department. If the order is placed with 
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A PAPER MILL customer receives a visit from Mr. Wrig- 
* ley, checking over with mechanic Warren Coulton a unit 
heater installed to protect high grade papers—and insure comfort. 


HERMAN 
netsor 


3 BACK AT THE OFFICE Harry Wrigley tells display- 
* minded G. Obert, supply manager, what to emphasize in 
a double-unit fan exhibit featuring belt and direct drive motors. 


Mr. Wrigley directly for the distributor’s carry-through, 
frequently he may call in the manufacturer’s man assigned 
to his area and together they will work out the type, kind, 
number of unit heaters required and similar relevant data. 
In short, whoever may work with Mr. Wrigley on the 
installation, the Manufacturers Selling Co. will supply 
only “the makings.” 

Mr. Wrigley relies on the design or heat engineer (the 
plant’s own man or the contractor’s man) to determine 
what type of heater he proposes to use; how many heat- 
ers; where it, or they, will be located; what steam pres- 
sure to use (if that is the system); and what is the maxi- 
mum outlet temperature to be used for the best job of 
heat distribution at the breathing line. 

For, as Mr. Wrigley reminds his customer early during 
the call, unit heaters are not selected solely on the ques- 
tion: What is their heat capacity? Heat distribution also 
is involved, as well as the velocity of the heated air as 
it leaves the machine, the volume of air sent out—even 
the noises set up in heat generation. That last can be a 
major consideration when a unit is to be installed, say, 
in an office, a lobby or a display room. The electric 
power required for the unit to do its best work also is 
a factor in determining the required Btu output. 

No one of these characteristics may be disregarded. 
Mr. Wrigley has found that all are somewhat interde- 


INDUSTRIAL DISTRIBUTION © JUNE, 1949 


pendent and a change in one affects another factor, or 
sometimes several factors. A good rule-of-thumb in 
arriving at the total Btu capacity required in any installa- 
tion is that it should exceed the heat loss (previously 
calculated) by 25 to 50 percent. 


Horsepower As Cost Factor 


The cost arguments the unit heater salesman cncount- 
crs are important; the two most commonly heard are the 
horsepower required to operate the unit, and the electric 
power consumed. Too much or too little of one or the 
other can mean future trouble in the installation. 

A salesman, let’s say, calls on an account previously 
serviced by a competitor. ‘The customer complains that 
the motor generates an excess volume of air, 4 volume 
larger than the serviced area requires. Obviously, that’s 
a waste of horsepower, and it adds to electric costs. 
Moreover, if this plant were a paper mill such as the type 
frequently called on by Mr. Wrigley in his area, along 
the Delaware River, that same excess of warm air, moving 
about in the paper storage room of the mill, would pro- 
duce an evaporative cooling effect that might dry out the 
expensive papers stored there and make them uscless for 
the job, or reduce their quality. That particular installa- 
tion, then, could be written off as darned expensive all 
around. So “cost”, particularly “first cost” is an important 
item in the salesman’s notebook on installation. 

However, the cost argument can be turned around by 
the salesman and made to work to his benefit. The cus- 
tomer who plunks for the cheapest installation he can get 
—a smaller motor, maybe—is almost certain to complain 
after the installation is in operation that (a) the warm 
air is all up at the ceiling, or that (b) the air’s uncomfort- 
ably warm generally, or that (c) the darn thing doesn't 
throw the air stream far cnough. 


Final Air The Yardstick 


In the best installations, Mr. Wrigley can rely on the 
design or heat engineer to base his facts and figures on 
“final air temperature”, and it is upon that vardstick the 
two men make their selection and installation of unit 
heaters. The experts agree that for comfort heating, with 
room air at 60 deg. F’., the final air temperature should be 
from 50 to 60 deg. F. higher, or 110 to 120 deg. F. 
Naturally the final air temperature will increase with an 
increase of steam pressure, or an increase of entering air 
temperature—and vice versa. 

Mr. Wrigley’s unit heater sales run to vertical shaft or 
horizontal shaft propeller-fan equipped types, although 
there are, in fact, three general types of heaters available 
on the market: 

(a) propeller type 
(b) vertical (down blow) 
(c) blower type 

Each has its special advantages for use in certain appli- 

cations. 





Heating Small Areas 


The propeller type Mr. Wrigley recommends where the 
location is fairly low and the required rating runs between 
10,000 and 300,000 Btu per hour. Where cost is a factor, 
the propeller type has a point in its favor over the other 
two types; it’s a bit cheaper. But it is designed to cover a 
comparatively small area; a large area would require several 
such heaters to produce the required heat. 

For large areas, for installation at a fairly high level, 
Mr. Wrigley’s thinking generally runs to the down blow 
type. It is only slightly dearer than the propeller type and, 


(Continued on page 199) 














By DONALD F. BUEHRIG, Senior Buyer 


Lockheed Aircraft Corporation 


“EVERYTHING on this earth is for 
sale, and for truth we pay most dearly. 
We barter it for love and for sym- 
pathy.” Those words are just as true 
today as they were some thirty years 
ago when spoken by that great Ameri- 
can scientist Luther Burbank. 

Let us first define the function of 
a buyer. 

His job is to buy goods and services 
at the right time, without prejudice, 
seeking to obtain the maximum value 
for each dollar expended. 

It might be well for you salesmen 
to bear that function in mind when 
making your calls. 

Let us for a moment analyze how a 
sale is consummated. 

I should say that fully 95% of all 
business transactions are based on con- 
fidence. It is impossible for a buyer 
to have expert knewledge of all the 
many items which he is called upon 
to purchase. Many of the items he 
never sees and must rely on the sales- 
man giving an honest answer to his 
questions. 

Now, when you are making your 
first call on a prospective buyer, every- 
thing that you say and do should be 
toward setting the foundation for con- 
fidence. True enough, some high 
pressure artists may make a sale by 
fast talking, but until you have estab- 
lished a mutual confidence with the 
buyer, you do not have an account. 
In your line of business there is a vast 
difference between selling some buyer 
a single item, and the selling of your- 
self, your company, and your product 
so that you will have repeat orders— 
month after month—year after year. 

Confidence is an intangible item 
—Something you cannot buy—A cer- 
tain something that must be earned 
and, once earned, should be carefully 
guarded as a most valuable asset. Con- 
fidence is seldom static. 

In your business dealings do not 
confuse friendship with confidence. 
They are entirely different. A certain 
salesman may be a very good friend 
of mine over a period of years, yet my 
confidence in his business ability may 
vary widely over the same space of 
time. Also, I may not be very friendly 
with another salesman, have nothing 
in common with him, but because of 
his record of performance, he has my 
complete confidence. Friendship may 
be classified as a social asset-—conf- 
dence a business asset. 

To get back to our subject—What 
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What Goes On In A Buyer’s Mind 


goes on in a buyer’s mind when a sales- 
man is making his first call? 

As individuals are different, so are 
their thought processes different. Per- 
haps we can best illustrate what kind 
of thinking goes on by giving a few 
illustrations of errors that are common 
to salesmen. At times these errors 
are caused by nervous tension—some 
are the result of ignorance, but regard- 
less of the cause, they destroy rather 
than build confidence. 

A salesman introauces himself with 
an apology—that he was in the neigh- 
borhood and just dropped in to see 
if he could be of any service. 





Reaction in the buyer's mind— 
‘You poor dope—I have other things 
to do than entertain salesmen who un- 
invited just drop in.’ 

Why apologize? You, as a sales- 
man, have something to sell; I, as the 
buyer, am paid to listen to your story. 

In contrast to the apologetic fellow 
—we occasionally interview the “De- 
manding Type’—you know—the fel- 
low who thinks the world owes him a 
living. Recently a young chap came 





into the office and after the usual in- 
troduction, told me that about a year 
ago he formed a new company. He 
then blurted out: “Now what I want 
is Lockheed as my ‘Bread and Butter 
account’.” I suppose he would find 
someone to supply the entree, and 
then maybe on Saturday he would nail 
someone for the dessert. I could find 
no reason why we should be honored 
to be the bread and butter account 
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when, up to that time, I did not know 
what the man was selling or if we had 
any need whatever for his services. 
Nothing had been said that would 
build confidence in my mind. 

Next there is the type of salesman 
who has cased the grounds thor- 
oughly, has gone to all the depart- 
ments, made his pitch and then, armed 
to the guard, comes to the buyer ex- 
pecting to be paid off. 





Reaction in the buyer’s mind, de- 
pending on his temperament, would 
be something like this: ‘Here is a 
smart guy who has forgotten or never 
knew the rules of salesmanship. I 
guess it will be up to me to put this 
fellow in his place’. And in a some- 
what sarcastic manner, proceed with 
a lecture informing him that the buy- 
ing is done in the Purchasing Depart- 
ment and not in the Engineering, 
Traffic, Personnel or some other de- 
partment. 

All of the back-door selling has been 
in vain. Nothing has been accom- 
plished to create confidence, and it will 
take more than one call to straighten 
out the damage. Just as some sales- 
men like to boast about the way they 
put over a tough deal, so do some 
buyers gloat over the opportunity of 
putting a salesman in his place. 





(Continued on page 210) 


Mr. Buehrig’s article was published 
originally in booklet form. INpusTRIAL 


DistriBuTION is grateful for Mr. Buehrig’s 
permission to reprint it—The Editors. 
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\/LAST LONGER...WE SAW THEM MADE" ' 


et Say visitors to Osborn Plant during Triple I ndustrial: : 
. Supply Convention in Cleveland, Ohio 








SPN Le GA, 


N April, Cleveland, Ohio, played host to 
hundreds of distributors and manufacturers 
who came to the 1949 Triple Industrial Supply 
Convention. And dozens of distributors accepted 
an open invitation to visit The Osborn Manu- 


*S'Oye fe 





facturing Company, home of better built brushes | = 
for ind Frank A. Morrison and E. B. Timm of the 
OF UGUEEY. Jennison Hardware Company, Bay City, Mich. 


For many distributors it was truly an amazing 
and enlightening experience. The majority of 
these men witnessed for the first time the intri- 
cate, precise operations involved in the produc- 
tion of the world’s finest brushes for industry. 


They saw greater value being built into brushes, 
value in terms of selected raw materials, honest 
workmanship, and rigid adherence to standards 
of quality for the finished product by sharp-eyed 
inspectors. 


It is our belief that the basic factors of quality, Herbert F. Mills of the H. W. Mills Company, 
: ‘itn Passaic, New Jersey. 
consistent value and company stability are the 
requisites to a profitable distributor-manufacturer 
telationship...a precept we have held to for over 
50 years. 


THE Os80RN MANUFACTURING COMPANY 


Dept. 152, 5401 Hamilton Avenue Cleveland 14, Ohio 























*. ” ; ¥ " 
WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY D. M. Edgerly, Jr., Interstate Machinery & Supply 
Co., Omaha, Nebraska and Richard R. Schultz, 
POWER DRIVEN BRUSHES * PAINT BRUSHES * MAINTENANCE BRUSHES : 
The Osborn Manufacturing Company. 
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THE SALES INDICATOR—Supply Sales — in February, an increase of 12 percent. But in April the indi- 
in March rose to 330 on the index from 288 _ cator dropped to 317, thus losing part of the gain. 


Supply Sales Trends 




















----194 
— 1948) —--1947 


FM 
ORDERS PER WORKING DAY for March were 
111 and orders per salesman per day were 8.2. For 
April orders per working day went down to 101 and 
orders per salesman remained about the same—8.5. 





54 


North North 
Month Pacific Western Central South Atlantic 


Sales M 248 293 358 368 46 
Indicator A 278 338 320 


50 


90 11.9 42 
71.7 10.5 
38 


$14,700 t r 16,900 15,800 
$10,600 13,200 12,700 


Orders per Sales- M 
A 
M 
A 
Size of . 7 $54.80 F i 36.40 37.10 
M 
A 


man per Day 


Volume per 
Salesman 


34 
Average Order $34.10 5 42.30 35.70 


Orders per 
Working Day 


30 
109 ---- 1949 
92 


26 
—— 1948 —=-—|947 
JF M A _M A 
SIZE OF AVERAGE ORDER for March was 
REGIONAL TRENDS for March were all up, the $37.80, down $3.70 while volume per salesman was 
South reporting the largest gain. In April the South lost $15,300, also downward. In April the size of order was 
some of the gain in line with the loss reported by most constant at $37.30 and volume was $13,000, continuing 
regions. the downward trend. 


54 0 139 
48 140 
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(Without pipe legs, 
vise and die-stock) 


These Oster Portable Power Pipe Machines offer 
VALUES! VALUES SELL! But what ARE "'Values''? 
Competent buyers say "Values are a combination 
of well-built products at fair prices." Take a look 
at how perfectly Oster Portable Pipe Machines 
measure up to that definition of "VALUES." 


No. 422 “Power Vise Stand” 
$160.00 is the unequalled low price of this high 
quality power drive for converting hand die-stocks, 
cutters and reamers to power tools. No other 
machine of its type has its combination of features 
at so low a price. 


Standard threading range is '/g" to 2" pipe. With special 
drive shaft, the range is up to 6" inclusive. 


No. 502 “Pipe Master’ 


$325.00 is the sales-winning price of this strictly 
modern, COMPLETE, portable power threader. 
Among its exclusive features is the Oster" SPINFAST" 


No. 502 “PIPE MASTER” 


$325 


(Without wheel stand) 





Ne. 582 *1oy, "isms « 


‘595 


(Without floor stand) 


Front Chuck that eliminates need of a chuck wrench. 


Standard threading range for pipe is !/4""to2". Extra pipe range 
Vg". With the special drive shaft, the range is up to 6" inclusive, 


No. 582 “Tom Thumb” 
$595.00 is the price of this complete, portable 
pipe threader, the most advanced machine of its 
type available today. Features include ball bearing 
construction, the new "SPINFAST" Front Chuck and 
the new quick-cutting, roller-type, cut-off Device. 
Standard range is '/" to 2" pipe. Extra range '/g" pipe. 
With special drive shaft, the range is up to 8" inclusive. Bolt 
range is /4" to I'/2". 
There you are, Mr. Industrial Distributor's Salesman, 
three quick answers to the Buyers’ Market" you 
face today. Get ALL the facts about the Oster 
Portable Power Pipe Machines NOW! Write for 
illustrated catalogs which give you the "info" 


you need to know to point out WHY these machines 
offer your customers TOP VALUES! 


Engineered and Manufactured by 


THE OSTER MANUFACTURING CO. 


Main Office and Factory: 2041 East 61st St., Cleveland 3, Ohio - 
BRANCH SALES OFFICES: NEW YORK ® CHICAGO e PHILADELPHIA e LOS ANGELES 


LEADING PRODUCERS OF PIPE THREADING TOOLS AND MACHINES SINCE 1893 
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Stcel, electric power, manufacturing payrolls and cotton consumption all were down. 


Keeping Up With Business 


Kaplan Sees New Markets 
For American Industry 


Large markets now exist into which 
new products can be introduced, ac- 
cording to A. D. H. Kaplan of the 
Brookings Institution, Washington, 
D. C., speaking before a production 
conference of the American Manage- 
ment Association recently. One such 
market with vast potentials was the 
air-conditioning equipment industry 
—whose progress Mr. Kaplan de- 
scribed as “creeping slowly since 
World War I.” 

Air-conditioning equipment, he 
pointed out, should be sold as widely 
today as automobiles—provided pro- 
duction and sales were planned to 
reach 30,000,000 families and several 
million factories and offices where such 
equipment is needed. 


New York Federal Reserve 
Sees Many Dangers Passed 


There is no logical reason why the 
progressive disappearance of the artifi- 
cial wartime stimulants to demand 
should cause alarm, according to the 
Federal Reserve Bank of New York. 
Commenting on the outlook for eco- 
nomic stability, the bank’s annual re- 
port asserts the nation now has outrun 
many of the problems of reconversion 
which might have caused an upset. 

If the subsidence of post-war ex- 
cess demand should promote invest- 
ment designed to cut costs, the pros- 
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pects for peacetime economic stability 
in the United States would be mate- 
rially strengthened, the bank contin- 
ues. It points out that expected 
expenditures for the first quarter of 
1949 were more than 5 percent 
greater in dollar volume than actual 
disbursements made for plant and 
equipment in first quarter of 1948. 

“If a pervading conviction should 
develop that the end of inflation 
meant depression, however, it could 
swiftly lead to substantial curtailment 
regardless of the underlying economic 
prospects.” The economic justifica- 
tion for that state of mind was not 
apparent at the beginning of 1949; the 
scattered instances of lavoffs and sales 
resistance last year and in the early 
part of this year received considerable 
attention primarily because they had 
been a rarity through the vears of sur- 
plus demand. 


Family Income 
Averages $3,000 


Families in the United States had 
an average “median” income of 
$3,000 in 1947, according to a report 
issued recently by the Bureau of the 
Census, Department of Commerce. 
This represents an increase of about 
20 percent over the figure of $2,500 
for 1944, and family incomes in 1947 
were higher than in any previous year. 

In two out of every five families, 
women accounted for some share of 
the family income. In one-fourth of 
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the families they made 25 percent or 
more of the family income. 

About one out of every three of the 
total (37,000,000) families reporting, 
had two or more paid workers in 1947. 

There were wide differences in the 
income gains of farm and non-farm 
families between 1944 and 1947. Dur- 
ing the period the median income of 
urban families increased by about 15 
percent and that of rural-nonfarm 
families increased by about 18 per- 
cent. In contrast, the increase in the 
median income of rural farm families 
was about 54 percent. 


BRIEFS: 


. . . One in every eight married per- 
sons in the United States in April, 
1948 had been married more than 
once—giving the lie to the old saw: 
“once bitten, twice shy.” 


.. . American industry will spend 
18.3 billions in 1949 on plant and 
equipment. 


... The number of households in 
America in 1948 exceeded 40 million. 


. . . Since 1939, prices of iron and 
steel have risen only two-thirds as 
much as the average of all commodi- 
ties. 


. . . There are more than 3,200 fas- 
teners (nuts, bolts, screws and rivets) 
in your new automobile. 
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James McGraw, Inc., of Richmond, Va., the distributor 
who sold these traps, finds that with the Yarway Impulse 
Steam Trap, sa/es got hotter, too! 


Their customer, Richmond Piece Dye Works, where more 
than 35 Yarway Impulse Steam Traps are on the job, says: 


“Because Yarway Traps discharge continuously on heavy 
condensate loads, they bring our big dryer up to desired 
temperature quickly, and their intermittent discharge on 
lighter loads keeps it hot—improves efficiency.” 


Yarway’s acceptance is growing by leaps and bounds. 
More than 600,000 have been purchased in the few years 
since their introduction. 


Yarway’s sound Sales Policy of Selective Distribution 
makes sales territories secure— powerful advertising makes 
selling easy. 


YARNALL - WARING CO., 111 Mermaid Place, Phila. 18, Pa. 


Ask about the Yarway 30-minute color and sound motion picture with Lowell 
Thomas speaking—available for group showings. 





bait Samet eis Naeger 


YAR WAY IMPULSE STEAM TRAP 
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INDUSTRIAL propucrion— Moderately Lower 


Business and trade have moved 
moderately lower in the past few 
months. Compared with the Novem- 
ber peak (1948), the total index is 
down about eight or ten percent. This 
is the picture overall, of course, and 
it represents no unexpected nor seri- 
ous decline. It does, however, conceal 
wide variations in activity across the 
nation, both by industries and by re- 
gions. Where activity is down, as in 
textiles, home appliances, etc., and 
where these industries dominate the 
local picture, it is reflected in the 
distributor’s own sales records. Where 
activity is reported “high”, as in iron 
and steel, automobiles, etc., distribu- 
tors in the region also report continu- 
ing “good business.” The coal produc- 
tion “vacation” of last March shows 
up in the index (see chart above) but 
that industry has returned to its orig- 
inal high rate of output, with bene- 
ficial results all around. 


Unemployment Tide Ebbing 


The tide of unemployment—which 
apparently hit its peak in February and 
turned lower—can be expected to ebb 
further in the months ahead. 

Consumers who opened the year 
spending fewer dollars in retail stores, 
today are buying close to the large 
physical quantities of goods purchased 
at the peak of their buying in 1948. 
Dollar totals remain about the same, 
but inventories are on the “slight” 
side, presaging increased orders to 
manufacturers in order to replenish 
short stocks. 

Homebuilding activity, which has 
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tapered off since the turn of the year, 
is expected to quicken considerably as 
seasonal demand makes itself felt in 
the market. Builders are on the record 
with plans to erect about as many 
units this year as in 1948—and prob- 
ably at slightly lower prices since sev- 
eral important “costs” have come 
down, like lumber, nails, etc. As of 
the moment it looks as though the 
dollar volume of home construction 
this year won’t be off less than 10 
percent from that of last. Physical 
volume should be about the same in 
1949 as it was in 1948. 


The Bumps in 1949 


Recent declines in the business in- 
dicators bring to mind the mild dip of 
two years ago, suggesting some sort of 
seasonal post-war pattern is evolving in 
the economy. There was a definite 
“bump” in the opening months of 
1947; which was repeated in Febru- 
ary 1948; and has repeated itself again 
in January-February 1949. 

The next important “bump”—if 
the pattern holds—should fall along 
about July, and again seasonal factors 
will be responsible. A good part of the 
anticipated drop in the production in- 
dexes will result from summer vaca- 
tions across the country, and unem- 
ployment figures will rise because 
teen-agers will be out of school and 
on the market, hunting summer jobs. 

On the debit side is the anticipated 
opening up of outdoor work over the 
summer months and into the fall, and 
the optimistic effect of such seasonal 
influences as increasing automobile 
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sales and production, the upturn in 
building contract awards, the high 
level of personal income and expendi- 
tures, the improved situation at the 
retail level, and the sudden spark of 
adventure that has taken hold at the 
inventory level. 


What Next? 


What happens following Labor 
Day depends on federal government 
decisions on such things as taxes, out- 
lays for defense, lend-lease, and simi- 
lar “hot” items in the budget. 

The dollars-and-cents effect on the 
national economy made by the federal 
budget can have a decisive influence 
on business capital expenditures late 
this year and into 1950—and such 
expenditures are among the economy’s 
strongest supports. 

The Commerce Department still 
sticks with its survey which showed 
that business will spend only slightly 
less in the last six months of the year 
than it spent in the first half. But 
underlining its figures is business’ own 
assumptions that (a) the present levels 
of activity will be maintained, and (b) 
taxes won’t be increased. If that holds 
true, business may end the year having 
spent more in 1949 than in 1948. 

So government holds the kev. A 
“hands off” policy on taxes and ap- 
propriations can mean that the overall 
level of business activity will remain at 
a high level into 1950, though at 
slightly lower than the peak of last 
year. ‘l'ax increases of any magnitude, 
on the other hand, can do some real, 
perhaps irreparable damage. 
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“sure save handling time” 


All along the line, from distributor to user, comments 
on National’s new packages are enthusiastic. Consider 
all these advantages of handling this popular line 
of fasteners: 
1. The most complete line made by one manufacturer 
—means convenience and economy in ordering, uni- 
nets formity in packaging and labeling. 
Wood Screws 2. New, easy-to-read labels help your people handle 
Stove Bolts stock faster—less chance to make mistakes. The simple 
Carriage Bolts hag code re too. ; -— 
© Cap Screws . “National” packages are as strong and serviceable 
Machine Bolts as they are good looking. Dirt and fingerprints don’t 
Tapping Screws show on these shiny black boxes. 

, Lag Bolts 4. Uniformly high quality of “National” Fasteners 
© Cotter Pins keeps customers happy, whether screws, bolts, nuts 
Products Include or cotters. 


se CHESTER HOISTS Do you have our “‘Easy-to-find”’ Price List? 
Ask your Distributor 












» Machine Screws 


“National” 
HODELL CHAIN 








THE NATIONAL SCREW & MFG. CO. 


O\AF, 7 4 Cleveland 4, Ohio 
‘Vational, } ) 


HEADED AND THREADED 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 So. Garfield Ave., Los Angeles 22, Cal. 
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... record all incoming telephone calls 
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Calls are recorded on sheets identical to company’s order blank except for color. 


WHENEVER anyone in the office of the 
Screw Machine Supply Co., Chicago, 
answers the telephone he writes up a 
memorandum on a yellow sheet, iden- 
tical in every way to the company’s 


white order blanks except for color. He 
writes down the name, the company, 
the date, details of the conversation, 
delivery promises, quotations of prices, 


and anything else of importance. In 
case the call is merely an inquiry the 
yellow sheet is filed with that com- 
pany’s correspondence. Whenever the 
call results in an order, the order 
number is written in and the sheet is 
turned over to a typist to be written 
up, entered, and eventually filed away 
with the customer’s orders. Regardless 





N. L. Solie explains use of the sheet. 


of how many yellow sheets are only 
partially written up and thrown in the 
waste basket, N. L. Solie said that the 
company had found it well worth 
while to have these records of all in- 
quiries and orders because they had 
almost eliminated errors and over- 
sights. Mr. Solie reached for one auto- 
matically when the phone rang. 


..- facilitate the handling of V-belts 





The use of these racks make it easy to locate V-belts to fill customer’s order. 


Ken Hart, salesman with Utility and 
Industrial Supply Co., Jackson, Mich., 
demonstrates the ease with which 
V-belts can be located to fill a cus- 
tomer’s order. The entire cleanly 
painted white wall space of a room 75 
feet by 18 feet is given over to V-belts 
hung on inexpensive and most satis- 
factory racks. 
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These racks are constructed in the 
following way. A 14 x 7 in. board is 
39 in. from the floor. Holes 1 in. in 
diameter, 8 in. apart and 47 in. from 
the floor are drilled at a slight down- 
ward angle so that the 1 in. dowell 
when inserted into position will be 
] in. to 14 in. higher on the outer end. 
A triangular wooden brace is fastened 
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A wooden support is used in construction. 


to the back board directly under the 
dowell and a 7 in. metal band of strap 
iron is bolted to the underside of the 
dowell and screwed to the back board, 
directly under the wooden support. 
(See illustration for details of con- 
struction.) The next rack above this 
is constructed in the same way with a 
space of 25 in. between back boards. 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 


eae 
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They resist 
OXIDATION by air, oxygen, ozone— 
have outstanding resistance to aging. 






They resist 
HEAT—cre exceptionally stable at 
temperatures up to 250° F. 


@- & 









They resist 
SUNLIGHT AND WEATHERING—in oa 
class by themselves in resistance to 
rubber’s worst enemies. 








They resis? 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 













They resis? 
ABRASION, CUTTING, CHIPPING—ore 
tough and durable under severe serv- 
ice conditions, 












FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories...new, unusual applica- 
tions of neoprene, Write E. |. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-6, Wilmington 98, Delaware. 

















Courtesy: M. B. Manufacturing Co., Inc., 
New Haven, Connecticut 






For example: 



















Vibration dampeners of tough, 
resilient neoprene resist oil, 
flex-cracking and aging 


Vibration causes many plant head- 
aches. It can foul-up precision machin- 
ing jobs; may be a source of constant 
annoyance if transmitted through the 
building structure to other depart- 
ments. Often, vibration causes exces- 
sive wear on machinery itself. 

**Isomode” pads, shown installed un- 
der an elevator motor above, may be 
an economical and effective solution for 
many of yourcustomers’ vibration prob- 
lems. In tests, these pads have reduced 
transmitted vibrations from operating 
machinery as much as 72%. The pads 
are designed for easy installation. And 
they have another important sales fea- 
ture, too. They’re made of neoprene, 
the chemical rubber made by Du Pont, 
which resists deterioration from oil, 
grease and heat. Neoprene withstands 
flex-cracking and aging, has low perma- 
nent set under load. These are effective 
and convincing points which make sell- 
ing easier. 

You'll find neoprene used in other 
top-quality rubber products, too... in 
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many kinds of hose, in sheet and strip 
packing, in transmission and conveyor 
belting, and for rubber components and 
cable jackets on tools and machinery. 
While Du Pont does not make any fin- 
ished products of neoprene, we'll be 
glad to put interested distributors in 
touch with manufacturers. Write to 
E. I. du Pont de Nemours & Co. (Inc.), 
Rubber Chemicals Division C-6, Wil- 
mington 98, Del. 















Sales Tips From Salesmen . . . study the operation and 


size up the situation . . . use the formal approach . . . don’t miss the boat with larger concerns 





B. J. ALLEN: 


Bearings Bear Watching, 
Watching Brings Sales 


“In saw mills, as in any other type 
of large industrial plant, uniform, 
steady production depends very much 
on bearings,” said B. J. Allen, sales- 
man for the Southern Oregon Bearing 
Sales Co., of Medford, Ore. 

“When a bearing gives out, and 
fifty or a hundred men are idle, time is 
of the utmost importance. We must 
know what bearing can be installed 
and provide it from stock, or else get 
it with the minimum delay. By 
thorough work on the part of all sales- 
men, we are able to keep a complete 
card record of all the machines used 
in each plant. While it is impossible 
to index all the individual bearings, we 
do know what bearings the various 
machines require and carry stock on a 
comparative basis. Therefore, in mak- 
ing my rounds of the plants I consider 
it most essential to devote a large part 
of my time just studying the opera- 
tions, and trying to anticipate where 
trouble is most likely to occur. 

“When the time comes, the price 
of a bearing means nothing. To get 
the work under way again means 
everything, so I try to study each ma- 
chine and make up my mind in ad- 
vance what bearings now used on a 
machine can be replaced by other 
types in an emergency, so as to give 
the quickest service. Sometimes a very 
high quality, and a high priced bearing 
can replace an ordinary one with the 
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advantage not only of starting up 
sooner but of being a real saving in 
the long run because of its better 
qualities. By taking advantage of such 
opportunities I can gradually improve 
the customer’s installation from the 
bearing standpoint.” 





HARRY A. POWERS: 


Better Too Formal 
Than Too Informal 


“It is necessary to assume an under- 
lying reason for a customer to buy—- 
personal, the house or the merchan- 
dise—” said Harry A. Powers of the 
Miller & Stern Supply Co., San Fran- 
cisco. 

“It cannot be the merchandise al- 
ways. Often, it is the salesman him- 
self—how he conducts himself in the 
presence of the buyer. 

“You never hurt your chances by 
being normally dignified and formal in 
approach. By being too informal, you 
may kill a sale without knowing it. 
So, I never sit down in a man’s ofice— 
unless he is a very close personal friend 
—without being asked. Opening from 
a standing position, if he is at all in- 
terested in me, my house or the 
merchandise he will ask me to sit and 
talk the matter over. The sign is then 
favorable. If not, I cut it short and 
hope for a better opportunity next 
time. 

“Probably I am swayed because of 
previous experience in purchasing. Fre- 
quently I had salesmen drop into a 
chair for a long talk when I was not 
ready to buy. Some would even perch 
on the edge of my desk. At that time, 
I made up my mind that if I ever too! 
up selling again these were things I 
would not do.” 
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E. G. CUTSHALL: 


Large Contractors Do 
Favor the Local Dealer 


“Our area has fallen heir to a very 
large construction project now under- 
way”, said E. G. Cutshall, who is sales 
manager of the Hopper Machine 
Works in Bakersfield, Calif. The name 
of the company is not indicative of all 
of its operations since it is a large dis- 
tributor of steel and general industrial 
supplies and equipment. “This project 
is the steam generating plant of the 
Pacific Gas & Electric Co”, Mr. Cuts- 
hall continued,” which will ultimately 
cost over $26,000,000, and will con- 
tain a number of 101,000 h.p. generat- 
ing units. It is being built by the well 
known engineering and construction 
firm of Stone & Webster. 

“Some might presume that a large 
contractor of this type doing business 
on a national scale would have access 
to stocks that would not permit the 
local industrial distributor to get much 
of a chance on anything but emer- 
gency materials. It has been our ex- 
perience, however, in this instance par- 
ticularly, that such a contractor is as 
favorably inclined toward the local dis- 
tributor as the government was during 
the war. 

“To begin with, the contractor has 
to be certain that the distributor's 


stock and facilities will measure up to | 


a job of that size and also that the 
prices will be in line. Literally hun- 
dreds of tons of steel would be re- 
quired, and we were called upon to 
show our stock, facilities for handling, 
and sources of supply. This led to sev- 
eral conferences with our supplier in 
order to submit a base price quotation 
plus freight to the project. Having 
established the fact of our steel ware- 
(Continued on page 172) 
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the market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 
and constantly expanding. Almost every one 
of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 
WASHERS. 

One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. ~~ 


KANTUNK 





THE BEALL HELICAL SPRING WASHER is the only 
type that has adequate “live action”, regardless of wear, 
breakdown of paint, scale, rust and bolt stretching. 

Nationally advertised to industry and purchasing agents. 

IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 
metals. 


=SNON-LINKE 
OSITIVL. 
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William W. French 


W. W. French Dies, 
Dodge Mfg. Ad Manager 


William W. French, aged 57, adver- 
tising and sales promotion manager of 
the Dodge Mfg. Corp. for the last 27 
years, died on Friday, May 6, a few 
hours after undergoing major surgery. 

Mr. French was born in Madison, 
Wis., April 24, 1892, and moved to 
South Bend 28 years ago. 

He was one of the founders of the 
National Industrial Advertising Asso- 
ciation. He also was very active in 
the Power Transmission Council and 
served as its president in 1940. 

He is best known to our field as a 
member of various committees of the 
American Supply and Machinery 
Manufacturers Association. He served 
on the Marketing Methods Commit- 
tee in 1947 and *48, and on the Proj- 
ect Planning Committee during 1948 
and ’49. 

Among his many affiliations was his 
work with the Mishawaka Camp Fire 
Girls and American Red Cross. He 
was president of the Mishawaka Coun- 
cil of Camp Fire Girls and was presi- 
dent of Region No. 9, which included 
Camp: Fire groups in Illinois, Indiana, 
Michigan, Ohio, West Virginia and 
Kentucky, and was a member of the 

national board of directors of Camp 
Fire. 

He was chairman of the board of di- 
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rectors of the Mishawaka Chapter of 
the American Red Cross; a member 
of the Engineers Club of St. Joseph 
Valley; a past commander of American 
Legion Post No. 161, and a member 
of the board of directors of the Mish- 
awaka Community Chest. 


Two-Building Project 
Expands R. C. Duncan Co. 


A $150,000 building project (an 
office and warehouse building and a 
second building to be erected in the 
near future) has been gotten under- 
way in an expansion program of the 
R. C. Duncan Co., Minneapolis dis- 
tributors of industrial supplies, tools 
and equipment. 

The office and warehouse building 
will be located on the northeast corner 
of Thirteenth Avenue S. and Fourth 
Street. The second building will be 
located on nearby railroad trackage to 
house carload materials. 

The Thirteenth Avenue structure 
will measure 150 by 175 ft. and will 
give the firm considerably more space 
than it has in its present location at 
411 Washington Avenue, N. The en- 
tire office will be air-conditioned, and 
the building face will consist largely of 
plate glass. Window areas not devoted 
to display will be composed of glass 
blocks. 


AN ARCHITECT’S DRAWING of the $150,000 office and warehouse project 





Paul Watts 


Skilsaw Names Paul Watts 
General Sales Manager 


Paul Watts has been appointed gen- 
eral sales manager of Skilsaw, Inc., 
Chicago manufacturer of portable elec- 
tric and pneumatic tools. He will 
shortly move his headquarters to the 
company’s recently enlarged plant and 
main offices in Chicago, after serving 
22 years in the electric tool field in 
San Francisco territory. 

Mr. Watts has been with Skilsaw 
for nine years, and he has been Pacific 
Coast manager since 1947. As general 
sales manager he will direct the activi- 
ties of 53 men operating out of 26 
branch offices throughout the country. 





PES BIS 





planned by R. C. Duncan Co. shows the modern, roomier facilities that will feature 
plate glass picture-windows for display and air-conditioning. 
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Full- power B&D-built universal 
motor. 


A perfectly balanced tool; easy 
for operator to control for light 
or heavy work. 


Heat-treated, spiral beveled 
gears, match-lapped for smooth- 
ness, spline-mounted for strength. 


Commutator, bearings and switch 
sealed against abrasive dust or 
dirt from the work. 


All ball-bearings on steel inserts 
and grease-sealed for longer 
life. Needle roller bearing at 
back end of spindle. 


Patented spindle lock for speed 
and ease in changing accessories. 
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Sell the exceptional versatility of Black 
& Decker Portable Electric Sanders . . 
for cutting costs on all kinds of jobs, 
from fast, rough sanding and satin- 
smooth finishing to grinding down welds 
and removing rust! Sell their fine engi- 
neering, longer-wearing parts, husky 
construction . job-tested features 
hailed by thousands of users! It’s a 
double-barreled sales approach that’s 
sure to ring the bell with production, 
maintenance and construction men! 


WY <3 
sm> LEADING DISTRIBUTORS ve 
eer ; 


?P Yack &L Wb DYy? 


Versatile B&D Sanders drive abra- 
sive discs, ‘‘Whirlwind” Wire Cup 
Brushes, saucer grinding wheels and 
rotary gouging and planing heads .. . 
give you profitable accessory sales. You 
can sell three models: 7” Standard, 7” 
Heavy-Duty, 9” Heavy-Duty. And 
we’re backing you up this month with 
hard-hitting Sander advertisements in 
leading industrial publications. The 
Black & Decker Mfg. Co., 617 Penn- 
sylvania Ave., Towson 4, Maryland. 


pees SELL 





PORTABLE ELECTRIC TOOLS 





DRILLS BENCH GRINDERS 
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R. C. Neal Co., Inc. 
Promotes Grunder In Sales 


Frank J. Grunder has been pro- 
moted to the position of sales man- 
ager of the R. C. Neal Co., Inc., 
Buffalo, N. Y. Mr. Grunder joined 
the Neal organization over a year ago 
as assistant sales manager. 

In his new position, he will have 
complete charge of all sales activities 
of the organization, including the co- 
ordination of the efforts of the 
Rochester, Syracuse and Elmira offices 
with those of the Buffalo home office. 

Frank S$. McCoy, secretary of the 
company and managing director who 
has returned after a short leave of ab- 
sence, will reassume responsibility for 
office and order department activities. 


Carborundum Changes 
District Sales Personnel 


The Carborundum Co. announces 
the following changes in district sales 
office personnel: 

R. P. Colosi, presently office man- 
ager of the Buffalo district sales office, 
has been appointed office manager of 
the Cleveland district sales office to 
succeed H. P. Erbe, who now is office 
manager at Pittsburgh. 

H. E. Morrill, supervisor, branch in- 
ventories, has been promoted to the 
position of office manager of the Chi- 
cago district sales office to succeed R. 
J. Nemec. 

R. J. Nemec has been appointed 
office manager of the St. Louis district 
sales office to succeed A. L. Fischer. 
Mr. Fischer has been assigned import- 
ant duties with the St. Louis office 
organization. 


Black & Decker Mfg. Co. 
Promotes Service Personnel 


R. A. Lomas, service engineer for 
the Black & Decker Mfg. Co. of Tow- 
son, Md. has been transferred from 
their Seattle branch to the Los An- 
geles branch, acting in the same capac- 
ity. He will supervise all service activi- 
ties in Southern California on Black & 
Decker, Van Dorn, and Home-Utility 
portable electric tools. 

G. S. Ellis has been promoted to 
service engineer to fill the vacancy cre- 
ated by Mr. Lonas’ transfer. — 


Abrasive & Supply Moves 


The Abrasive & Supply Co. recently 
moved into its new building at 821 
West Milwaukee Avenue, Detroit 2, 
Mich. 
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STEEL SHELVING, in stacks 7 feet high for easy access, are featured in the ware- 








house, with a place for everything and everything in its place. 


Carey Machinery & Supply Goes to the Suburbs 


THE SALES OFFICE features the last word in modern air-and-light conditioning, 


and a sales meeting room especially designed for that purpose. 


For the past several years, the man- 
agement of Carey Machinery & Supply 
Co., Baltimore, Md., has felt that the 
time was past when it was necessary 
for a machinery and mill supply house 
to be located in the down-town section 
of large cities. Recently, they did 
something about it—and found them- 
selves operating more efficiently in 
their new quarters than they had in the 
old. 

In the early part of 1948 the firm 
purchased a building, located at 3501- 
17 Brehm’s Lane, which seemed to 
meet all its requirements. After many 
major improvements to the plant, the 
big task of moving its large stock of 
supplies and machinery was gotten 
underway. That task completed, the 
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firm invited its customers, supplies and 
friends to an “Open House” to cele- 
bate the occasion. 

Among the many features incor- 
porated in the new plant are: large 
display room and store, plenty of 
parking space for customers; more efh- 
cient operation, due to the fact the 
facilities are all on one fisor: improved 
loading and unloading facilities; bet- 
ter and more efficient shipping and 
receiving facilities; all-steel storage 
bins, 7 feet high, which meant that 
all stock could be reached from the 
floor; larger and more modern office 
and telephone order department; vast- 
ly improved salesmen’s quarters and 
a large room designed especially for 
sales meetings. 
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and Shop Tools... . 
Tie-up with the Billings line in ’49. 
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Alert Distributors are taking advantage 
of these attention-getting, action creating 
advertisements to create new business and 
to build repeat orders for Billings Wrenches 
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AN HONORABLE MENTION Award for “Most Informative Booth” was received 


by Chicago Precision at the Chicago P. A. Products Show. 





| ee Se Ne 
PRESIDENT’S CUP is received by S. M. Jankowski, sales- 
man, (left) of New Haven, from D. J. Ridings, president 
of the Porter-Cable Machine Co., for being first to make 
his quota in the annual national sales contest held by the 
company. 






LITTLE BROTHER of the world’s largest foundry shakeout 
is presented to Massachusetts Institute of Technology as a 
gift from Hewitt-Robins, Inc. Howard T. Taylor, right, 
assistant professor of metallurgy, accepts the shakeout from 
Audie P. DeVita, left, product manager of foundry sales. 









WORTHINGTON Pump & Machinery Corp., Holyoke, 
played host to thirteen mechanical engineering students of 
the senior class, University of Massachusetts. The group, 
accompanied by two faculty members were officially 
welcomed to the plant by E. M. Detwiler, works manager. 


NEWLY ELECTED PRESIDENT of the Holyoke Indus- 
trial Association, William Turner (right) is shown with 
E. C. Tucker, Frederic Snyder, C. H. Kent, retiring presi- 
dent, and Mayor Toepfert. Mr. Turner is assistant treasurer 
of the Chase & Cooledge Co., Holyoke. 
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A MESSAGE TO AMERICAN 


“Give us the tools...” 


INDUSTRY ®@ 


75th OF A SERIES 


The 81st Congress Can 
Halt the Administration’s 


SOCIALIST PROGRAM 


L his speech at Massachusetts Institute of Tech- 
nology, Winston Churchill said that America’s 
possession of the atomic bomb is all that has 
kept Soviet Russia from overrunning Europe and 
bombing London. 


Our State Department knows that there has 
been another deterrent to aggressive warfare by 
Russia and a deciding one. That deterrent is the 
superior industrial strength of the United States. 
But once Russia approaches our industrial 
strength, then watch out! For Stalin or no Stalin, 
there will be trouble. Therefore, the simple table 
below is worth every American’s careful reading. 
It shows in percentages what Russia did with 
her national income in 1948 and what we did 
with ours: 





USA 





Civili WO occ ccccscccccess 60% 79% 
New capital equipment and 

public works ......+sseeees 21% 12% 
Foreign aid ....cccccccccccees 2% 
Defense ....ccccccccccescecs 13% 5% 
Building of inventories and 

war stock-piling ............ 6% 2% 


These figures for Russia come from The (London) 
Economist, Britain’s influential economic journal. 





These figures are estimates based on informa- 
tion from behind the Iron Curtain, and so can- 
not be checked directly. But they fit with what 
is known of Russian development. 


The table shows that Russia is straining every 
resource to build up its industrial strength. When 
Russia’s effort is measured in dollars, and com- 
pared to ours, the figures show: 


Where we spent $20 to $21 billion for new 
industrial plants and equipment last year, the 
Russians spent $12 to $14 billion. 


But while we used about $9 billion of this to 
replace old equipment, the Russians spent no 
more than $2 billion for replacing old equip- 
ment. The Russians had much less worn-out and 
obsolete equipment to replace. They could con- 
centrate their efforts on expanding their indus- 
tries and buying new equipment. 


So—we used only $11 to $12 billion to 
expand our industries. 


And the Russians used almost as much to 
expand theirs—$10 to $12 billion. 


Russia is gaining industrial strength as fast as 
we are—and may soon be gaining faster. The 
more she gains and the faster she gains on us, 
the greater is the danger of war. 


continued on next page 














American industry is pushing modernization 
and expansion hard. It is doing an heroic job. 
McGraw-Hill’s recent survey* shows that industry 
already has in hand plans to build plants and 
buy equipment in the next five years adding up 
to $55 billion. Industry plans that investment — 
and much more —if it can get the money. 


On those plans of industry depend our national 
security. 


If these plans of ours are cut back, the 
Russians will be years closer to their goal of 
industrial equality —the strength that they need 
to wage aggressive war successfully. 


But more and more our industry’s plans are be- 
ing menaced by socialist policies in Washington. 
The President continues to urge a further increase 
in the tax on corporate profits, even though 
federal taxes alone now take 38 cents of every 
dollar of profit. He wants $3 billion more in 
taxes on corporate profits now, plus added per- 
sonal taxes. 


Last year corporations spent almost two-thirds 
of their profits—about $13 billion—for new plant 
and equipment. This year corporation profits will 
be lower than last year’s $21 billion, perhaps by 
20 per cent. Subtract a fifth or more from last 
year’s profits. Then adopt the President’s pro- 
posal and take $3 billion more in corporate 
taxes and you raise havoc with planned ex- 
penditures for new plant and equipment. 


Approval by Congress of the President’s tax pro- 
gram would cut industry’s program of plant and 
equipment development by a third or more. That 
means a major blow to our prosperity as well as 
our national security. For as capital investment 
goes, So goes general prosperity. 


Further serious damage would be done by 
Congressional approval of the President’s indus- 
try-control bill. The so-called Stability Act of 





*A complete report on our national survey may be 
obtained by writing McGraw-Hill Publishing Co., 330 
West 42nd St., New York 18, N.Y. This is one of 
a special series of editorials on industry’s needs for 
new plants and equipment. 














1949 (the Spence Bill) would severely check 
industrial progress. That bill would put the fed- 
eral government in the business of providing the _ 
added industrial capacity which the tax program 
would prevent private industry from doing for 
itself. It would be hard to conceive a better and 
surer way to dry up private investment in new 
plant and equipment. For every dollar of govern- 
ment investment will scare away many times 
more dollars of private investment. People will 
not want to risk their money in businesses com- 
peting with the U.S. Treasury. At the same time 
it will attack private investment in another way. 
It means that government would spend your in- 
come for you instead of allowing you to spend 
or invest for yourself. That is the high and quick 
road to socialism. 


American industry needs right now great 
courage and incentives if it is to carry out its 
tremendous building program. It needs also a 
release from the program of a socialist admini- 
stration in Washington with its systematic dis- 
couragement of enterprise and risk taking. 


Above all, industry needs assurance by the 
actions of the 81st Congress itself that there is 
a future in this country for a system of dynamic 
capitalism, functioning in a free society. By acting 
now to strengthen the American people’s faith in 
their industrial system, by providing needed in- 
centives for management and investors, by pro- 
tecting industry’s capacity to buy new equipment, 
the 81st Congress can sustain American indus- 
trial progress and keep us united and strong. 


But if we kill freedom of industrial planning and 
action by unneeded taxes and government con- 
trols we put ourselves—and our friends all over 
the world —in dire peril. 


Nothing would please the Communists more. 





President, McGraw-Hill Publishing Company, Inc. 









































"YALE HOISTS 


PREFERRED,".. . 


says this Ford dealer 


NINE Yale Spur-Geared Hoists in the service 
department of a single automobile dealer! The 
men prefer them because of “ease of operation 
and speed of lift.” 


The facts point up two things: (1) automobile 
service shops are ideal prospects for the most 
efficient of all hand chain hoists; (2) when you 
sell Yale Spur-Geared Hand Hoists, the “pay 
off” works two ways. You “cash in” on every 


sale; the new hoist owner cuts his costs. 


There’s real money for you in the automobile 
dealer market. With more cars on the road than 
ever, all dealers have a mammoth service prob- 
lem. Some need Yale hand hoists; others can 
use Yale electric hoists. But whatever they 
need, you can help them take care of customers 
easier, faster and more economically. So put 
automobile dealers on your “must see” list— 
and “bring home the bacon.” 


THE YALE & TOWNE 


MANUFACTURING COMPANY 


PHILADELPHIA DIVISION 
PHILADELPHIA 15, PA. 






INDUSTRIAL DIAL SCALES . 





HOISTS — HAND AND ELECTRIC ° 
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TRUCKS —HAND LIFT AND POWER 








ro sELL More 


What’s your haul on rope 


sales lately ?—and don’t spin 
a yarn in reply. Block that 
competition. Tackle these 
questions, then truck over to 


Page 170 for the answers. 





1. Match the following types of rope: 
|] staging rope 

C) hayfork rope 

C) tow line 

C) spinning lines 

C] belt-shifting rope 

With the following industries or 
ficlds where they might be used: 

(a) in oil well drilling; coupling 
and uncoupling pipe 

(b) in scaffold work, building, 
painting, etc. 

(c) on machinery to shift belt 
drive from idler to driven 
pulley and vice versa 

(d) down on the farm 

(c) for moving autos, trucks 
and other mechanical 
equipment in tow. 


2. Which of the following types of 
rope might be used in oilfield oper- 
ations? 

O cat lines 

QO) drilling cables 
Q) spinning lines 
O derrick lines 


3. Most ropes used for industrial pur- 
poses are standard, four-strand, 
left hand lay. O True. O False. 


4. Before you order your customer’s 
rope you'll want to know the load 
weight it will lift, and for safety’s 
sake order a rope to carry: 

L] twice the weight of the load 
0 five times the weight of the 
load 


C) ten times the load weight 


5. One of the signs of internal wear 
in a rope is powdered fibre, found 
by twisting open the strands of 
the rope slightly. 

O True. C False. 


6. For greater strength and perma- 
nence, you will suggest that two 
tropes be fastened together: 

CL] by knotting the two ends 
| 1 by splicing the two ends 
(] by whipping the two ends 


7.The term “whipping a rope” 
means: 
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Rope. you NEED THE ANSWERS 








ES la ot = 


Workmen with know-how coil rope sans kinks and with ease when they follow the “ay.” 


O) beating the water out of it 
in sunlight to dry it out 

QO unravelling a kink 

O) binding rope cnd with fine 
yarn to prevent unravelling 


8. One of your customers orders a 
three-strand standard lay rope to 
move materials in crates that aver- 
age a working load of about 360 
Ibs. for each crate. The rope you 
would specify would have a mini- 
mum breaking strength of: 

O 1000 Ibs. 
) 1400 Ibs. 
O 1800 Ibs. 


9.On any block and tackle job (in 
materials handling, for instance) 
use the largest blocks practical and 
specify ropes that will run free but 
not loosely. O True. O False. 


10. Transmission rope usually is: 
Q three-strand rope 
C) four-strand rope 
CL) six-strand rope 


11.In power transmission, for any 
given load, the larger the rope di- 
ameter the fewer the ropes re- 
quired. O True. O False. 


12. The driving power of a rope two 
inches in diameter: 

QO is equal to two ropes one 
inch in diamcter 

QO) is equal to four ropes one 
inch in diameter 

O is equal to six ropes one 
inch in diameter 
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1) 


.In general, when your customer 


intends to use rope for power 
transmission, the usc of a “V” 
groove is recommended for both 
driving and driven pulleys. 


O True. O False. 


. The diameter of the pulley should 


not be less than: 
(1) 10 times the rope diameter 
(1) 20 times the rope diameter 
L] 30 times the rope diamcter 
O 40 times the rope diameter 


. When applying rope to sheaves or 


pulleys, the coupling should be 
located in the tight side of the 
rope. O True. O False. 


. Which of the following substances 


would you look for, in-plant, as 
possible causes of injury to some 
transmission rope you sold last 
week to a customer: 

0 acids 

O) graphite 

2 linseed oil 

{] paint 

D tallow 


17. The best way to dry rope that has 


become wet: 

C) is to bake it in a temperature 
controlled oven 

(1) is to uncoil it in the sun to 
its full length 

L] is to drape it loosely over 
pegs placed high enough 
to keep it clear of the 
ground. 
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HANDY-PACKS in standord small lol, 1" Mac 
¢ 


i Ques 
liners conten sizes. fOF exa 
° 














® No change in standard case Cases of HANDY-PACK car- 
: -_ riage, machine or lag bolts 
®No change in case quantities can be ordered and de- 
livered in carload or less 

® No change in bolt quality than carload lots. 















® No change in carton size 
@ No change in carton quantities Cv" "hread corriage and 
machine bolts have nuts 


a A A Se Ee 
—"T ® No change at all in customer's _sttached as always. 
‘ regular method of ordering 









for circular <4 NOW... 
describing Handy- § ) for the first time 
| HANDY-PACK 


Pack advantages 
in detail. 


Specify 
Handy-Packs in 


all your orders.. 
starting today! 


° ihe 
circle @ a. 





| BUFFALO BOLT COMPANY 
| North Tonawanda, N. Y. 


Sales Offices in Principal cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 





acieiaeiesianiastententenenten 
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NEW PRODUCTS 





WITH SALES 
POSSIBILITIES 




















Ceramic Surface Plate 


Will Not Give Expansion Troubles, 
Warp, Deform or Deflect under Load 


A new ceramic surface plate affords 
three distinct advantages: extreme 
wear-resistance, a precisely flat surface 
guaranteed to be within .0001-in. and 
a continuously smooth surface fin- 
ish. The plate, furnished in standard 
sizes from 5 to 24-in., will not warp 
or deform, give expansion troubles or 
deflect under load. Its smooth, semi- 
glossy surface is neither slippery nor 
sticky and has been proved ideal for 
blueing. The flatness combined with 
smoothness of the plate shortens the 
time required to take readings on an 
indicator and its accuracy permits exact 
duplication of readings. The plate is 
non-magnetic, will not sweat or cor- 
rode under any atmospheric condition 
and may be cleaned easily with soap 
powder and water. — Norton Co., 
Worcester, Mass.—Industrial Distribu- 
tion, June 1949. 


Swing Clutch 


Keeps Band Round, 
Full Surface Contacts Drum 


A new swing clutch is now furnished 
as standard equipment for swinging 
and traveling on the manufacturer’s 
locomotive cranes. The outside band 
clutch has been redesigned to keep 
the band perfectly round, enabling 
its full surface to contact the drum. 
This has been done by using a double 
tandem clutch, consisting of two half 


132 


bands rather than one full band. Each 
half band is actuated by separate air 
cylinder, both air cylinders being con- 
trolled by a single valve. With these 
half bands, it is a simple matter to 
hold proper shape during installation 
and keep the entire band surface in 
contact with the drum, avoiding high 
spots and jerky operation.—American 
Hoist & Derrick Co., St. Paul, Minn. 
—Industrial Distribution, June 1949. 














Pressure Tank 


Equipped with Regulator, 
Gage, Valve & Outlet 


A 2-gallon pressure tank is completely 
galvanized, inside and out, is painted 
on the outside and has a concave bot- 
tom with a reinforcing skirt. The top, 
having a working pressure of 50-lbs. 
per sq. in., is made of heavy-duty cast 
iron painted to prevent rusting and is 
attached to the tank with four high 
tensile brass swivel bolts. The tank 
comes equipped with a forged brass 
regulator, full-size pressure gage, com- 
bination blow-off relief valve and a 
brass material outlet. All fittings are 
standard pipe thread sizes throughout. 
Black Mfg. Co., Baltimore, Md.— 
Industrial Distribution, June 1949. 
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Packaging Tape 


Has Acetate Film Backing, 
Needs No Application Equipment 


The toughness of a new type of fila- 
ment tape for heavy-duty packaging 
is due to a construction in which 
thousands of threadlike filaments rein- 
force the backing. Designed with ace- 
tate film backing instead of paper, the 
tape is waterproof and thinner than 
paper-backed tape, making it easier to 
handle and enabling packages banded 
with it to slide freely. Caliper of the 
tape is 7-9 mils and it has a tensile 
strength of 180 Ibs. per inch of width. 
‘The filaments (more than 5,000 per 
inch of tape width) are continuous ele- 
ments of high-strength rayon fibre and 
run lengthwise with the tape, parallel 
to each other. They are permanently 
imbedded in a resilient shock-proof 
rubber adhesive. The colors available 
are black and transparent.—Minnesota 
Mining & Mfg. Co., St. Paul, Minn. 
—Industrial Distribution, June 1949. 


Adjustable Reamers 


Feature Replaceable, 
Carbide-Tipped Cutting Blade 


A new line of adjustable carbide-tipped 
reamers is available in sizes from % 
to 4-in. with straight, taper shank or 
shell type. The reamers feature a_re- 
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Lummins 


Value lool / 


LIST PRICE 


SCAST ALUMINUM FRAME 


3 


$ 7B GEARED CHUCK 







WERFUL UNIVERSAL MOTOR 






ROLLER AND BALL THRUST BEARINGS 







PRGGER-TYPE SAFETY SWITCH 


DNLY 11% INCHES OVERALL 







@ WEIGHS JUST 4% LBS. 










&; 





1S SELLING FOR 25% MOREI™ 







for feature, Model 425 is the value profits. They're attracting both old and .new 
the %-inch electric drill field. customers with this latest addition to the grow- 
@ sensible selling combination of leading ing Cummins line . . . the coming line! 

ill features and built-in values—priced right — Yoy can get all the details on Cummins’ 
the button for TODAY'S market! aggressive advertising and sales cooperation, 
That's why so many Cummins jobbers are now selective distribution policy and discounts by 
enjoying the steady repeat sales that increase writing or wiring today. 


PORTABLE 


WINNS TOOLS 


DIVISION OF CUMMINS BUSINESS MACHINES CORPORATION 
4740 NORTH RAVENSWOOD AVENUE - CHICAGO 40, ILLINOIS 
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Industrial distribu- 
tors receive steady 
backing from 
Winter ads like 
this. They appear 
regularly in such 
leading industrial 

| publications as 

AMERICAN 

| MACHINIST, 

| MACHINERY, THE 

TOOL ENGINEER, 

WESTERN 

MACHINERY, and 

MODERN MACHINE 

SHOP, with a 





ALWAYS AT YOUR SERVICE 


YOUR LOCAL DISTRIBUTOR carries a 
complete stock of WINTER Taps on his 
shelvées—as close to your tapping prob- 
lems as the telephone on your desk. 


tlle Ss hints St in 9 LA Lb Sided. Pern oretrwe 





WINTER BROTHERS COMPANY Division of the Netional Twist Drill and Toel Company 


Rochester, Michigan, U.S.A. Distribetors in Printipal Cities + Branches in New York, Detroit, Chicago, San Francisce 
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WINTER STRAIGHT SHANK TAPPER TAPS are 
recommended for fast, clean, high quantity 
production in nut tapping machines. They 
are furnished with plain round shanks 

at regular prices, and are also available 
with squared end, Acme Type “‘C"’, 

or National Interchangeable Ring Lock 
shanks at additional cost. In carbon steel, 
they are stocked in fractional sizes from 4" 
diameter to 1'/.” diameter, and in 

machine screw sizes from Screw Gauge 
No. 4 to No. 12—all with cut thread only. 
In high speed steel, they are stocked in 
fractional sizes only, from 4” diameter to 
1” diameter, with choice of cut thread or 
commercial ground thread. Winter also 
manufactures bent shank tapper taps, and 
a complete line of other taps, including hand, 
chip driver, machine screw, nut, pipe, 
pulley, and stove bolt taps, as well as a 
full selection of dies. 
















MACHINIST, MACHINERY, THE TOOL ENGINEER, ‘WESTERN — 
MACHINERY, and MODERN MACHINE SHOP—magazines with a 
total circulation of 114,453. It is part of the consistent sales support 
‘National gives to its industrial distributors. 


ATIONAL METAL CUTTING TOOLS 


ON THE JOB 


NATIONAL INTERCHANGEABLE COUNTERBORES 
are rugged, efficient, and adaptable. The simplicity 
of design of the spline-taper drive is one of its 

best recommendations. Taper shank and socket for 
alignment and rigidity; spline keys for jam-proof 
and twist-proof performance—that is all there is to it. 
Equal ruggedness, positive driving, and 

accurate alignment are obtained in the spline 

drive of NATIONAL INVERTED SPOTFACERS. 

Pilots fit snugly in the cutter; driving is accomplished 
through splines that are part of the pilot, bearing 
against slots in the cutter. The cutteris retained by 
solicl shoulders on the pilot, yet removal is easy. 
National also makes solid counterbores, and a full 
line of standard and special rotary metal cutting 
tools, including twist drills, reamers, milling 

cutters, end mills, hobs, and special tools. 


“NATIONAL 








° 
d 
and, 
ATIONAL metal cutting 
yror cutting tools or any other 
any NATIONAL TWIST DRILL AND TOOL COMPANY ¢ Rechester, Michigan, U.S.A. 


isce ; Distributors in Principal Cities + Factory Branches: Ne York © — * Detroit + Cleveland + San Francisco 




















placeable cutting blade—one piece of 
carbide, heavily backed with high- 
speed stcel, runs the full length of the 
blade. The cutting edges are diamond 
lapped. Threads are precision ground 
to permit close blade adjustment. Max- 
imum cxpansion allows greater num- 
ber of regrinds. Special safety lock-nut 
permits easier replacement and positive 
locking of inserted blade.—Wendt- 
Sonis Co., Hannibal, Mo.—Industrial 
Distribution, June 1949. 


Pump 


Available in 8 Sizes, 
Has Only 4 Principal Parts 


A paper stock pump comes in 8 sizes 
to provide a capacity range from 175 
to 8,000 gallons per minute at heads 
up to 140 ft. It is available in cast iron 
alloy, bronze, stainless steel fitted or 
stainless steel throughout. Main fea- 
ture is the simple design—the pump 


has only four principal wetted parts. 
The entire rotating assembly can be 
removed without disturbing cither the 
suction or discharge piping connec- 
tions. Although the standard nozzle 
arrangement of | the pump is horizontal 
suction with vertical discharge, its de- 
sign permits five alternate discharge 
nozzle positions which can be easily 
set up in the field to meet require- 


ments. — Allis-Chalmers, Milwaukcc, 
Wis. — Industrial Distribution, June 
1949. 





Grommet 


All-Steel Construction 
Provides High Safety Factor 


A cable-laid grommet with double 
splices is made entircly of preformed, 
improved plow stcel wires and is said 
to give flexibility comparable to manila 
rope and complete freedom from 
crankiness. It can be uscd in the same 
types of hitches as manila rope. The 


high strength of the all-steel construc- 
tion permits use of smaller diameters 
than would be necessary with fibre 
ropes and provides a high safety factor 
of 5 to 1. The grommet is furnished 
in diameters from 9/32 to 14-in. with 
cated caguciions "P to 53 tons in bas- 
‘an Chain & Cable 
Co., Bridgeport, Conn.—Industrial 
Distribution, June 1949. 





Electrical Thermometer 


For Remote & Multiple Indications, 
Employs Resistor Bulb 


A new electrical thermometer is a 
ratio-type instrument with a scale over 
5-in. long, showing quick response 
to temperature variations. It is de- 
signed for usc on 100-130 volts, 50-60 
cycles AC and is not affected by nor- 
mal line voltage variation. The ther- 
mometer can also be supplied for use 
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(Continued on page 140) 
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Quality control in every step of the 
manufacture of Hewitt Hose and 
Belting builds customer confidence 
for you. 


It is the reason why the most exact- 
ing users of hose and belting have 
specified Hewitt products for years. 
They know that for nearly a century 
Hewitt has pioneered in the design 
and engineering of many industrial 
rubber products. 


Remember, too, that Hewitt backs 
you with trained field technicians 
whom you are free to call upon for 
engineering advice to your hose and 
belting users. Reason enough why 
Hewitt enjoys such long association 
with its major distributors! 


As a Hewitt distributor you also 
capitalize on a complete line of Hewitt 
Hose and Belting. Compare the out- 
standing Hewitt franchise advan- 


HEWITT-ROBINS 'HR 


a ae $25 
i. 


tages which are listed at the right. 


Write for complete details about 
your sales and profit opportunities 
as a distributor of Hewitt Hose and 
Belting. Address Hewitt Rubber 
Division, 240 Kensington Avenue, 
Buffalo 5, New York. 


HEWITT 





HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE « BELTING e PACKING 


> 
ait 
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6 REASONS 


WHY YOU CAN PROFIT WITH 
HEWITT HOSE AND BELTING 








1. Cust confid Preferred 
by many of the largest and 
most particular users for gen- 
erations. 


2. Advanced engineering. You 
benefit by nearly 100 years of 
Hewitt experience in develop- 
ing improved hose and belting. 


3. Top quality. Quality control 
in every step of the manu- 
facture of Hewitt Hose and 
Belting gives you a big sales 
advantage. 


4. Complete line. Asa Hewitt dis- 
tributor you offer an outstand- 
ing product for almost every 
hose or belting need. 


5. Technical service. A_ skilled 
staff of Hewitt field technicians 
is as near to you as your 
telephone. 


6. National advertising. Hewitt 
supports you with a steady 
flow of sales-stimulating 
messages in leading business 
papers. 


INCORPORATED 
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COMPARE THIS HYDRAULIC JACKING METHOD with use 





is controlled to a thousandth of an inch . . . no sudden 





of mechanical jacks. The result can save accidents, time 
and money. Note above how a 50-ton Blackhawk Hy- 
draulic Jack can be operated by ove man, with a short 
handle, in a cramped spot. That’s because Blackhawk 
Jacks, being hydraulic, have about double the efficiency 


accidental. lowering and no manual “working down.” 
Mechanicals are still used by habit on many jobs better 
served by hydraulics for fast, safe lifting. It’s good busi- 
ness to recommend a change over to hydraulics. In doing 
so, remember that Blackhawk Hydraulic Jacks bring 


of the average mechanical jack. Lifting. and lowering 





DEFICIENCIES AND ILLS OF MOTORS and other devices are 
many times caused by improper nut and bolt tensions. 
Biackhawk’s 6 Torque Indicators (including the above 
for 1000 ft. Ib. pulls) solve such problems. 





benefits found with no other hydraulic jack. 





PORTO-POWER UNITS POWER HOME-MADE PRESSES. By 
3 using a 50-ton Porto-Power hydraulic unit in this low- 
cost shop-built press, all the advantages of a normally 
expensive piece of equipment are being gained. 
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Sa a ica . . ) 
“*MOTORIZE” HYDRAULIC EQUIPMENT. Blackhawk's new 
& electrically-driven hydraulic pump is shown above oper- 
ating a Blackhawk Pipe Bender. It replaces hand pumps 
for speedy, effortless operation of hydraulic equipment 
requiring up to 10,000 p.s.i. Big time-savings created. 











— the “‘midget’’ Porto-Power ram exerts 4-tons of power 
to push out a stubborn tool holder inside a turret lathe. 
Push, pull, clamp, lift, spread, bend with Porto-Power. 


ARM THE SET-UP CREW WITH HYDRAULIC POWER. Above 


SPEED UP ASSEMBLY WORK WITH SOCKET WRENCHES — In 
8 place of rigid wrenches, build up combinations to fit the 
job. Blackhawk Socket Wrenches have a patented ‘““LOCK- 
ON” device. Combinations cannot accidentally disengage. 


Ve 


ly 









5 APPLYING “‘MEASURED” HYDRAULIC POWER is often re- 
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quired procedure when fabricating metal parts. A low- 
cost gauge on the Porto-Power pump registers ‘Lbs. 
Total Load” pressure being exerted by the 20-ton Porto- 
Power Ram in this shop-built fixture. 





a standard yoke furnished for the 10-ton Porto-Power 
Ram. Above it presses out the king pin from the axle 
of an industrial tractor. The ram is all-directional. 


7 HERE’S A PORTABLE “PRESS”? — It's built in seconds with 


. - - Sell These SHORT CUTS Throughout Production, 


Maintenance, Engineering 


No matter who your customer is, chances are 
strong that your Blackhawk line holds a good idea 
for him. And these good ideas get around 
especially fast these days . . . because leading 
magazines carry picture pages (as shown here) 

on Blackhawk “Short Cuts”. Blackhawk 
specializes in building low-cost, wide-utility, 
portable equipment. It’s “good sales policy” 

to show your Blackhawk catalogs and their 
money-saving ideas to every customer on your list. 


BLACKHAWK MEG. CO., Dept. M-1769,Milwaukee 1, Wis. 
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BOND 





® This improved bond is start- 
ing another trend in the abra- 
sive industry. Used only in 
Chicago Grinding and Mounted 
Wheels—the result of half: a 
century testing and experience. 


FV Bonded Wheels will pro- 
duce finishes that are superior 


and have a lower RMS without sacrificing production. 





® AVOID OBSOLESCENCE ® 
Stock and sell the latest in wheels—Chicagos made with FV Bond. 
It will mean a steady flow of profitable business from your customers. 


RAPID SERVICE. 
While we realize you must have a good-size stock of Grinding and 
Mounted Wheels on hand at all times, we are in a position—through the 
increased facilities of our modern new plant—to give you the finest 
delivery service on your orders. 
Write for Free Literature and Attractive Franchise open on all 
nationally advertised Chicago Wheel products. 


CHICAGO WHEEL & MFG. CO. 
1101 W. MONROE ST., DEPT. MB, CHICAGO 7, ILL, 
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New Products 


(Continued from page 136) 





on DC. A sensing clement, known as 
a resistor bulb, is employed. With 
the incorporation of a selector switch 
and multiple bulbs, a number of tem- 
perature measurements are possible 
using but one indicating instrument. 
—Weston Electrical Instrument 
Corp., Newark, N. J.—Industrial Dis- 
tribution, June 1949. 

















Pumping Unit 


Double Discharge Volute 
Assures Efficient Priming 


A new, self-priming pumping unit con- 
sists of a self-priming centrifugal pump 
close-coupled to an air-cooled gasoline 
engine. A double discharge volute is 
said to assure efficient priming, and a 
mechanical seal eliminates the con- 
ventional stuffing box and packing 
gland. ‘The pump is equipped with an 
open-type impeller for dewatering 
service where some small splids may 
be encountered. The unit is recom- 
mended for any water application re- 
quifing capacities from 75 to 250 
g.p.m. at a 110-foot head and the unit 
is said to be especially useful for flood 
protection during power failures. — 
Gardner-Denver Co., Quincy, Ill.— 
Industrial Distribution, June 1949. 


Cutters 


Shape Machined on Arc 
Assuring Cutting Without Burning 


Production type two-wing cutters offer 
the operating advantages of circular or 
involute (flattened arc, cam-profiled ) 
relief. The shape is machined into 
the cutter on an arc that assures clean 
cutting without burning. The same 


(Continued on page 144) 
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A machine shop superintendent was satisfied 
when the cut-off blades on this job lasted 3 

hours before regrinding. He was satisfied, that is, 

until he discovered that MO-MAX High Speed 
Ground Cut-off Blades lasted 5 hours under identical 
conditions. > MO-MAX is a molybdenum high 
speed steel with superior cutting qualities. Time after 






time it has proved its ability to cut faster, “stand up” 
f longer, and reduce costs. A C@eeland Service Represent- 

ative will be glad to give a demonstration in your plant, with- 
out cost or obligation. Ask our nearest Stockroom, or... 


Teleph I 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street » Cleveland 14, Ohio 
: Stockrooms: New York 7 © Detroit 2 « Chicago 6 © Dallas 1 + San Francisco 5 « Los Angeles 13 
iy E. P. Barrus, Ltd., London W. 3, England 


ASK YOUR | NDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland TOOLS 





= \ 
| L_FwFI sn15) 


An 
Lk W LULU Y 
DISTRIBUTORS EVERYWHERE 


are ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
INDUSTRIAL DISTRIBUTION © JUNE, 1949 141 











142 


ANNOUNCING THE NEW 








CHECK THESE 


EXCLUSIVE 


FEATURES... 


SAFETY-LOCK SWITCH—positive protection 


against accidental starting. LONG-SHAFT TRANSVERSE MOTOR- 
JINIQUE SHOCK-ABSORBER GEARING har- MOUNTING transmits as much as 25% extra 
nesses the added power of these great new power, supports blade on oversize ball bearings 


; : ' from one side of the tool clear to the other. 
saws, gives extra life to motor, gears, spindle 


and blade. 
EXTRA WIDE REENFORCEL TEEL SAFETY 
BASE for better balance—easier to handle, 


far safer to use. 


ee 2 


c ALCDOTL TT =a . re 
ECiIEV DEP ANI =v LES 





In plain sight when you use them—out of = . ae ee 
° 
the wy when you don t. Always accurate. ‘ Max. Depth of Cut..... 2%" Max. Depth of Cut..... 2%" 
45° Depth of Cut....... 1%" 45° Depth of Cut....... 1%" 
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with exclusive Long-Shaft Transverse Motor Mounting 
for EXTRA POWER and LONGER TOOL LIFE 


Ready now—alter two years 
of laboratory and field tests. 
See the great new Silver Line 
Saws at your nearby Thor 
distributor. 






lve? Little 


Max. Depth of Cut... .2"4" 
45° Depth of Cut.......2%2” 





INDEPENDENT PNEUMATIC TOOL COMPANY 


Avrora, Illinois 
Export Division. 330 West 42nd Street, New York 18, N.Y. 
Birminghom Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
los Angeles Milwaukee New York Philadelphia Pittsburgh St. Louis St. Poul 
Salt Lake City Seattle San Francisco Toronto, Canada Sao Paulo, Brazil London, England 


PORTABLE POWER 
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(Bassick Door-Openers ) 


To Bigger 


Caster Business | 


“Floating-Hub” Casters 
Absorb shocks, eliminate shimmy, pro- 
tect loads, give longer life to equip- 
ment. An outstanding, exclusive Bassick 
development that has opened up vast 
new fields for caster selling. 





Position Locks 
Anchor rolling equipment securely 
where desired. “Stop or go at the touch 
of a toe.” A Bassick exclusive that gets 
extra business by meeting an impor- 
tant need of all industrial caster users. 








Grooved-Wheel Casters 


With angle iron track, they comprise a 
simple, flexible, economical materials- 
handling system. Bassick leads in ex- 
tending the applications of Grooved- 
Wheel Casters throughout industry. 





These Bassick ‘‘door openers” not 
only offer highly profitable sales op- 
portunities in their own right... 
but by meeting ordinary, everyday 
needs with out-of-the-ordinary effi- 
ciency, they give your salesmen new 
and different talking points... and, 
by widening the range of caster use- 
fulness, provide a decided edge over 
competition. Backed by Bassick’s 
extensive national advertising 
to your customers, that means more 
caster sales . . . more related sales... 
bigger profits for you. THE BASSICK 
COMPANY, Bridgeport 2, Connec- 
ticut. DIVISION OF STEWART- 












2> oe 
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ee 


WARNER CORPORATION. 
In Canada: BASSICK DIVISION, 
Stewart - Warner -Alemite Corpora- 
tion, Ltd., Belleville, Ontario. 


aR 


It pays to heed 

This tale I’m telling: | 
Bassick : 

“Specials” 
Aid your 
selling! 


railed 
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true original shape and dimensions are 
cut right up to the last sharpening. 


| The larger rake, or cutting angle, 


shears or shaves but doesn’t scrape. 
Tungsten tool steel, deep hardened 
and oil tempered, is used in the safety 
cutters which come in authentic, full 


| sized commercial shape. The average 


diameter of 34-in. means higher pe- 
ripheral speed.—Boice-Crane Co., ‘To- 
ledo, Ohio—Industrial Distribution, 


June 1949. 





Grinder-Buffer 


Motor Will Not Burn Out 
Even When Overloaded 


A new grinder-buffer is powered with 
a 4 hp, 3400 r.p.m. capacitor start, 
capacitor run motor. According to 
the manufacturer, this motor will not 


burn out even if it is repeatedly over- 


| loaded. Standard equipment includes 


a 6-in. grinding wheel on the left-hand 


| side and a 6-in. wire brush on the right- 


hand side. Ball bearings are of the 


| sealed-for-life type which require no 


lubrication.—Baldor Electric Co., St. 
Louis, Mo.—Industrial Distribution, 


June 1949. 
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ALOYES="2 LVES 


are all over the place at V.C.C. 








Aloyco 20 Gate Valves on inlet and dis- Aloyco 20 Gate Valves on acid storage Aloyco 20 Gate Valves in acid control 
charge of 98% acid pumps at 225° F. tank discharge. to sample boot at 120° F: 

















Aloyco 20 Gate Valve in discharge Mr. Hilton, Foreman, operating Aloyco Aloyco 20 Gate Valve on inlet to drying 
from 98% acid storage tanks—operates 20 Gate Valve on acid sample and tower. 
about twice per year but never sticks. drain line. 





loyco Valves are just about everywhere in the contact 
sulfuric acid plant of Virginia Carolina Chemical Cor- 
poration in Birmingham, Alabama. A few of the many  Aleyce Flanged Gate 
P ° ° ‘ ‘ ‘ ‘ Valve No. 111, 150 
applications in this contact sulfuric acid unit are shown in jp. sizes 14” to 12” 


the photographs above. inclusive. Available 









in 18-85, 18-8SMo, 
Aloyco 20 and other 
corrosion-resistant 
alloys. 


Mr. Hilton, the Foreman, says: ‘‘Aloyco Stainless Steel 
Valves are the best that money can buy.”’ Certainly Mr. 
Hilton has had ample experience with Aloyco and other 
makes of valves to back up his opinions. 


We believe that you, too, will find Aloyco Corrosion- 
Resistant Valves ‘‘the best that money can buy.” Specify 
Aloyco on your next requisition. 


ALLOY STEEL PRODUCTS CO., dite. ~ 


1306 W. ELIZABETH AVE., LINDEN, NEW JERSEY — HCAGO: HOUSTON, 10s ances, 


WILMINGTON, DEt. 
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Sxtoa SERVICE FOR 
H DAIRIES and PACKING 
! PLANTS... 

liza SMILES FOR YOU 


. —T _ | Cup-Type Goggles 


Feature Thermoplastic Cups 
And Moulded Rubber Headband 


; A new cup-type goggle features 
# | moulded thermoplastic cups which are 
| said to give the strength and dura- 
4| bility of commonly used substances 
%| with 30 to 40 percent lighter weight. 
| The cups are engineered to fit both 
left and right eye areas snugly and 
| gently and have broad contact  sur- 
faces which eliminate “pressure spots”. 
| Another feature is the moulded rub- 
| ber headband which holds the goggle 
firmly with 30 percent less tension. 
It will not kink, curl or twist and has 
no buckles or sharp edges. The slip- 
disc size adjustment is quick and 
| simple——Chicago Eye Shield Co., 
Chicago, Ill.—Industrial Distribution, 
| June 1949. 





































































Steel Extinguisher 


~ | Light in Weight, Available 
“MULCONROY Sichit... WHERE OTHERS S, ! In Soda-Acid & Foam Types 


A new stainless steel fire extinguisher 
is said to solve the problem of efficient 
operation of a standard 24-gallon ex- 
tinguisher—its weight. This product 





3329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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Fourth in a series of 
usual Grinding 
eel Operations 
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@ This machete, known by the natives of Central America as the 
“Collins Knife”, is used for slashing through jungles, on sugar and coffee 
plantations . . . and for self protection. It is sharpened to a razor-finish 
and is standard “dress” equipment for nearly all natives. 

Whatever YOUR grinding problem may be, BAY STATE can solve it . . . fast. 
Your customers demand the best. Sell them the best . . . sell BAY STATE. 


If you are not now carrying an abrasive line, or contemplating a change, write 
us for details. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Mass. U. S. A. 


Branch Offices and Warehouses — 
Chicago, Cleveland, Detroit, Pittsburgh 
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MEMBER OF THE 
GRINDING WHEEL INSTITUTE 
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WEIGHS 
ONLY 14 LBS. 


without guard or grinding wheel 


This new ARO light- 
weight Grinder is 


SAVES LABOR...less fatigue! 


SAVES TIME...greater 
cutting power 


CUTS GRINDING COSTS 


RUGGED ... DEPENDABLE 
»e- POWERFUL | 


made with tough 
magnesium castings 
for lightness... rugged 
steel motor housing for 
protection ... styled fora 
perfect grip...and has 

real power! 
Straight or spade handle 
models. Speeds, 4200 to 6000 
RPM for 6” and 8” grinding 

wheels, radial wire brushes or cup wire brushes. 

,,. Send coupon for bulletin. See your nearest industrial distributor. 
Jobbers: This advertisement appears in leading Industrial Publications. Write for attractive proposition. 











The Aro Equipment Corp. 649 | 

| Bryan, Ohio 
Without obligation, send illustrated bulle- | 
| tin on ARO 8” Air Grinders. | 
Se ee eee | Name | 
AIR TOOLS | «= 
Also... LUBRICATING EQUIPMENT...HYDRAULIC EQUIP- | icy, _____Seate | 





PELE MAE A EE 


t 
MENT...AIRCRAFT PRODUCTS. ..GREASE FITTINGS s 
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is one-third lighter than standard mod- 
els and can be easily operated by a 
woman. Available in both soda-acid 
and foam types, the extinguisher is 
tested to 500 Ibs. The permanent fin- 
ish of this new model will keep it 
gleaming bright—Buffalo Fire Appli- 
ance Corp., Dayton, Ohio—Industrial 
Distribution, June 1949. 














Heavy-Duty Tools 




















Hold Indexable Insert 
In Vertical Position 


Four styles of heavy-duty tools are 
now available, two have square inserts 
and two cylindrical inserts of solid ce- 
mented carbide. The tools utilize the 
principle of mechanically holding an 
indexable insert in vertical position, 
making best use of the high compres- 
sive strength of the insert. Two styles 
(illustrated) have cylindrical inserts 
that are 14-in. in diameter and 2}-in. 
long, held in 2 or 3-in. square stecl 
shanks. These tools are intended pri- 
marily for machining cast-iron. The 
other styles are available in two shank 
sizes—2-in. square having 1 x 1}4-in. 
square inserts and 3-in. square having 
1} x 2-in. square inserts——Kenna- 
metal, Inc., Latrobe, Pa.—Industrial 
Distribution, June 1949. 

















Soldering Iron 


Super-Powered at 700 Watts, 
Replaceable Screw Type Tip 


An electric iron for heavy-duty 
soldering operates on any cycle, AC 
or DC, is furnished for either 110 or 
220 volts. The iron is super-powered 
at 700 watts and has a replaceable 13- 


| in. diameter screw type tip. The heat- 
| ing element is housed in a damage- 














ANTAL EI] 


New Plant Expansion of 


LENOX PRECISION-MASTER 
Ground Flat Stock Department 


1949 EQUIPMENT 


e New Powerful Mattison Surface Grinders 
for Satin Smooth Finishes 


e Squaring and Tolerance Control Instruments 


e Auxiliary Machine Tools and Fixtures 


Producing 


LENOX PRECISION-MASTER 


“The Ultimate in Ground Flat Stock” 


Sold through Distributors 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD 1, MASSACHUSETTS 





HACK SAWS - BAND SAWS : GROUND Feat S71UCar 








The Fable of the 
who thought 
it would be easy 


Once upon a time there was a man 
who thought that he could make a lot 
of money manufacturing fasteners. 
He said to himself, “People use mil- 
lions, and if I can make them cheaper 
than the other fellow, I'll sell more.” 

So he built a factory, installed auto- 
matic machines, laid in a stock of 
metal, employed workers, and started 
to make screws. 


At this point he began to learn: 


That he would need a stock of 
metal in a number of sizes and 
shapes; in many different kinds 
of steel, brass, bronze and alloys. 

That he couldn’t just run a bar 
through a machine and take what 
dropped off the end. His ma- 
chines had to be kept in tip-top 


I f 
shape; cutters and dies replaced There's an old sa 


what you pay for — and 


periodically. 

That fasteners must be cleaned no gl CONEERNED 
before packing. quality screws, nuts an@ 

That several machines are ¢H#ef that ; 
needed to turn out certain screws. 1. uniform quality is important 
This meant additional handling in the fastening business; 


and cleansing operations. 


That heat-treatment is often 2, your customers save money 2 


assembly operations with 


necessary. . 
That customers sometimes de- form fasteners; 

manded special finishes, requir- 3. good salesmen prefet fo sell 

ing equipment and raw materials quality. 


he hadn’t counted on. 

That a testing laboratory was 
needed, with modern inspection 
equipment and trained techni- 
cians. 

That customers don’t like short 
measure, so he had to set up a 
system that would give them ac- 
curate quantities. 

He found it necessary to pro- 
vide strong packages, which cost 
more money than he had figured. 

He soon learned that customers 
expected him to carry a large 
assortment of fasteners. (He 
couldn’t get away with a few 
standard popular numbers.) 


AS 


| 
CORBIN 
SCREW 


DIVISION 








The American Hardware Corporation — New Britain, Conn. 
SD-94 Warehouses: New Britain — New York — Chicago 
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| proof hexagon-shaped housing which 
protects it trom all danger of mechan- 
| ical injury. Due to its hexagon shape, 
| the iron can be held in vice when 
| replacing or filing tip without danger 
| of denting housing or damaging ele- 
| ment. The high-heat alloy element 
| core resists scale and prolongs the life 
of the element. Cooling fins deflect 
the heat away from the handle.—Hex- 
acon Electric Co., Roselle Park, N. J. 
—Industrial Distribution, June 1949. 
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Barrel & Drum Truck 


Features Wheel & Axle Assembly 
| With Load Compensating Movement 


| A_two-wheel barrel and drum truck 

will handle 1000-Ib. drums, is light in 
| weight (63. Ibs.) and can be operated 
| by one man. The wheels are 10-in. 
| diameter by 24-in. face width with 
| heavy duty molded-on rubber tires. 
| The wheel hubs have roller bearings 
| and grease gun fittings. Outstanding 

features of the truck are a wheel and 
axle assembly with a load compensat- 
ing movement, enabling the truck to 
stand in an erect position when not 
in use, and rubber covered hand grips. 
The truck frame is the single center 
column handle bar type with frame of 
1}-in, tubular steel and center column 
of square steel tubing. The frame bal- 
ance and wheel placement is such that 
minimum effort is required to “break 
over” a drum or barrel. — Thomas 
| Truck & Caster Co., Keokuk, Iowa— 
| Industrial Distribution, June 1949. 


| Portable Light 


Features Concentrating Lens 
And Universal Mounting 


Main features of an all-purpose, port- 
able light are a concentrating lens 
which multiplies the useful light and 



































Increases Sales with Versicon Hose 


Now available . . . a multi-purpose hose designed for superior per- 
formance with virtually any liquid or gas... Thermoid Versicon 
Hose. It is made with neoprene tube and oil-resistant cover—with 
high tensile rayon cords to insure maximum strength, light-weight 


and flexibility. 


Versicon, another of the famous quality rubber products made 
available to industry through Thermoid research, is the answer to 
a long felt need. Now you can supply your customers with one hose 
for their requirements. Now you can increase your sales and cut 


your inventory increasing turnover and profit. Versicon eliminates 


the need for stocking special hose . . . Versicon is the special hose. 


Available from 36’ to 2%” for use with air, water, oil, gases and 


virtually all fluids in lengths from 50’ to 500’ depending on size. 
It will pay you to Speetfy Thermoid! 


RIS RES LAST iy 


The Thermoid Impregnation Process 
insures a deeper penetration of rub- 
ber between the threads of the yarn, 
which encases each individual strand 
with protective rubber. The rubber 
acts as a sheath between the strands 
and prevents the destructive abrasive 
action as the product is flexed in 
use. To obtain the required rubber 
penetration, the twist of the yarn 
must be to exact specifications. With 
the yarn twisted too tightly, proper 
penetration of the rubber compound 
is impossible. This condition pro- 
duces abrasion, causing premature 
failure. On the other hand, if the 
yarn is twisted too loosely, the prod- 
uct lacks tensile strength. Thermoid 
has discovered the optimum twist of 
the yarn which assures maximum 
rubber penetration and_ greatest 
strength. The development of 
Thermoid Impregnation Process is 
another step forward in Thermoid’s 
planned program of product im- 
provement, assuring maximum ser- & 
vice and lower operating costs to | 
industry through the use of Thermoid 
Industrial Rubber Products. 





Thermoid Quality Products: Transmission 
Belting « F.H.P. and Multiple V-Belts « Con- 


veyor Belting « Elevator Belting « Wrapped 


and Molded Hose « Molded Products « Indus- 
trial Brake Linings and Friction Materials. 


Main Offices and Factory * Trenton, N. J., U.S. A. 


= 
hermol Western Offices and Factory * Nephi, Utah, U.S.A. 


Company 
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industrial Rubber Products « Friction Materials + Oil Field Products 




















Your Deputy Remains 





The best salesman in the world cannot be everywhere all the time. 
He is here today, gone tomorrow. Which is as it must be . . 

Which is O.K., too, if, after he leaves the customer's office, an 
able deputy remains. And by that, we mean a catalog that covers 
adequately and completely the line of merchandise you offer. 

A good catalog is on the job day and night. It contains all the 


information a customer needs in many Cases. Nearly always it con- 


tains enough facts to match up the merchandise to the need. And, 


even when it doesn't, it is an easy matter for the user to pick up the 
phone or drop you a few lines to ask the questions he wants answered. 

It pays to have a Deputy Salesman on the job—a,good one—one 
that has all the facts ordinarily needed—one that plugs for your busi- 


ness year in and year out. 





If you are thinking of a new catalog, let us help you make it an 
outstanding leader in its field. The kind the buyer reaches for first. 


It would be a pleasure to talk over your needs for our kind of catalog 


service. No obligation, of course. 


RECENT CATALOG DELIVERIES 


New catalogs were recently com- 
pleted by us for the six leading mill 
suppliers, whose catalogs are shown 
here. The two at the left were repeat 
orders. The four at the right were 
first-time orders. Efficient service and eenmY ANN 
accurate work bring us many repeat WEST VIRG i 
orders—also new orders from dis- 


tributors who want better catalogs. 





Satisfaction brings mutual benefits. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO 16, ILLINOIS 





PRINTERS * BINDERS * ENGRAVERS * LITHOGRAPHERS 
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a universal mounting which permits 
aiming the light where it is most 
needed. Additional wide-area illumi- 
nation is provided by the half-round 
reflector. ‘The universal mounting per- 
mits adjustment through a full circle 
horizontally and 270° vertically. It is 
equipped with a stable, non-tipping 
base for stand-up use. The spring 
steel feet may be removed and the 
base fastened to the ceiling for over- 
head light, or the handle and cage may 
be quickly detached for use as a regu- 
lar portable light. Light measure- 
ment tests are said to have shown the 
concentrated light provides 64 times 
as many foot-candles at 2 feet as a 
plain bulb. All metal parts are of zinc- 
plated stecl. The cage is made with 
a special feature consisting of four 
projecting lugs which prevent rolling 
when the light is laid down. It also 
has a convenient hanging hook. The 
light is also equipped with 25 feet of 
a new vinyl thermoplastic cord which, 
according to the manufacturer, is un- 
affected by oils, greases, moisture, 
common acids and alkalies and is 
tough, wear-resistant and does not be- 
come brittle with age-—McGill Mfg. 
Co., Valparaiso, Ind.—Industrial Dis- 
tribution, June 1949. 





























Universal Joints 


Concentric Within .0005, 
Rivets Ground Flush with Body 


Steel alloy universal joints are guaran- 
teed to be concentric within .0005. 
Special equipment finishes grinding 
inside forks and bearing volun of 
center blocks, all operating surfaces 


























ly 





THIS WIDE RANGE OF PUMPS a 
COVERS MANY APPLICATIONS = == 






COOLANT PUMPS 
Centrifugal 
Geared 























LUBRICATING PUMPS 
Geared 
Vane 


HYDRAULIC PUMPS 


Geared ty 


AJ . coe . 
ar ena ( 
MISC. MACHINE PUMPS — Be | 
Centrifugal , ) 
Geared 
Vane 


DIRECT DRIVE OR MOTOR DRIVEN 
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With the wide variety of types and sizes available in Brown & Sharpe 
Pumps, you can meet a multiplicity of customer requirements. At the same 
time, you can suggest the proper pump for each specific job. Every pump 

in this line has been designed with distinctive features to assure economical, 
dependable, long-life service. All have the same familiar standards of high 
quality that characterize Brown & Sharpe machine and tool equipment. 
Take advantage of this broad line to build up your sales and to open up 
new profitable accounts. Brown & Sharpe Mfg. Co., Providence 1, R. I., U.S.A. 


We urge buying through the Distributor 











BROWN & SHARPE PUMPS 











C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 








R AW I PDE |... thas the material which gives you 


everything you want in top geade “soft” hammers and mallets. And 
Chicago means the best in Rawhide. C/R mallets and hammers are 
made from resilient, tightly coiled rawhide. They ‘absorb shock, 
deliver powerful blows yet protect delicate machinery and surfaces, 
and stand up under continuous hard use. They do not split, 
crumble, or mushroom. Whenever you need durability, power 
and safety, always specify Chicago Rawhide hammers and mallets. 


| 
| 1 
| cnicaco famide rem co} 


1205 ELSTON AVENUE ~ CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; 
gears, pinions and gear blanks; aprons and hand leothers ; hydraulic packings. 
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to such a degree of accuracy that pins 
cannot bind, backlash nor inplay. All 
rivets are ground flush with the body 
of the joint to permit working inside 
tubing or in closest quarters. ‘The 
joints are heat treated to Rockwell 38 
on the C scale, permitting working 
after heat treatment. Fourteen stand- 
ard sizes from %- to 4-in. hub diam- 
eter are available. On special order, 
joints are magnaflux tested and cad- 
mium-plated. — Lovejoy _ Flexible 
Coupling Co., Chicago, Ill.—Indus- 
trial Distribution, June 1949. 


















Paint Spray Unit 


Electric Motor Belt Connected To 
Single-Cylinder Die-Cast Compressor 


A portable paint spray unit works 
equally well in spraying lacquers, en- 
amels, wax, insecticides, paint and 
moth-proofing solutions. The unit con- 
sists of an ample-capacity electric mo- 
tor belt connected to a single-cylinder 
die-cast compressor. ‘The container is 
an 8-oz. glass jar with brass and light- 
weight die-cast spray fittings. The 
unit is supplied with a 10-ft. rubber 
hose and a 6-ft. rubber-covered electric 
cord and attachment plug. All parts 
of the unit are assembled to a stamped- 
metal base with four rubber feet. 
Specifications are: overall-dimensions, 
6 x 10 x 9-in.; weight, 7 lbs.; pressure, 
14 lbs.; motor, 110-115 volt, AC-DC. 


Other voltage motors available on re- 


quest.—Portable Electric Tools, Chi- 
cago, Ill. — Industrial Distribution, 


June 1949. 


Quick Opening Die Head 


Can Be Mounted 
Vertically or Horizontally 


Overall time for threading pipes, bolts 
and solid rounds is reduced by a quick- 
opening die head featuring monotype 
high-speed steel chasers for long life 
cutting service. The die head can be 
used on any pipe threading machine 
having capacity to 2-in. pipe diameter. 
Series of die heads designed for verti- 
cal and sets designed for horizontal 
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s one of a series of ads that 
® appearing regularly in: DO- 
IC ENGINEERING; FACTORY 
ANAGEMENT AND MAINTE- 
’ NANCE; HEATING, PIPING AND 
AIR CONDITIONING; MILL AND 
~ FACTORY; and PURCHASING. 


ie 
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: YOU'RE A DEPENDABLE 
SOURCE OF SUPPLY 


Like every ad for 1949, the one above is about you. Each ad is designed 
to build more goodwill for Spang CW Pipe Distributors. 


This current series of ads also reminds present and future buyers about 
Spang CW Pipe . . . of quality that is recognized wherever pipe is used. 
These efforts, too, will pay off in the years ahead for both you and Spang. 


But advertising is just one way that we are trying to help you. Steps have 
been taken to increase production and step up your shipments of Spang CW. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Detroit; 
Houston; Los Angeles; New York; Philadelphia; Pittsburgh; 
St. Louis; San Francisco; Tulsa 
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“K” CAST-IRON FITTINGS 
IN ALL TYPES AND SIZES 
FOR INDUSTRIAL NEEDS 





























THE “‘K”’ ON A FITTING IS 
OUR GUARANTEE. . . YOUR SAFEGUARD 


There are 3,000 sizes of ““K”’ Cast-Iron Fit- 
tings in the following types: 


Standard and Extra Heavy Flanged Fittings 
Standard and Extra Heavy Screwed Fittings 
Drainage and Sprinkler Fittings 

Standard and Extra Heavy Companion Flanges 


When your customers use “K” Fittings, 
they are safeguarded against installation 
and service troubles. Accurate molding as- 
sures freedom from sand holes, cold checks, 
and thin walls. Precision machining assures 
quick, convenient make-up, symmetrical 
runs, tight joints. 

“K” Fittings are highly regarded by 
plant engineers, maintenance men, and pip- 
ing contractors all over America. Further 
demand is being built by advertising in 
magazines read by industrial buyers. It will 
pay you to supply “K”’ Fittings. 


PRECISION FITTINGS 


THE 
KUHNS BROTHERS CO. 


DAYTON 1, OHIO 





@®eeespeeseoeeoeneeaea2eene00e2020@200080000000000000000000000000008080880888888 88 @ 


Combined Market Facilities with Malleable Iron Fittings Co., Branford, Conn. 


— 
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mounting are interchangeable, thus it 
is practical to have different die heads 
for various pipe and bolt diameters. 
No time is lost in adjusting chasers. 
When in place, the die head is opened 
by a hand-operated toggle clamp which 
permits rapid removal of stock after 
threading. Closing the clamp brings 
the chasers to accurate and positive 
cutting position. Die head compon- 
ents are sturdy iron castings, accu- 
rately machined. Designed to provide 
ample backing metal for the hardened 
steel chasers, this feature prevents 
chatter and insures clean, sharp threads 
on pipes as well as bolts and solid 
rounds. The monotype high-speed 
steel chasers are easily reground and 
reset. Single chasers are replaccable 
and both right and left-hand chasers 
can be furnished and are readily 
adapted to standard die holders.— 
Peerless Machine Co., Racine, Wis.— 
Industrial Distribution, June 1949, 

















Live Center 


Handles Heavier Loads 
At Higher Speeds 


Live centers, engineered with two 
sturdy, precision quality matched bear- 
ings, are now available with inter- 
changeable male and female inserts. 
The dual roller bearing design permits 
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TESTS PROVE 


PYREX GAUGE GLASSES 


BRAND 


LAST LONGER and FIT BETTER! 


CORNING BRAND STANDARD 
GAUGE GLASSES are made for 
moderate pressure service on boilers, 
vats, tanks, coffee urns, etc., where 
pressures do not exceed 200 psi. 





PYREX BRAND HEAVY WALL 
GAUGE GLASSES are designed for 
all the services listed above but for 
pressures up to 600 psi. 





PYREX BRAND RED LINE 
GAUGE GLASSES magnify the 
water level and stand out in dark 
inaccessible places—handle pres- 
sures up to 500 psi. 


ORI I 





PYREX BRAND HIGH PRES- 
SURE GAUGE GLASSES §are 
recommended for pressures up to 
500 psi inclusive. They remain crys- 
tal. clear under adverse conditions. 


ree 


MACBETH BRAND FLAT 
GAUGE GLASSES resist pitting, 
etching, foggingand staining to retain 
clarity for long periods. Some types 
avaliable for pressures to 2,000 p.s.i. 


Do es a 


PYREX BRANDSIGHT GLASSES 
are available for low pressures and 
high temperatures as well as for 
high pressure service. They are de- 
signed for ovens, absorption columns, 
reaction kettles, furnaces, pressure 
vessels, stills and tanks of any kind 
where safe, internal visibility is 





required. 





PYREX BRAND OIL CUP AND 
LUBRICATOR GLASSES are made 
in sizes ranging from 4” to 6” in 
diameter to close tolerances. They 
provide high visibility and long life 
on machine operations, 














SALES OFFICES: 





You give your customers the best service when you supply Corning Mill Supply Glassware 


Here is further evidence of the satis- 
faction you give customers when you 
supply Corning Mill Supply Glassware 

Comparisons of PYREX brand Tu- 
bular Gauge Glasses with other com- 
mercial brands available were made 
under identical pressure and service 
test conditions. These tests again veri- 
fied what users have long known... 
PYREX brand gauge glasses outlast 
any other make by a wide margin! 
They also fit more accurately and 
prevent leakage. 

When you consider the role research 
plays in developing and controlling 
all glass made by Corning, these re- 
sults are not surprising. But be sure 
you take advantage of them! You give 
your customer the best products... 
he gets the best service from them... 
you make a good profit on each sale. 

Well packaged and consistently pro- 
moted, Corning Mill Supply Glass- 
ware should be one of your leading 
lines because there are many needs for 
them “behind every smoke stack.” 


vnry 
IATA 


CORNING GLASS WORKS e CORNING, N.Y. 


NEW YORK « CHICAGO « SAN FRANCISCO 


MILL SUPPLY GLASSWARE 
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customer satisfaction 


EW pulley users can resist the savings to be made by 

the installation of the famous Sprout-Waldron ‘BELT- 
SAVER.’ Its outstanding performance in prolonging the 
life of conveyor and elevator belts has been proved again 
and again by thousands of satisfied users. 


The S-W BELT-SAVER’ is offered exclusively by 


‘Sprout-Waldron and is the only pulley specially designed 


to save belts on rough service installations where hard, 
abrasive materials must be handled. 


Distributors find that the ‘BELT-SAVER’ sells itself 
. is one of the most popular cast iron pulleys in the 
complete S-W Blue Face Line. 


Write for your copy of the 16-page reference Bulletin 
P-848 today! Sprout, Waldron & Co., 3 Waldron St., 
Muncy, Pa. 


— 


SERV QM aIaqwwy 
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the handling of heavier loads at higher 
speeds and greater precision, with a 
maximum runout of .0002-in. The 
pipe series of live centers was devel- 
oped to support pipe, tubing, hollow 
forgings and castings. The Nos. 2 and 
3 Morse taper shank centers handle 
hollow work up to 23-in. inside diam- 
eter; the Nos. 4 and 5 handle hollow 
work up to 34-in. inside diameter. 
Heavy-duty grease seal retains and pre- 
vents entrance of metal or dirt. The 
spindle has a threaded hole so the 
point may be readily redressed with a 
tool post grinder.—Holub Industries, 
Sycamore, IIl.—Industrial  Distribu- 
tion, June 1949. 
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Face Shield 


Visor Attached to Outside 
Of Spark Deflector 


All-around face protection is provided 
by a new face shield designed for 
metal finishing, metal pouring, spot, 
gun and flash welding and wood work- 
ing operations. The headgear is made 
of extruded plastic, fitted with sweat 
band and pivot assembly. The visor 
is fire repellant, flexible and is avail- 
able in thicknesses of .020, .030 and 
.040-in., and depths of 4, 6 and 8-in 
The visors are 1]-in. wide and have 
a wire reinforced gimp binding, which 
enables the user to mold the shield to 
his requirements. The visor is attached 
to the outside of the spark deflector to 
withstand greater impact. The distance 
of the visor from the face is adjustable. 
—General Scientific Equipment Co., 
Philadelphia, Pa.—Industrial Distribu- 
tion, June 1949. 


Carbide Cutters 


Cutting Heads & Shanks 
Are Integral 


A new line of carbide cutters, featur- 
ing 12 different shapes, has $-in. diam- 
















ster. 
pre- 
The 

the 
th a 
ries, 


ibu- 





side 
-tor 


ded 
for 
pot, 
ork- 
ade 
veat 
isor 
vail- 
and 
-In 
lave 
lich 
1 to 
hed 
r to 
nce 
ble. 
Co., 


ibu- 


inks 
jral 


itur- 
iam- 








—three separate and distinct disc-and-seat combina- 
tions are now avadable so that the proper valve can 
be matched exactly to your need. You can choose be- 
tween a FULL-PORTWAY or a THROTTLE-PORT 
type each with a heat-treated stainless steel plug disc 
of approximately 500 Brinell hardness or a nickel alloy 
radial disc and seat. In addition, seat rings are the back 
seated type with pressure tight joint between seat ring 
threads and line pressure. 

For high pressure service, Fairbanks offers you a rugged new 
line of globe and angle valves with outstanding engineering 
advances that mean improved flow control... longer valve 
life... new freedom from maintenance... greater valve 
economy and wider service through interchangeability of 
valve parts throughout the entire line. 


ALL 3 HAVE THE UNIQUE COMBINATION 
OF THESE 4 FEATURES... 


STRENGTHENED BODY — Heavily ribbed bodies for greater rigidity. 


* 
SPECIAL STEM ALLOYS — Stems are of a special high tensile strength 
@ bronze alloy which has increased resistance to corrosion, abra- 
sion and distortion. 


3 RADIAL BONNET-TO-BODY JOINT — which makes a better pressure 
® tight joint. 


4 GUIDED DISC ACTION — A new type of stem and disc connection 

* has been developed for these valves. The shoulder type is im- 
proved by extending the stem below the shoulder. This extension 
fits snugly into a disc recess, acting as a disc guide and prevent- 
ing canting or cocking of the disc. 


For further information, write us or your local Fairbanks distributor. 








Fig. 0545 
Globe 


fag 


Full-Port Stainless Steel 
Plug Dise and Seat 
For severe operating conditions where throt- 
tling is required and FULL-PORT opening is 
also necessary. Provides advantages of FULL- 
PORTWAY with plug type disc and seat. 

























Throttle Port Stainless Steel 
Cone-Plug Disc and Seat 


For the most severe operating conditions and 
where constant throttling is required. 75% of 
full flow area is provided by this new Fair- 
banks construction. The depth of the contact 
between the cone plug disc and seat is twice 
that of FULL-PORT type. 


Nickel Alloy Radial Dise and Seat 


For service where throttling is not re- 
quired but pressures and operating con- 
ditions tend to shorten the life of 
an ordinary valve. 


tliat: 
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REASONS WHY UTICA TOOLS ARE BETTER 


PONE OF | 


YttCh TOOLS fave 
: pertechy 4 ned culling 7 


The cutting edges of 
UTICA TOOLS are perfectly 
matched, perfectly aligned 
for clean accurate cuts... 
and the perfect alignment 
lasts for a long life of serv- 
ice. 

Choose UTICA TOOLS for 
better performance! 















TOOL No. 654 
Long Chain Nose (* 
Side Cutting Pliers 


6” and 7” TOOL No. 41 


Electricians’ 
Diagonal Pliers 
4”. 5”. 6” 






TOOL No. 50 
Electricians’ Standard 
Side Cutting Pliers 
oS. a. 8" 


The cutting edges are machine 
milled to a uniform, dependable 
cutting surface ... checked on 
a special gauge .. . tested on 


.003 bond paper. 





1. Special alloy steel 
2. Electronically hardened edges 
3. Smooth working joint 

| 4. Perfectly aligned cutting edges 
5. Complete variety of tools 





| 6. Hand-honed cutting edges 


Sold Through 
Recognized Distributors 


UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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eter shanks and is made of solid car- 
bide in one piece. The cutters are 
ideal for the production deburring and 
machining of parts made from mate- 
rials that are abrasive, tough or have 
hardness ranging up to 60 Rockwell 
“C”. Their construction from a single 
piece of carbide simplifies the matter 
of balance at high speeds, making pos- 
sible delicate precise work in close 
exacting operations and on the most 
intricate patterns. The tools can be 
reground over and over again at a frac- 
tion of their original cost, and are said 
to give results comparable to new tools 
each time they are ground.—Sever- 
ance Tool Industries, Saginaw, Mich. 
—TIndustrial Distribution, June 1949. 


K-D No. 30 Socket Screw Key Set 





Socket Screw Key Set 


Tools Accurately Forged 
And Correctly Tempered 


A socket screw key set is made up of 11 
hex keys packed in a handy, mn se 
metal kit with hinged retaining clamp 
plus an extension handle to use on 





To assure uniform brilliancy, a Westinghouse worker in the Fairmont, 
W. Va. plant gives “Easter egg” test to 100-watt fluorescent lamp. 
The brilliant radiation of this industrial lamp is measured through a 
tiny hole in sphere’s side by an electric eye. 


Westinghouse 


THE NAME YOU KNOW IN 
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GRINDING WHEEL DRESSER CUTTERS 


Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 
more dressings—cleaner dressings. And that 
means sure repeat sales. Stock the complete 
line for quick delivery . . . increased profits. 


Eh a ae 
oh exits ; | FOR CORRECT DRESSER SIZE 
USE THIS CHART 


«VINCENT 


| STEEL PROCESS COMPANY 
| Heat Treaters of Metals—300 Tons Capacity Daily 


Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS 
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short end of key when long end must 
be used to turn screw (sce illustration). 
The short end of key fits into hole in 
end of extension. The two holes in 
end shown accommodate keys from 
.050- to 4-in.; the larger hole in op- 
posite end from % to -in. Quick read- 
ing chart is stamped into container 
making size and data required informa- 
tion always at finger tips. The kit 
measured 5% (wide) x 53-in. (high). 
—K-D Mfg. Co., Lancaster, Pa.—In- 
dustrial Distribution, June 1949. 





Elevating Truck 


4 Hydraulic Cylinders 
Provide 16-in. Elevation Range 


The problem of handling large, cum- 
bersome dies is solved by a hydraulic, 
elevating truck with a capacity of 20,- 
000 Ibs. and a top 60 x 84-in. The 
power-operated pump has a % hp mo- 
tor which can be operated on an 


| ordinary 110-volt circuit. Synchroniza- 


tion of the four lifting cylinders, 
which provide a range of elevation 


| from 26 to 42-in., is achieved by a 
| toggle lever arrangement with center 
| guides keeping table top level at all 
| times. 
| wheels having ball bearings and four 


Four 12-in. diameter rear 
heavy-duty 8-in. diameter swivel cast- 
ers having roller bearings make pos- 
sible portability under full load. A 
telescopic towing bar can be extended 
for convenient hitching or collapsed to 
be put out of the way when the table 
is being loaded. — Lyon-Raymond 
Corp., Greene, N. Y.—Industrial Dis- 
tribution, June 1949. 


Spot & Arc Welder 


Spot and Arc Welds, 
Solders and Brazes 


A combination spot and. arc welder 
has a 10-in. throat depth, permitting 
spot welding to the center of a 20-in. 
sheet. A hand lever gives simple and 
quick changeover from arc to spot 
welding. The one-piece welding horns 
of a solid, high-conductivity, high- 
strength copper alloy casting eliminate 
inefficient electrical joints and reduce 














































More OEM's Specify US Gauge 
Than my Other Make! 
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-.Because USG Assures More Value 
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Throughout industry, the story is the same 
, from year to year. Original equipment 
manufacturers (OEM’s) demand substantial 
gauge value ... accuracy, durability, and 
quality at economy prices .. . and 6 out of 10 
specify US Gauges. 

They know that US Instruments give more 
service, more accuracy, more value for the 
money. They know USG can supply all their 
needs—from highly specialized instruments 
measuring as low as 1” of mercury absolute, 
to standard type gauges measuring from 30” 
vacuum to 100,000 pounds pressure per square 
inch. And they know that for more than 40 
years US Gauges have been the standard of 
dependability. So more . 
manufacturers specify US G than any 
other make. . 

Next time you order gauges, follow the lead 
of these satisfied users ... buy US Gauges. 
For more information about US —— write 
today. United States Gauge, Division 
American Machine and Metals, Inc., 

Sellersville, Penna. 


SUPERGAUGES 


GENERAL PURPOSE GAUGES 








BOILER 
THERMOMETERS 








PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gene > Aireraft pene > Air 
Volume Controls « Altitude Gauges « Boiler Gauges « Chemical Gauges + Dial Thermometers * Glass Tube 
Thermometers « Flow Meters « Inspectors’ Test Gauges « Laboratory Standard Test Gauges « Marine, Ship 
ond te Guage . eceutnansell e Controls and Alarm Geuges . ) Vetinatane ¢ Ammeters « Welding Gauges 


Pn eer er: MED 6 ree re aun oe 
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SUPER TOOL COMPANY 


21650 HOOVER ROAD DETROIT 13, MICHIGAN 


SURPLESS-DUNN CO. 


National Distributors 
74-76 MURRAY ST. 34 N. CLINTON ST. 
NEW YORK CITY 7, N.Y. CHICAGO 6, ILL. 
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maintenance cost. The wound trans 
former core for extremely low watt 
loss is another feature. Equipped with 
silver alloy contact points for maxi- 
mum life, the contactor is easy to 
change over for timer operations and 
provides easy operation and control 
of weld cycle when operated manu 
ally. The full spot weld pressure ad- 
justment give infinite control from 
minimum to maximum pressure. In 
finite adjustment and current control 
via the calibrated scale is also a feature. 
Double glass-covered wire with a wrap- 
ping of glass-mica-glass insulation and 
fiber-glass tape protect all transformer 
coils against burn-out—Delta Mfg. 
Division, Milwaukee, Wis.—Industrial 
Distribution, June 1949. 














Rolling Machine 


Adjustable Stop on Block 
Assures Correct Positioning 


Voltage, model number, code, type 
size and other data are stamped into 
etched name plates by a rolling ma- 
chine that may be attached to a work 
bench and operated at a marking speed 
of 25-30 name plates per minute. An 
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Shelving 

Role 4-18 

Wood Working Benches 
Economy Locker Racks 
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— GCOLY METAL PRopDuUCTS, INCORPORATED 


™ 


General Offices: 653 Monroe Avenve, Aurora, Illinois * Branches and Dealers in All Principal Cities 






































A PARTIAL LIST OF LYON PRODUCTS 


itchen Cabinets e Filing Cabinets ¢ Storage Cabinets * Conveyors © Tool Stands Flat Drawer Files 
yuipment © Cabinet Benches © Bench Drawers e Shop Boxes © Service Carts Tool Trays ¢ Tool Boxes 
Cabinets © Folding Chairs e Work Benches e Bor Racks © Hopper Bins Desks ¢ Sorting Files 


Welding Benches e Drawing Tables ¢ Drawer Units © Bin Units e Parts Cases Stools e Ironing: Tables 
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IT’S NEW! 


Keeping pace with the need to supply 
customers with mew time-saving . . . im- 
proved ... top-quality flexible shaft 
equipment means pushing the sale of the 
four-speed gear drive STRANDFLEX. 


Here you have an advance step in flex- 
ible shaft construction that brings new 
versatility along with added convenience 
to users. 


To see this new equipment is to rec- 
ognize the many additional selling points 
it has over ordinary flexible shaft equip- 
ment. You'll find trade acceptance be- 
cause it more readily meets their demands 
and fills their needs. 

The STRANDFLEX is nationally adver- 
tised and its sale is increasing with the 
trade. It will pay you now to have a unit 
on your display floor—to be equipped 


(BE THE FIRST to offer your customers 
the LATEST flexible shaft equipment . . . 


NATIONALLY ADVERTISED - 
























HIGH SPEED 
MOTOR PRODUCES 


1700 RPM 
3600 RPM 
7200 RPM 
9000 RPM 


STANDARD SPEED 
Lo tege) | 


850 RPM 
1800 RPM 
3600 RPM 
4500 RPM 












with literature and to urge your sales- 
men to demonstrate and sell STRAND- 
FLEX to your trade. 


For bulletins and full information write 
N. A. Strand & Company, 5001 No. 
Wolcott, Chicago 40, Illinois. 


| FLEXIBLE SHAFTS 
AND FLEXIBLE SHAFT MACHINES 
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adjustable stop on the block insures 
that the name plate will be positioned 
correctly each time, and an adjusting 
screw underneath the block raises it 
to (or lowers it from) the marking 
roll for depth of mark. — Acromark 
Co., Elizabeth, N. J.—Industrial Dis- 
tribution, June 1949. 










Electric Sander 


Special Pad Attachment 
Finishes Curved Surfaces 


A special flexible sponge rubber pad 
attachment enables a portable elec- 
tric sander to finish even extremely 
curved surfaces effectively. The orbi- 
tal motion sanding action eliminates 
cross-grain scars since the sanding pad 
moves in a %s-in. orbit at a speed of 
5,000 cycles per minute. Other ad- 
vantages are the use of 9 x 11-in. sand- 
paper sheets which divide exactly into 
three pieces to fit the pad and one- 
hand operation which relieves oper- 
ator fatigue and permits use of the 
tool in hard-to-reach places. In addi- 
tion to the standard sanding pad and 
special sponge rubber pad for curved 
surface sanding, a rubbing pad is also 
available for use with free abrasives 
and rubbing compounds. — Sterling 
Tool Products Co., Chicago, Ill— 
Industrial Distribution, June 1949. 





Screw Driver Kit 
Includes Handle and 
5 Interchangeable Shanks 


A screw driver kit contains a handle 
and five interchangeable shanks, en- 
abling the user to service screw driver 


needs from light to medium-heavy sizes 


including both slot or Phillips screws. 















Vil a 
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yor can help plant managers in your territory 
to big savings in the expensive work of 
maintenance and cleaning. When you have the 
CAPITAL line of Industrial Brushes and Brooms to 
back up your selling you can always produce the 
“right” brush or broom for every job. The long 
wearing qualities of CAPITAL Industrial Brushes 
and Brooms is more than appreciated by the 
plant man who must keep down maintenance 
costs. Your prospects are unlimited and we help 
by urging users to buy through their local dis- 
tributor. 


wen errors 
os 
i 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS, IND. 
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‘The set consists of a 1 x 3%-in. shock 
and break-proof fire-safe handle de- 
signed for hand comfort, with the fol- 
lowing blades: § x 4-in. out of handle, 
is x 4-in. out of handle, + x 5-in. out 
of handle, No. 1 Phillips point 4-in. 
out of handle and No. 2 Phillips point 
4-in. out of handle. A 6-in. extension 
is available to fit in the extra pocket, 
thus giving the user ten tools instead 
of five. The blades are chrome van- 
adium steel, oil-tempered for long life 
and service and are bright cadmium 
rust-proof plated. The kit comes in a 
seven-section leatherette holder with 
tie laces which, when rolled, makes a 
small compact unit easily carried in a 
pocket. The holder also has top corner 
evelets for hanging near work bench 
if desired. In use, the kit is spread 
out or hung and the desired blade 
slipped into the clever locking handle. 
—Vaco Products Co., Chicago, IIl.— 
Industrial Distribution, June 1949. 

















Screw Machine Drill 


For Use Where Jig Bushings 
Are Not Required 


A heavy-duty, spiral-fluted, carbide- 
tipped drill is available for hand and 
automatic screw machines and chuck- 
ing machines. It is available in stand- 
ard sizes running by 64ths from 7s to 
3-in. Being made in the popular short 
lengths, 3-in. on the smaller diameters 
and to 6-in. on the larger, it is espe- 
cially adapted for any application 
where jig bushings are not required.— 
Super Tool Co., Detroit, Mich.—In- 
dustrial Distribution, June 1949. 
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Callnggald WOOK trypoctiod, Toote- 
PUT 
ACCURATE THREADING 
CONTINUALLY ON TAP 








“972,079 MESSAGES 

| LIKE THESE WILL HELP 

| ‘BUILD VOLUME FOR YOU!” 
== 3 


BUTTERFIELD |. And that’s not all . . . every Butterfield advertisement, 

Sh psides arousing interest and confidence in Butterfield 
"products ... carries this statement to protect your vital in- 
t pres ts: “CONTACT YOUR LOCAL BUTTERFIELD DISTRIBUTOR.” 


*This year we've added another important publication 
»MODERN MACHINE SHOP... to get even greater 


AS A, 


VURLR ALAR RVR RRA 














@rship among metal-workers. This, together with 























‘AN MACHINIST — MACHINERY — and MILL & FACTORY 
et our message to market. 








a hard-hitting advertising campaign that reaches 
"prospects . . . a complete “merchandising kit’ which 
you materials your customers want and use...a 

trained staff of representatives who know the 
orking field to help you with your problems... 
Distributor Policy that gives you full protection 
1 cooperation: all these add up to a program that 
etter business for you! 





100% 
inspection 
iwoures 


PERFECT 






imapecton com you be sure of thats 





dition, extensive re-designing of our packages gives 
attractive package that protects and prevents ac- 
spilling of the contents . . . features that you can 
fise to your customers with great benefit. 








BUTTERFIELD 
THe 100% inspacrep Toos 
teery lee! mtv atheaty mepertad 


may be an open franchise in your area. Inquire 
n Twist Drill Company, BUTTERFIELD DIVISION, 
fe, Vermont, and Rock Island, Quebec. 















i BUTTERFIELD 


THE 100% INSPECTED TOois ! 


Every Tool Individually Inspected 


TAPS © DIES *© REAMERS © SCREW PLATES 4 
A SA GS NEY TG A A Bk 
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Endustrial Distributors | 
LIKE Blackmer Pumps’ 


PATTERN for PROFIT) 


lA 




















Hand 
Barrel 1 
Pumps 























: —— eT | 
Since 1904 distributors have found Blackmer i wow ae | 
pumps a dependable source of sales volume Hand in 44 ns 
regardless of “business conditions” because Refueling 11 ' ak i 
in almost every plant good rotary pumps are = Systems iH Nae” ie 
a “must” in many operations. i M iF uM 
a bis, * 
Buyers LIKE Blackmer Pumps — i 
ese ener coe, 
c *; 
@ 
Belt Drive 
Power 
Pumps 











F P : Steam 1 

en i Jacketed 
In these times when break-even points must ‘4 Pumps 
be hammered down, plant managers specify *., nase? | 
Blackmer because it takes less power to pro- femme ui 
duce a required pump delivery. Most buyers A Complete Line of 
know this, so a reminder of Blackmer’s econ- otary Power Pumps 
omy features will sell Blackmer pumps. For Industrial Use 








Swinging Sliding 
Vanes Vanes 






INDUSTRIAL PUMPS 


Distributors who recommend the Blackmer Line enjoy unusually fine rotary pump 
sales. Through the years Blackmer has supplied the kind of rotary pump line 
that provides a backbone for distributors?’ pump business. Blackmer pumps 
handle liquids from naphtha to asphalt for many industrial operations. Get the 
complete distributor story and catalog. 











Write now for distributor discount schedule and details 
of the complete Blackmer Line for Industrial Distributors. 














BLACKMER PUMP COMPANY — GRAND RAPIDS, MICHIGAN 
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Concentrated 


| Sales Efforts 





(Continued from page 105) 





sales promotion programs to improv 
the staff’s overall performance. 

Having uncovered a_ salesman’s 
weakness through the master sheet, 
Mr. LeNeave is in a good position to 
tackle the problem of a remedy di- 
rectly. He strives for a constructive 
approach and tries to avoid making 
the salesman feel self-conscious about 
his shortcoming. If a salesman is not 
doing well on a particular line, Mr 
LeNeave figures that: (1) the sales- 
man isn’t trying as hard as he might 
to sell the line, or (2) the salesman 
doesn’t know the line well enough to 
talk about it confidently. In eithe: 
case, the master sheet is a cold, im- 
personal record which makes it easier 
for the sales manager to get at the 
reason for non-performance. 

In cases where there is a lack of 
product knowledge, individual instruc- 
tion is undertaken by Mr. LeNeave on 
wood-working machinery, by Arnold 
Roark on transmission and steam spe- 
cialties, by John Pennell, an experi- 
enced salesman on compressor and 
sprayer equipment, by Ed Griffin on 
metal working machinery, and by 
others experienced in particular lines. 
In many instances, this assistance is 
sought voluntarily by the salesman as 
a result of analyzing his own position 
in any line on the master sheet. 

With so many different lines to 
sell, Mr. LeNeave remarked, the sales- 
man is tempted to resort to catalog 
selling. The Allison-Erwin plan tar 
gets his selling efforts on profitable 
lines, the performance is checked and 
remedies applied where needed. 





Know the Answers 


to quiz on page 130 










1. Staging rope is (b) rope used in 
scaffold work; hayfork rope, obvi 
ously, is (d) used down on the 
farm; tow line is not for ship 
tows but for (e) moving autos, 
trucks, etc.; spinning lines arc 
used (a) in oil-well drilling; and 
belt-shifting rope in (c) power 
transmission machinery. 

2. Rope in each type is used in these 
oil well operations. 

3. Nh-nh, that’s false. Most indus- 

trial purpose ropes are three- 
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DISTRIBUTORS’ SALESMEN 


It pays to TALK...SELL...AND 
DEMONSTRATE the Exclusive 
“Easy Starting Teeth” feature 
of all Milford Duplex Blades 


Rarely does a product lend itself to the quick, 
impressive demonstration so easily given on 
MILFORD’S EASY STARTING TEETH. It’s a 
perfect “natural” ... and it pays off, as we well know. 


Right at the buyer’s desk, demonstrate with one 
of your calling cards. Take a MILFORD blade in 
your hand (no frame is necessary) and gently push 
the coarse teeth nearest your hand over the edge of 
the card. These coarse teeth will catch on the edge, 
which is exactly what happens when the ordinary 
type of blade is used in a frame. 


Now take the same blade and push the smaller 
EASY STARTING TEETH across the edge. How 
easily it starts to cut! There is no sticking ... no 
hesitation ... no forcing. This is how easy a 
DUPLEX blade cuts metal or any other material. 


It’s so simple . . . yet so effective. And it helps 


4 to sell more MILFORD DUPLEX BLADES. 


This advertisement will help you, too . 
currently appearing in — 


FACTORY MANAGEMENT AND MAINTENANCE 
IRON AGE 

MACHINE AND TOOL BLUE BOOK 

MILL AND FACTORY 

MODERN MACHINE SHOP 

PURCHASING 

TOOL ENGINEER 

TOOL AND DIE JOURNAL 


MILFORD te Henry 6. THOMPSON & SON Co. 


REZISTOR AND hy NEW 


—/ Saw Specialists Exclusively for over 70 Years 
HAVEN 5, CONNECTICUT, U.S.A. 
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These every day “necessity” items 

are familiar to all of us. They’re some 

of the biggest money-makers in the 

jobbing business . . 
dustrial. 


. consumer and in- 


) u 
As far as the Industrial Distributor Sales- 
man is concerned, they point up an im- 
portant moral: mass sales of “necessity” items 
bring in the greatest and steadiest profits in 
the long run. This goes for bolts and nuts as 
well as gum and cigarettes. 


That’s why Lamson & Sessions suggests you 
. sell bolts and nuts at every opportunity. You'll 
. pocket extra profits you didn’t expect! 


THE LAMSON & SESSIONS COMPANY | 


General Offices: 1971 West 85th Street + Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Birmingham « Chicago 


LAMSON SESSIONS 
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strand construction, medium 
lay. 

4. Five times the weight of the load 
would be the desirable rope 
strength. 

5. That’s true. 

6.Splicing the two ends will give 
great strength and permanence. 

7. “Whipping a rope” means to bind 
a rope end with fine yarn to pre- 
vent unravelling. 

8. The correct answer is 1800 Ibs. 
Five times the weight of the 
load, remember. (See question 
four, and the answer.) 

9. That’s true, and always good prac- 
tice. 

10. Transmission 
four-strand. 

11. That’s true. 

12. The driving power of a rope two 
inches in diameter is equal to 
four ropes one inch in diameter. 

13. True, and again it’s good practice. 

14. Forty times the rope diameter is 
the correct answer. 

15. False. The coupling should be 
located in the slack part of the 
rope, the side of the rope under 
less strain when the rope is 
being sprung. 

16. Acids, linseed oil and paint are in- 
jurious to rope, along with 
alkilis, storage battery solutions, 
washing compounds and solu- 
tions, etc. Tallow and graphite 
actually are used as rope lubri- 
cants. 

17. Wet rope is best dried by draping 
it loosely over pegs high enough 
to keep the rope off the ground. 


rope is generally 





Sales Tips 


( Continued from page 122) 





house facilities and ability to handle 
the steel end, and our price being in 
line, they were then ready to do busi- 
ness through us, working in conjunc- 
tion with their local purchasing de- 
partment. 

“On many other major lines, some- 
what the same procedure was followed. 

“Frequent calls were then made on 
the purchasing agent to get things 
lined up, and even now I call there 
regularly every three days to see that 
everything is in order and to answer 
any questions the purchasing agent 
may have to ask with regard to sub- 
stitutions and the like. I try to be 
there regularly, on the hour, so that he 
can depend on me. 

“Soon, however, I was being sent to 
this one and that one out on the job 











APPLICATIONS: 
AUTOMOTIVE: Feather-edging — Sanding Fenders — Refinishing Bodies — 
Waxing — Buffing — Polishing — Removing Rust. 
MARINE: Sanding any surface from Keel to Mast . . . Hatches — Coamings — 
Decks — Brightwork . . . Refinishing and Polishing. 
AVIATION: Smoothing Hole Burrs in all Metals — Refinishing Fuselages 
— Sanding — Waxing — Polishing. 


CARPENTRY and CABINET MAKING: Sanding Bare Wood — Rubbing — 
Waxing — Polishing — Refinishing Furniture, Desks, Cabinets. DU-FAST* 


’ ro POLISHER 
Pee eck with Drill Attached. 

2 | DErAns: — = © 

| EASY TO USE— PERFECT RESULTS— 


| SPEEDY- 


| ECONOMICAL- ie eel 


SANDPAPER— 
Sold through Distributors of Black & Decker, and Van Dorn Electric Tools 


MANUFACTURED BY DU=FAST, WNC. 32 —AST 4th STREET » NEW YORK 3, N.Y. 
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No. 120 Hi-Speed No. 616 Soft Metal No. 118 Combination 
Steel Heat Treating Furnace Melting Furnace Bench Furnace 


STEADY SELLERS 


FROM THE HOT PROFIT LINE 
JOHNSON FURNACES+*BURNERS+BLOWERS-+TORCHES 


No. 25 
Hand Torch 


No. 1202 Blower 


Bench Furnace 


GET your share of the 


profitable market for 


/ 


equipment. Sell your No. 33 Needle Flame 
Hand Blow Torch 


industrial gas burning 


customers more heat 
for their dollar with 
JOHNSON .. . famous for 
efficiency and economy 
for 48 years. Help your cus- FB nm 
tomers with their heating 
problems by recommend- 
ing JOHNSON and you'll 
help yourself to added 
volume and added profits. 


Cross Type Burner 


Consult the complete JOHNSON Catalog 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N. W., Cedar Rapids, lowa 
ESTABLISHED 1901 
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to give specific information and I now 
have the run of the whole project with- 
out any formalities, and have come to 
know all the various superintendents 
and foremen. 

“Following the job in this way leads 
to a lot of business that might not 
come your way otherwise. I can cite 
one example which shows especially 
well how such contacts, and being 
‘in on’ the problems when they come 
up, can work to the salesman’s ad- 
vantage. 

“This particular problem they had 
in mind was to find some way to cut 
or saw out certain elements in the con- 
crete work. This would do away with 
some intricate and costly form work— 
by building a simple form and trim- 
ming out some pieces of concrete 
later. 

“I then recommended a type of 
diamond—studded abrasive wheel, to 
be used with a portable grinder, which 
I thought would do the trick. The 
wheel is not new, of course, having 
been used on stone but people do not 
usually think of it to cut concrete. It 
just happened that information on the 
wheel, from our supplier, had passed 
over my desk not an hour before, and 
I was confident that it would do the 
work. 

“After I had explained the wheel to 
them and how it could be operated in 
conjunction with a cooling water 
spray, they ordered two for a trial, and 
these worked so well that they ordered 
16 more. 

“This simply goes to show that the 
industrial distributor’s salesman, by 
being a clearing house of information 
and knowing what to get and where to 
get it can be worth many times over to 
the customer what is represented by 
the mere figures of the distributor's 
margin.” 





Selling the American 
Way of Life 


(Continued from page 85) 





It means, for example, that in the halls 
of Congress we need more men of 
sufficient courage who are more con- 
cerned with what is best for the nation 
and its people than they are about be- 
ing re-elected. It means that we must 
have men of stature who will resist the 
tugs and pulls of pressure groups tak- 
ing from their presentations those 
things which are best for all. 

“Tt also means that we had better, 
and soon, stop dividing our country as 
though our interests were truly di- 
vided. This is not a nation of labor 











Handle all calls with these Nationally Advertised 


Dackaged for Quick Salva! 








SELL THE PRODUCTS 
in this famous 
BLUE - AND - GOLD 
BOX 
Send today for gen- 
eral booklet, “Cutting 
Tool Materials’’—also 

for distributor plan. 


ADDRESS DEPT. 10-76 








-~ Distributors! 


How many sales are you missing 
because you are telling customers, 
“Sorry, we don’t carry that type or 
that grade ...’’? 

Here's the newest system that puts 
you into the cutting-tool business, 
across the counter, in the most com- 
plete way—yet with minimum stock. 

All you do is place on your shelf, 
pre-packaged, these ready-to-use cut- 
ting materials in the most popular 
grades. Then let your customers know. 

Calls for High Speed—met with A-L 
high-speed tool-holder bits. Calls for 
Faster Cutting—met with ALX grade. 
Calls for Top Speed—met with Carmet. 

The most satisfying part of all this 
is that you will be supplying one 
standard make, and one uniform 
quality of materials—regardless of the 


type or application. @ Now is the time 
to look into the A-L set-up for Dis- 
tributors. Today. 


LLEGHENY 
UDLUM 


STEEL CORPORATION 


PITTSBURGH 22, PENNSYLVANIA 


lm loo Sede 


Write us about handling A-L High-Speed Tool Bits... 
ALX Alloy Tool Bits... CARMET Standard Tools 
and Blanks in your territory 
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QUICK SAFE 


Extra-Long-Taper 


Reamer won't thin, 
flare or split pipe 


@ Secret of the Rimaip’s safe easy reaming 
is its extra long taper. With a few light ratch- 
eted turns, your customers whisk the burr 
from pipe or conduit without fear of thinning, 
flaring or splitting. They save time, work 
and pipe. Two sizes: No. 2, ¥" to 2”; No. 3, 
34" to 3." No. 2 reamer unit available without 
ratchet handle for use in 

rumai> No. 0OR threader Reamer unit fits pumeup 
handle. It pays you tostock 

and sell this work-and- 

pipe-saver Ritarp tool. 





WORK- SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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unions who require special privileges, 
nor of management and industry that 
requires special privileges nor of farm- 
ers who require special privileges. ‘I‘his 
is a nation in which all of the approx- 
imately 60 million of us who are pro- 
ducing the nation’s goods and services 
ought to be concerned not only with 
fair treatment for ourselves, but indeed 
for fair treatment of all. This implies 
a lot less pressurizing and far more 
cooperation. Here is another area in 
which a great selling job must be done. 

“I am convinced that by and large 
the individual American citizen, from 
whatever these groups I have men- 
tioned, and when he is at his best, 
neither has low, mean, nor selfish de- 
sires. If he understands, truly under- 
stands, then he would be not only 
willing, yea, enthusiastic, about a pro- 
gram that provided equity, fair dealing 
and justice rather than privilege. No 
one can convince me that we cannot 
revive faith, faith not only in God, 
but in each other, in a country whose 
heart is as big as the continent itself. 


Assume Responsibility 


“I would not want to leave you 
without suggesting that we can do 
something about this. We ultimately 
have to make this democracy work in 
terms of our personal responsibility, in 
terms of our corporate responsibility, 
that is, working with others. Here is 
my suggestion. We thought that our 
ideals and practices were worth dying 
for. Let us make them worth living 
for. Let us determine that in addition 
to whatever we may do in our work-a- 
day world to earn the necessities for 
clothing, food and shelter, that we 
realize that we have a responsibility as 
citizens. To understand, and_ that 
means that we must take time to live 
responsibly and responsively as citi- 
zens and then to accept the further 
job of selling our way of life. Where? 
Why everywhere we go. There is not 
one of us who doesn’t have anywhere 
from a single to a dozen opportunities 
a day in person-to-person contact to 
either revive, to educate, enlighten or 
strengthen some fellow citizen’s pur- 
posefulness and belief in our nation. 

“In the last analysis this is a per- 
sonal selling job. The job will be 
accomplished if you and I and the 
millions who believe in our heritage, 
and our way of life, and who have 
faith both in God and in our fellow- 
man and are willing to live as good 
citizens, will accept this challenge. 
There is no greater romance that I 
know of than living as a good Ameri- 
can. There is no greater thrill that I 
can imagine than selling the American 
Way of Life.” 

James G. Geddes, retiring president 
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The big complete line of SKIL Saws pays off! 


MORE MODELS to sell! MORE PROSPECTS fo sell them to! 
MORE PROFITS for selling them! 


Here’s why leading distributors every- 
where prize the SKIL Tools line: 9 SKIL Saw 
models mean prospects in every field, on every 
job, for every operation. AND the complete 
line of SKIL Saw blades, accessories, attach- 
ments and supplies means automatic “add-on” 


sales, steady repeat volume, big extra profits. 





SKIL Tools ADVERTISING AND MERCHANDISING 


MAKE SALES FOR YOU! 


Ads every month in leading magazines... 
displays ... mailings to your customers... 
catalogs ... ad reprints! They all work for 
you to build your profits on SKIL Saws and 
SKIL Tools! 


SKIL Tools are made only by SKILSAW, Inc. 


SKIL Saw is the world’s best-known, 
most widely preferred electric handsaw. The 
market for SKIL Saw is bigger! Selling SKIL 
Saw is easier, more profitable! Write us today! 
We'll tell you promptly if there is a SKIL Tools 
Distributor Franchise open 


in your territory. 





Model "77" SKIL Saw 
2% in. Capacity 














VY Modern Design 
oo Leadership 
V Quality... 


give Jackmanco Distributors 
the Edge in Sales Results ! 


Success in business is rarely an accident. In most 
cases, it takes plenty of time and hard work. It 
can be made easier when your name is associated 
with quality of product and service. You'll find 
both, in abundance, when the product is made by 





WHEELBARROWS DRAG SCRAPERS 


CONCRETE CARTS morRTAR TUBS AND 
SALAMANDERS MIXING BOXES 
LAWN ROLLERS 


Superior Products Since 1876 
JACKSON MANUFACTURING CO. 


HARRISBURG e PENNSYLVANIA 
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of the American Supply & Machinery 
Manufacturers’ Association, acted as 
chairman. In addition to introducing 
the principal speaker, Mr. Geddes 
called upon E. H. McLaughlin, retir- 
ing president of the National Supply 


| & Machinery Distributors’ Association 


and Richard Alcott, retiring president 
of the Southern Supply & Machinery 
Distributors’ Association, for com- 
ments. 





Purchasing 
Under Control 


(Continued from page 107) 





Expediting has tapered off in recent 
months because most factories ar 
catching up and in a great majority of 
cases are shipping within 24 hours 


after an order is received. 


However, we do have a procedure 
that helps and we believe it is rather 
unique. Each day we review a certain 
number of orders. We pull out one 
source of supply on paint spray equip- 
ment, as an example, and list all orders 
unfilled by them up to and including 
the last 30 day period. This has helped 
us and it has helped our sources of 
supply because it keeps their file of 
unfilled orders in exact balance with 
ours. 

It happens we sometime fail to 
check invoices properly or that the 
factory fails to make the proper back 
orders. It helps both of us to check on 
any mis-filing; it always keeps us on a 
current basis and keeps our records in 
balance with theirs. 

We have been asked occasionally 
how we go about buying a new tool 
and also how we operate when a tool 
is redesigned or changed in some man- 
ner. 

The manufacturers we represent 
keep us informed as to what develop- 
ments might be forthcoming in tools. 
With this cooperation we are able to 
move an old model tool out of stock 
before the new model arrives. Most 
new tools are brought into the store 
and are demonstrated for management 
and generally for the sales force. 

Tools we do not normally stock are 
discussed in conferences with top man- 
agement, and the salesmen are con- 
sulted. 

If, and when, a new line of tools is 
purchased, the catalog department is 
notified. This department then writes 
for catalog pages and all necessary in- 
formation that will go to make our 
sales catalog complete. 

The advertising department is then 
notified and its head writes the factory 
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ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


WRITE FOR CATALOG 


The “Armstrong System” provides special ARMSTRONG TOOL 
HOLDERS for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) 
cutters. With these modern cutting tools, the toughest and hardest 
steels are easily machined. Far heavier feeds and the extremely high 
cutting speeds become practical (300 f.p.m. with ARMALOY cutters; 
600 f.p.m. with ARMIDE cutters). Delays for tool re-grinding are 
reduced to an absolute minimum—edges hold up to 100 times as long. 


These new tool holders and cutters are stocked by your local 
ARMSTRONG industrial distributors. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave. Chicago 30, U. S. A. 
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MEDART “SL” SHEAVE 


10 point superiority 


This new sheave is a result of Medart’s 12 years research and experience in manu- 
facturing taper bore bushed type sheaves. The basic principle of a split bushing and 
a tapered bore which has proved its advantage for years in Medart TS pillow blocks 
and in Medart keyless compression shaft couplings is now incorporated in a V-belt 
sheave that features simplicity of design and application. 


}, Simplicity of design—Tapered bore, 
one-piece bushing and two cap screws. 


2. Simplicity of mounting—Sheave and 
bushing assembly slip on shaft and two 
cap screws are tightened. The sheave 
and bushing are thus locked to the shaft. 


3. Simplicity of dismounting—Same two 
cap screws are backed off, unlocking 
the assembly and disengaging the shaft. 


4. Bushing is split for entire length on 
one side to assure full length fit on an 
oversize, standard, or undersize shaft. 


5. Cap screws are the keys... no con- 
ventional key between sheave and 
bushing. The screw heads are in the 
counter bored holes providing metal 
backing for heads and eliminating 
shear and bending stress from screw 
threads. 


6. Bushing is flush with sheave hub on 
both sides—no flanges, no projecting 
parts. 


2. Cap screws permanently located — 
the same two cap screws are used to 
lock the sheave and bushing to the 
shaft and also to unlock them. 


8, The bushing is a simple one-piece 
split construction with two milled slots 
—no flanges, no drilled or tapped holes 
and no requirement for special align- 
ment. 


9, The keyway in the bushing is oppo- 
site the slit to assure flexibility and uni- 
form width on the shaft. 


10, The sheaves are made of special 
high test hard iron for maximum groove 
life... longer belt life! 





for all necessary advertising literature. 

Thus, when a new tool arrives every- 
thing is set, everyone is familiar with 
the pricing, the qualities and the mer- 
its of the tool. We are merely trying 
to show that our whole operation is 
closely tied in with each department 
of the company. 

To get back to the controls we try 
to maintain: Our perpetual inventory 
system gives us the figures upon which 
we work. We use what has been called 
the base factory method and com- 
monly termed as a 30- 60- 90-day pe- 
riod of inventory turnover. With our 
inventory system, our turnover is be- 
fore our eyes at all times and each line 
and each item can be inspected at any 
time. We can say that we have certain 
items in stock and that we will sell so 
many of these in a certain period be- 
cause what we stock is based on the 
factor. However, we all know that 
there are many things that come along 
that disrupt any system no matter how 
fool-proof we might try to make it. 

For example, it often happens we 
will have a run on a particular item. 
It seems that, for no reason at all, we 
get a great batch of orders in a day or 
a week, depleting our stock and throw- 
ing our inventory helter skelter. Some- 
times we have to purchase two normal 
90-day supplies in two or three days. 
However, this helps to determine a 
better base factor period for the future 
and sometimes shows that our figures 
and percentages are a bit on the low 
side. However, the reverse is true 
sometimes. We get heavy on an item 
because the item has been superseded 
by another item or the item didn’t per- 
form in actual industrial operation as 
we thought it would. 

Two stock control clerks enter an 
average of approximately 1,000 items 
each per working day. These entries, 
include all outgoing, incoming ship- 
ments and all purchase orders. 


Invaluable Aids 


We have established a few purchas- 
ing helps that have helped us greatly 
in closer and better contact. One of 
these, a manufacturer’s questionnaire, 
has been the most helpful. All infor- 
mation pertinent to a manufacturer is 
contained in this questionnaire. We 
keep this on file in our office. Each 
manufacturer has a separate folder. We 
also use this folder and questionnaire 
for any questions or questionable cor- 
respondence that might come from a 
certain manufacturer. If anyone in the 
organization has a question and wants 
to see a factory representative, all these 
notes are filed in the manufacturer’s 
file. The first thing we do when a 
manufacturer’s agent or representative 
calls on us is to pull out the particular 
file and after talking to the man, route 
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THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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The Caster That Had a Breakdown him to the men that have requested to 
see him. 

We must exercise control perhaps 
more closely than in some other sec- 
You know the kind—“worked like a horse” tion of the country because of the dis- 
tance we are from most of our manu- 
facturers. This is one way that the 
manufacturer's questionnaire _ has 
complete collapse. | helped us from time to time, by telling 

| us whom to contact and how to con- 
tact him. These problems are not as 
great to those who are situated closer 
to sources of supply. 


when the job wasn’t tough. But came the heavy work, 


this caster went to pieces—finally had a 








Youthful Officers Lead 
Southern Association 


(Continued from page 95) 





expericnce to draw from, much of 
which is positive and helpful. But in 
setting up a stock control system, 
much of the experience is negative.” 
Inquiries were made of other distribu- 
tors who had experience with stock 
control systems and most of the re- 


as on peak loads, this Bond 40-A series all-steel plies were critical. 


caster withstands shock and strain. Load carrying re Nhat gurantee 
> S$ associates 2 , 


upper ball race absorbs all side shock. King bolt and lower of the firm, it had been engaged in 
ball race take up the vertical load. The 40-A swivels with profitable operations for more than 
ease, is pressure lubricated throughout. All-steel construc- 25 years. During that period, he 
tion eliminates danger of breakage, cracking and excessive added, it had grown at a more or less 


uniform rate, but in such a manner 
that its management was able to keep 
; , ‘ 4 its fingers on the pulse of business and 
handling requirements in the Bond catalog K-38. Send by cae of phe seme could tell with 
for your free copy today. sufficient accuracy just how much 
profit there was in a previous year’s 
BOND FOUNDRY & MACHINE COMPANY business. Also, at any time during the 
MANHEIM e PENNSYLVANIA year, the management knew reason- 
ably well the condition of the busi- 
ness and whether or not the inven- 
tory was large enough or too large. 
“However,” Mr. Wellford stated, 
“our experience was mainly in manu- 
facturing and we did not feel that we 
could safely carry on a business with 
a financial statement being made only 
No. 1540-A (shown). Double once a year. .. . To make a satisfactory 
ball race structural steel swivel g * | profit and loss statement, it is neces- 
CA: Queter SAD enter Gomsing, . : | sary to accurately know the dollar and 
vulcanized-on rubber tread wheel. d le ” 
Sd nadie wie aaanamees ee ss 4 ; | cent value of your inventory on hand. 
from 4 to 12 inches; capacities : : . ‘ wal The Dilworth Company, Mr. Well- 
from 140 to 4500 Ibs. per caster. 2 — ford said, decided on a running inven- 
: 4 tory record priced at cost. A hand- 
kept card system was started but it 
was considered impractical. The prob- 
lem was brought to an accounting ma- 


I chine company which provided a ma- 

» | chine that could post on cards the 
NY ; | quantity of items on hand and extend 

~Z ys. PAT. OFF. : ; the total dollar and cent value of those 


wear. Costly delays are ended, handling costs are turned 
into a neat profit. You'll find the right caster for your 





*IT’S A 


items at cost or market. Similar en- 
tries could be made when goods were 
shipped out. 

Three machines were purchased to 
| take care of the estimated posting load. 
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in a BOICE-CRANE 
POWER TOOL 
FRANCHISE 


The steady demand. 
The terrific number of leads from 
national advertising. 


As the world’s largest manufacturers 
of certain equipment, Boice-Crane 
offers the lowest prices on a quality 
line. 


The complete line includes many 
items not available in others. 


The recognized flexibility and sturdi- 
ness of Boice-Crane equipment. 


A few territories open. 
Write, phone or wire 


BOICE-CRANE 
COMPANY 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 


BOICE-CRANE 
BAND SAW 


BOICE-CRANE 
THICKNESS PLANER 


BOICE-CRANE 
SPINDLE SANDER 


BOICE-CRANE 
SPINDLE SHAPER 


BOICE-CRANE 
GAP-BED LATHE 
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BOICE-CRANE 
DRILL PRESS 


BOICE-CRANE 
TILTING-ARBOR SAW 


BOICE-CRANE 
SAW-JOINTER 
Go 


BOICE-CRANE 
SIX-INCH JOINTER 





BOICE-CRANE 
BELT SANDER 


n 
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HERE'S HOW 


VICTOR ADVERTISING 


Blankets your market. Sells 
Victor for you the year ‘round 
in publications read in the metal 


working industries. 


VICTOR’S BROCHURE 


“Victor Gives You More” tells 
about the many other sales boost- 
ers that Victor offers you free — 
get your copy now —the supply 
is limited. 


PLUS 


VICTOR 
METAL CUTTING 
BOOKLET 


A valuable pocket or tool kit 
reference on selection, use 
and care of hack saw blades 
that your customers will ap- 
preciate. Free for the asking, 
order a supply. 


VICTOR 
WALL CHART 


A handy, finger-tip reference 
that works for you... helps 
your customers every day in 
the week. In lots of 50 or 
more your name and address 
will be imprinted free. 


the complete Victor line... hand, band and power hack 
saw blades and the specially designed hack saw frame... 
products that mean customer satisfaction, more repeat 


sales the year ’round. 


@s708 


\ AC R SAW WORKS, INC. 
MIDDLETOWN, N. Y., U. S. A. 


sof Hand and Power Hack Saw Blades 


Frames and Band Saw Blades. 


INDUSTRIAL DISTRIBUTION © JUNE, 1949 





The actual process of setting up the 
cards was delayed until annual inven- 
tory-taking time when one posting and 
extension could be mare simultanc- 
ously. 

Thousands of cards, Mr. Wellford 
said, were placed in four-wheel cars, 
or tubs. Each tub would hold about 


| 8,000 cards. A problem arose in filing. 


Assuming that an order for 10 items 
came through to be posted, it. was 
possible that the 10 items would turn 
up in six or seven different tubs. Since 
it was impractical to move either the 
machine or the tubs without a very 
elaborate system of track and carriages, 
Dilworth officials were at a loss as to 
how an order would be routed about 


| the control room efficiently. 


Routing Procedure 


The problem was solved, Mr. Well- 
ford said, by dividing the cards into 
sections just as the items were divided 
in the warehouse. Each department 
or section had items lined up alpha- 
betically. Mr. Wellford then out- 
lined the routing of orders and re- 
ceipts through the control system: 

1. Processing of Orders: All orders 


| are sent to the stock control room. 
| Here each item is edited as to specif- 


cations, etc. Each item is checked 


| against the records and issued out if 
| the ordered item is in stock. All items 
not in stock are indicated with “O 


” 


and items in stock are indicated by 
“X’”’. The orders are passed to Order 


| Entry where they are typed on spe- 
| cial forms. Then the orders go to the 


shipping department. The pre-posting 
of all orders before they are shipped 


| enables the distributor to tell custom- 


ers accurately whether or not items 


| they desire are in stock. 


2. Processing of Receipts to Stock: 
All receipts to stock are posted from 
actual receiving slips. The receiving 
slips are matched up with copies of 


| manufacturers’ invoices. This enables 


a check on quantities and correct speci- 
fications. Also any changes in prices of 


| items is noted and necessary adjust- 
| ments are made to the records. This 
| way, we are able to keep an accurate 


cost of all goods received. 
3. Processing of Returned Goods: 


| Returned goods are handled the same 
| way as receipts to stock. All postings 


of returns to stock are indicated in 


| red to differentiate between actual re- 


ceipts to stock and returned items. 
4. Posting Operation: All postings 


| to the records are made with Bur- 


rough’s machines. These machines do 


| all the necessary addition, subtraction 


and multiplication. Each machine has 


| a continuous ledger sheet which shows 


all daily postings. At the finish of each 


| day’s postings, the totals for Issues and 


Receipts are indicated on this ledger 
(Continued on page 187) 
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Its SIMPLIFIED DESIGN 

prices it 30% to 50% 

BELOW other Vertical 
Speed Reducers! 


All the advantages of American 
Reduction Drives now incorporated 
in this new Vertical Speed Reducer ! 


@ Any driven speed below 154 r.p.m. 
from standard, stock parts! 


@ 75% LESS headroom required... 
the Speed Reduction Unit mounts 
right on the shaft of the driven 
machine! 


@ No special supports or brackets! 


@ Primary belt drive cushions damag- 
ing impact of starting and shock 
loads! 


@ Quick, easy speed changes! 


e@ 1/3 LIGHTER than other vertical 
reducers! 


_@ Interchangeable bushings permit 
easy installation and relocation! 


A Zew PROFIT-MAKER 


from all angles... 


AMERICAN REDUCTION DRIVES 


now available for 


VERTICAL APPLICATIONS! 

















For complete information on the design, construction, 
specifications, and selection of the unique American 
Reduction Drive for vertical applications, drop us a 
line, now. 


4218 WISSAHICKON AVE. e PHILA. 29, PA. 
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FOR EVERY JOB 


rentiss 


MACHINISTS @ TOP SWIVEL JAW @ COMBINATION PIPE 
HINGE PIPE © WOOD WORKERS ® UTILITY 


All Parts 


Interchangeable Guaranteed 


Backed by 81 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


ALL VISES INDIVIDUALLY BOXED 
Prentiss Vises are individually boxed in 
cartons or wooden boxes, thus insuring 
delivery in perfect condition. 


IN A FEW SECTIONS 
TERRITORIES ARE OPEN 
ARE YOU INTERESTED? 





The Sales Policy is 100% through Distributors 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S. A. 
OF THE CHARLES PARKER CO. 
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We have a 


copy for you- 


es facts about industry's 
rating of gauges that you 
will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 
- Your: copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, til. 


the gauge 
with the 
HRECALIBRATOR 


The Marsh Recalibrator - vickest and 
knocked out of od ystment—the finishing 
V 
superlative gavge- 
touch to a 


GAUGES ©*® VALVES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 














sheet. ‘The total issues are subtracted 
from and the total receipts added to 
the previous day’s total inventory. This 
gives us the new present dollar value 
inventory. 

5. Periodic Physical Checks: Wher- 
ever the human clement enters in, 
there is chance of error. Therefore, 
to keep the records as accurately as is 
humanly possible, periodic checks are 
necessary. We have a schedule made 
that shows which item we want 
checked. These sheets are sent to the 
warehouse and actual physical counts 
ire made of these items. We then 
check our records and make necessary 
adjustments, if any. This way, we are 
able to keep our records accurate. 

According to Mr. Wellford, the 
cost of machines and salary expense 
of maintaining the system becomes 
less percentagewise as the business in- 
creases. He believes that the benefits 
accruing from the knowledge of in- 
ventory size and cost, more than off- 
sets the expense and investment. He 
said that many concerns faced with 
tremendous increase in price of goods 
during the last four years have seen 
their cash balances evaporate and have 
found it necessary cither to borrow 
or increase capitalization in order to 
maintain even the same quantity of 
goods in the warehouse. This makes 
it highly important to keep no more of 
any one line of goods on hand than is 
absolutely necessary to give good serv- 
ice. Slow-moving items can be readily 
rounded up from the inventory record 
and turned over to the sales depart- 
ment for special effort. The inventory 
information is indispensable to effi- 
cient purchasing. 

Considerable questioning of the 
speaker took place following the talk. 
Mr. Wellford replied to all questions 
and invited any member of the asso- 
ciation to write or call for any further 
information on Dilworth’s methods of 
inventory control. 





Suppliers Study 
Distributors’ Problem 


(Continued from page 99) 





help only if the results to be attained 
can be accomplished with no extra 
off-setting cost. If the standard terms 
are f.o.b. factory, they would remain 
the same, but in place of shipping 
freight collect you would prepay and 
add the prepaid freight to the invoice. 
(This amount would not be subject to 
any cash discount.) Distributors often 
have three different freight rates in 
one month. Because of the distribu- 
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IMPORTANT. . 


AND SALES 






» 4 widespread recognition enjoyed 
by GORHAM Cutting Tools has not been accidental 
. « - it has come through our constantly producing 
superior tools. These tools are helping plants every- 
where to save production dollars. The demand for 


GORHAM High Speed Steel Tool Bits is increasing 
constantly and this makes your cutting tool sales 
most profitable. Whether your customer’s need is 
specialized or just regular, GORHAM High Speed 
Steel Tool Bits will meet any and all requirements... 
find out what selling them can mean to you in profits. 


@GORHAM STANDARD 


for the Commercial Field 


© GORHAM GORMET 


for More Abrasive Materials 


@GORHAM M-40-B 


for Heavy Cuts in Hard Material 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE, 
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DETROIT 3, 


MICH. 
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tors’ high clerical costs and expenses 
incurred through a multitude of ship- 
ments on a freight collect basis, we are 
hopeful the manufacturers can assist 
in correcting this problem through 
prepayment of freight. 

“4, A simplified discount system— 
net pricing. The discussions at forums 
have clarified many questions on this 
subject. The result—new catalogs ap- 
pearing with net prices. Now is the 
time to readjust multipliers now in 
effect as the result of a simplified dis- 
count which has replaced the string 
discount, and come out .5678 or .01 
as the multiplier. We would just as 
soon pay you the .0078 or .01 and 
you could readjust your cost and sell- 
ing discount accordingly. In the proc- 
ess of adjusting from old to new, you 
have presented to you the opportunity 
of spreading the margin of profit for 
your distributors to help them in their 
present dilemma of high overhead and 
sales expense. 








The Factory Representative 


“5. Your sales representative. A 


WW 7 teal distributor problem today is to 
eoeesccece > PET | try to make effective use of a factory 
H if representative who is not properly 
trained. He can do more to destroy 
El ECTRIC HOIST enthusiasm with the distributors’ 
salesmen for an important line than 
the sales manager can correct in sev- 
eral months. Too often there is too 
little field checking by contact with 
the salesman by the sales director from 
the home office. ‘Too often quotes per 
distributor, potential volume in ter- 
titory, etc., are left to a guess by a 
none-too-well-equipped factory repre- 
sentative, based on none-too-perti- 
nent facts. The conclusion reached, if 
the projected sales are not attained, 
seems to be to add more distributors 
of any size, type or kind. More check- 
ing by personal contact of the higher 
ups in at least the principal markets is 
needed. 
“TI recommended that factories train 
their salesmen for longer periods of 


| time. We would rather be without a 
eee AiSO a line factory representative for a year while 
of high quality hand-operated one is being trained than to have 


. " one put into our territory ‘green.’ A 
Chain Hoists and Trolleys. Get genius in product knowledge, but 


in touch with your Ford Chain lacking in other important phases of 
Block District Office. Or write us sales and merchandising techniques, 


: : can do more damage than good. 
at York, Penn., for information. “6. Pricing policies in advancing 


| and declining markets. I cannot speak 

authoritatively at this time for the 

oO members of our association as to their 
York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, Son Francisco, Bridgeport, Conn. preference either for advance notice of 
say, 15 to 30 days, on both advancing 


FORD CHAIN BLOCK DIVISION and declining prices or overnight ad- 
AMERICAN CHAIN & CABLE vance. One large group of distributors 


recently expressed their desire for no 


' advance notice of market changes. I 
In Business for Your Safety (Continued on page 191) 
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BAY STATE TAP & DIE CO. 


MANSFIELD, MASS. 
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4 REASONS 


QUIS DOW] LHP 


Investigate the 


EXTRA PROFITS 
IN SELLING 


TOP QUALITY 
Since 192] 


Extra profits are always worth 
investigating .. . especially when 
they’re tied up with Extra 
Customer Satisfaction. You get 
them both, selling Chicago Saws. 
Every blade is made of top qual- 
ity saw steel ... precision heat 
treated for toughness evenly 


1 EVERY DART. .. is precision-machined to a true ball joint... then spheri- balanced and accurately fitted. 
cally ground to give wide, true-bearing surfaces. Reason why Darts fit snugly And when your customers enjoy 


without excessive wrenching . . . are always leakproof. the quiet running, keen cutting 


edge ... the money savings from 
h i oes 
EXTRA-WIDE BRONZE SEATS... resist pitting, electrolysis and corrosion os Seiguans eheepenins 
‘ they’ll come back for more. 
... Stay drop-tight. 


Behind this famous line of saws 


is an agressive advertising cam- 
ki EXTRA-HEAVY SHOULDERS... shrug off wrench abuse through dozens i 


paign running in leading publica- 
of installations. tions that reach the men who are 


using and buying saw blades 
4. PRACTICALLY INDESTRUCTIBLE . .. body and nut of air-refined, high +++ your customers. 


test malleable iron resists stress, stretching and wrenching ... ensures that Write today for full particulars 
connections will stay tight. regarding a Chicago Saw distrib- 
; utorship in your territory. 


DISTRIBUTOR PROTECTION 


Fea 
aN 


"| 


When you sell Darts you are selling the 


Hl 


quality union that means year after year 
repeat business. 


CHICAGO SAW WORKS 


INC. 
E. M. DART MANUFACTURING CO. 5036 S. WENTWORTH AVE. 
PROVIDENCE 5, RHODE ISLAND 


CHICAGO ILLINOIS 





UNIONS 
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have talked informally with ten large 
distributors, five of whom prefer no 
advance notice of price changes, while 
five expressed the view of desiring 15 
to 30 days advance notice. Various in- 
dustries, I believe, must determine the 
best procedures for themselves. How- 
ever, each industry must take into 
account that which it hopes to attain 
in the way of distributor cooperation 
as far as inventory is concerned and 
then make arrangements accordingly. 
If you expect a good inventory to be 
maintained, would it be feasible or 
possible to protect your distributor 
against inventory decline for the bal- 
ance of merchandise in his stock from 
shipments received in the two or three 
preceding months? This would only 
mean the balance. If he sold thirty, 
fifty or seventy percent during that 
time, your credit would only be for 
seventy, fifty or thirty percent of your 
shipments and, of course, for only the 
percent of decline. 


Superfluity of Distributors 


“7. Too many distributors being 
appointed. A declining volume divided 
by 50 to 100 percent more distribu- 
tors equals a substantial cut in volume 
with your old distributor friends. Also, 
if several manufacturers decide to do 
the same thing in the same territory, 
the results are disastrous. Nothing 
like additional distributors, cut prices, 
etc., can produce a greater volume in a 
territory than is there. Manufacturers 
are using too thin reasoning for in- 
creasing their coverage. ‘They use such | 
expressions as ‘industry coverage,’ 
then amplify as ‘wholesale hardware, 
automotive, paint floor, foundry,’ etc. 
all who end up selling the industrial 
trade. This would be okay if they P 
secured a distributor who stayed in The items you need oe and the 
each particular field, but no, they all 

o to the same house which has many : . 
of these departments, so that in the high quality you demand 
long run, certain distributors will have | 


four or five lines that can be inter- You can get from OLIVER two essentials of a profit- 
changed between all departments. | ‘ , , ‘ : 
Thar will oll 0 cestein tamed of eco. able business in Industrial Fasteners—high quality, 


chandise in the wholesale hardware and a complete line. Made by one of the oldest and 
department, a competitive brand in 


the automotive department and maybe largest manufacturers in the industry, Oliver Fasteners 
a third in the floor department. Con- 
sider the stability of your old local dis- 
tributors—consult with them as to clude bolts, nuts, rivets and cap screws. 
their plans before taking any drastic 
action in appointing additional dis- 
tributors. 

“8. A new line for stock. New items 
in a line to be carried for the manu- 
facturers imposes a headache many | 
times. The distributor would be will- 
ing to do more if he were not too often 
left holding the bag by the manufac- 
turers who generally have an original 
stock recommendation. Some adjust- South Tenth and Muriel Sts. + Pittsburgh 3, Pa. 





are uniform, accurate, dependable. Our products in- 


Your customers readily accept OLIVER Fasteners! 
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FOR SAFETY PLUS 





For better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


yon» HOOD RUBBER CO., WATERTOWN, MASS. 
| A Division of the B. F. Goodrich Company 





~ GREATER PROFITS 
CLIPPER 


Y Constant Consumer Demand 
’ No Factory Sales to Users 
Y Nationally Advertised 
) v Firm Resale Price Policy 
v Highest Uniform Quality 
Sold ONLY | 


Through Authorized Distributors 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 








cer 


~ A 





-BELT LACING |} EQUIPMENT 
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ment should be made possible by a 
definite procedure for adjustment of 
slow-moving items which are put into 
stock from time to time. The factory 
representative, if he were trained to 
be of help and assistance, and if he 
were saturated with the belief in the 
distributor method of distribution, 
should carry the responsibility of this 
job. Any new stock should have a 
period of adjustment, say six to twelve 
months. The factory representative 
should help the distributor keep his 
inventory in good shape. Then a yearly 
adjustment should be allowed. If the 
factory representative were on his toes, 
the adjustment could not or should 
not become burdensome to the man- 
ufacturers.” 


American Association Plans 


Announcing the American Associa- 
tion’s plans for the future, K. R. 
Beardslee, newly-elected president of 
this association, said that manufactur- 
ers will probably improve their formal 
sales education activities individually 
during the coming year by increasing 
the number of salesmen trained in 
formal training courses. “The product 
knowledge of salesmen has been 
greatly improved during the past year,” 
he added, “but now it is necessary to 
teach the techniques of the complete 
sales process to many salesmen who 
have never had formal training to sell 
in a buyers’ market. 

“This is no time to swing the axe,” 
Mr. Beardslee continued, “but it is a 
time to put the management house 
in order for more efficiency in mar- 
keting. The slightest dip in sales vol- 
ume of industrial products is enough 
to focus the attention of the break- 
even point on every sales manager. I 
believe our whole program may need 
a careful review and, if properly 
planned and periodically checked, we'd 
be surprised to see the items that we 
can eliminate that have crept into our 
plans in the past four years of ‘so- 
called order taking.’ Something is go- 
ing to have to give. Maybe industrial 
selling can’t stand some of the frills 
not essential to actual customer serv- 
ices. How well the question of ‘Are 
we prepared for the rough weather 
ahead?” discussed at our past year’s 
regional forums, applies as we face 
another year.” 








“Whose bread | eat, his praise | sing! 
Repeat those eight words to yourself 
every time you are tempted to say any- 
thing that could be in any way construed 
as reflecting on the character of the 
firm for whom you are selling, its 
policies, or its personnel.” 

Money-Making Salesmanship 
Michael Gross 
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= a Where WeldOlet is attached to > 
— : run pipe, it, tapers at proper 


angles, providing for a single 
bevel groove joint at the crotch 
section, blending into a V-butt 
joint at the ear portion. 
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WeldOlets*, with outlet sizes from Ye"' to 24'’, both straight and re- XX 
ducing, need no additional reinforcement to establish and fully maintain “<x 
original strength on ASTM A-106 Seamless Steel Grade A Pipe, as set XK 
forth in Code for Pressure Piping, American Standards Association, 
B31.1-1942, and Supp. No. 2, B31,1b-1947. WeldOlet welding fittings 
provide the quickest, most econamical, most satisfactory method of 
obtaining full pipe strength at branch connections. For detailed engi- 
neering reference data, write for Catalog W-2. 


BONNEY FORGE, & TOOL WORKS 
FORGED FITTINGS DIVISION * 645 N. MEADOW STREET » ALLENTOWN, PENNA. 


Authorized Canadian Factory Representatives: Sterling Steel Co., Litd., 
20 Temperance St., Toronto 1, Canada—- 1040 Sherbrook St., W. , Montreal, Canada 
MANUFACTURERS OF FAMOUS BONNEY TOOLS 


Fig. 1—Cut- -away view of reduc- _ 
ing size WeldOlet with welding 
outlet in place. The external rib 
and wide bases or footings of 
WeldOlets* eliminate the need 
for extra supports to take care 
of bending or vibrational stresses 
at crotch section, the point of 
greatest stress. 


WELDQJLETS 


*Trade Mark Reg. U.S. Pat. Off. Pat. in U.S. & Foreign Countries 


FOR WELDED BRAN 1H_ PIPE OUTLETS 


When you want Bonney Welding Qutlets, ask for WeldOlets* 


Fig. 2—Note blending of ear 
portion of welding fitting to 
run pipe. Extension of weld 
metal below inside scarfed 
portion of pipe insures all 
sections of joint greater than 
pipe wall thickness. 
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CASTERS & WHEELS _ 


Write for Free Manual 


DARNELL CORP. LTD. Long Beach 4, Galif. 


4 60 Walker St., New York 13, N.Y. ‘ 
36 N. Clinton; Chicago 6, Ill. 
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wherever 
men lift... 


Wherever men lift, you'll find a 
ready market for portable ‘Budgit’ 
Electric Hoists. That is why, a few 
years ago, when we pioneered the 
market in load-handling equipment 
for small business with the ‘Budgit’ 
Electric Hoist, we found a market 
waiting them in heavy industry. It 


was @ natural! 


News of the easy, quick, effortless 
lifting; economy of operation; and 
safety features of ‘Budgit’ Electric 
Hoists spread among owners of ga- 
rages, service shops, repair shops, 
boatyards, farms; among dairymen, 
poultrymen, hospitals, stores. All who 
had loads to lift found a solution to 


their problems. 


Thousands of spots still exist in 
heavy industry where you can sell 
‘Budgit’ Hoists and new markets are 
constantly developing. Look into 
some of these markets —old and 
new! We'll wager your sales will in- 


crease beyond your belief! 


letin No. 391 with 
you when calling on 
prospects, It will help 
you sell ‘Budgit’ 


‘BUDGIT’ 
Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


Carry a supply of Bul- j 


° 
z 
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Distributors Swap | 
Ideas on Selling | 


(Continued from page 92) 


IER BUILT 


KAM (EAD 70 BASE! 









What selling problems will require 
management’s special attention in the | 
immediate future? 

R. A. Parachek, Mill & Factory 
Supply Co., ‘Toledo, summed up his 
comments with the declaration: “To 
me, selling, in a normal or competi- 
iive market has always been a prob- | 
lem. The practical education of the | 
whole part of the organization that | 
comes into contact personally, by tele- 
phone or through correspondence, is 
important. We don’t expect everyone 
in Our organization to know all the 
answers, but quick referral to the well- 
informed person will cut sales resis- 
tance quickly.” 

As selling problems, Mr. Parachek 
listed: 

Price cutting. 

The taking on of too many dis- 
tributors by a manufacturer. 

The selling by manufacturers to 
governmental departments direct be- 
low the cost of that of the distributor. 

Mr. Parachek said he knew of one 
buyer who will not use a certain brand 
of materials because the manufacturer 
has too many supply distributors. | 
“Naturally,” Mr. Parachek said, “sales- 
men are not anxious to work on such 
lines—by the time a requisition gets 
to a purchasing agent there is con- 
siderable chance that the one who did 
the work will not be rewarded with 
the order. Fortunately there are not 
too many manufacturers who sell to 
everyone but there are enough to pre- 
sent a problem.” 

Mr. Parachek cited selling direct to 
government agencies as a most serious 
selling problem. ‘Many of those 
items sold direct will come back to 
haunt the distributor in forms similar 
to War Assets, government surpluses 
at great bargain prices for the un- 
scrupulous dealer who normally does 
not stock these particular items.” 





MALLEABLE IRON 
TOP NUT 






PRESSURE BY-PASS 
PREVENTS OVER- 


MORIZONTAL 
POsiT AM 
POINT UF TRAVEL OF B 











FACTORY TESTED 
AT 1, TIMES 
RATED CAPACITY 













MALLEABLE ! 
HANDLE SOC 











PRECISION 
MACHINED 
THROUGHOUT 









HEINITE PISTON 
GREATER WEAR 





, Hein-Werner Hydraulic Jacks 
un" Give FASTER....SAFER Service! 


Both Howard F. St. George, Shad- 
bolt & Boyd Co., Milwaukee, and | 
J. W. Vickers, The Geo. Worthing- 
ton Co., Cleveland, discussed this sub- 
ject. 

Mr. St. George said one of the first | 
steps in this direction is to insist that 
a distributor’s salesman not be per- 
mitted to take an order for a line han- 
dled exclusively by another distributor. 
This is not selling, he said, “if we 


Made in models of 11%, 3, 5, 8, 
12, 20, 30, 50 and 100 tons 
capacity. Write us for complete 
details. 





HEIN-WERNER CORPORATION * WAUKESHA: WIS. 
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M35 fainless S feel! 


THE NEW 
SENSATIONAL 
FIRE 
EXTINGUISHER 





® Far stronger. Each Buffalo Stainless Steel Extinguisher 
tested to 500 Ibs. (Ordinary types tested to only 
350 Ibs.) 


® Nearly 7 Ibs. lighter — light enough that a woman 
easily can operate it. 


® The permanent finish as found only in Stainless Steel. 
Rustless, Acid-Proof, Corrosion-Proof. 


® Available in both Soda-Acid and Foam types. Size: 
2% gals. 


® Approved by Factory Mutual and Underwriters 
Laboratories. 


More good news ! These new extinguishers will restore the big fire 
extinguisher profits of early years. For they have a new price 
structure, enabling you to make real money. Write now for all the 


facts on this best fire extinguisher proposition ever offered to you. 


BuFFALO FirRE APPLIANCE 


6 @ 2:7? 828: A F640 8 
DAYTON 1, OHIO 











CHAMPION DEARMENT TOOL CO 
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Don’t say ‘PLIERS’, 
say CHANNELLOCK! 


























The Channellock 
pliers with our exclusive 
tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 





Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


There is a line of 
‘standard pattern 
pliers, too, with 
Channellock 
quality construc- 
tion.. including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
Wj standard slip- 
# joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 


Channellock. 
“Send for Free Catalog, A-9” 








MEADVILLE «+ PA. 







Only 


Champion DeArment makes 


CHAN ez | LOCK | 


















can’t sell a customer on the line we 
carry, we should tell him the name of 
the distributor handling the line he’s 
inquiring about.” 

Mr. St. George — that his 
firm insists upon salesmen carrying 
samples; the men also are = 
with a box of folders on major lines 
and, Mr. St. George said, the salesmen 
have found them to be of great help. 

One of the most important ways to 
train salesmen to sell profitable items 
is to have it affect their incomes, Mr. 
St. George said. He explained that 
Shadbolt & Boyd pays its salesmen on 
a commission basis but that on lines 
with margin of 10 percent or less, 
there is no commission for the sales- 
men; on lines with a margin of 10 to 
15 percent there is a 2 percent com- 
mission; on lines with a margin of 
more than 15 percent, the salesmen 
receive their regular commission. 

Mr. Vickers made the point that 
management must establish a profit 
policy as the first step in training 
salesmen to sell for profit. Unless sales- 
men work under a policy and under- 
stand it, others steps go for naught. 


What provisions in manufacturers’ 
sales policies are required for the suc- 
cessful management of a distributor 
business? 

Praise was voiced by Mr. Teare for 
the manufacturer whose sales policy 
and slogan are the same: “Buy Our 
Products From Your Distributor’. 


Mr. Teare said that “some manu- | 








facturers say they are compelled to sell | 
their line direct, as the purchasing | 


agent refuses to buy from the jobber. 
Yet we are serving that same purchas- 
ing agent with a dozen items that he 
knows he cannot buy direct. In cases 
of that kind, it is plain to see the 
manufacturer’s salesman is not backed 
up with a good company policy. He 
could easily prove to the purchasing 
agent that it would be economy to 
his company to consolidate his supply 
purchases and buy from the jobber. 

“A very disturbing factor is the 
manufacturer who takes on additional 
distributors without first consulting 
with the house that has handled their 
line for many years. . . . More dis- 
tributors do not necessarily mean 
more consumer business for the manu- 
facturer. . . . A good jobbing house 
should be as close to the manufac- 
turer as his own sales force and should 
be given the same respect and protec- 
nem... 

“There are manufacturers in every 
field with a good jobber policy and 


those without one need only to con- | 


sult their competitors.” 





Don’t forget the power of plain 
facts. —Winans 











ALWAYS ... . Ze Hight Connedin 
for Reliable AIR HOSE Seecvice 


Riveting, Chipping, Tamp- 
ing, Pavement Breaking, 
Shop and Factory Work 


“AIR KING” cccce. etn, tacersat 


HOSE COUPLING 


The most adaptable air hose coupling of its kind, combining quick connecting and 
disconnecting with superior strength and safety. Made of malleable iron (cadmium 
plated) or bronze. Shanks of hose ends are extra long, amply corrugated and 
smoothly finished, designed for easy insertion in the hose and tight hold under 
clamp pressure. Plain, durable construction, with no parts to get out of order. 





Locking heads are identical on all sizes of 
hose ends or threaded pipe ends, permitting 
the coupling of any two sizes of hose, or hose 
and pipe, of “Air King” dimensions, without 
adapters, bushings or other extra fittings. 
izes: _%" Ye" SA 3a4N e 
1 pipe ends M4", 964, 485, Yah ond TH, "PT, female UT Mal 


PATENTED SAFETY LOCKING ARRANGEMENT. Putting a cotter pin, nail or 
piece of wire through lined-up holes on locking head flanges will positively prevent 
the “Air King” coupling from coming apart, regardless of handling, twisting or 
vibration. 


Sold in Accordance With Our Established Distributor Policy 





t Q \ 7 : \ 
PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES * MENDERS * CLAMPS 
“GJ-BOSS” “DIXON” “KING” “AIR KING” “DIX-LOCK” 
RONW Ny (€) 103s @lUN TIO). 


“BOSS” 
PHILADELPHIA, PA. BRANCHES: CHICAGO «+ BIRMINGHAM *+ 





INDUSTRIAL DISTRIBUTION © JUNE, 1949 197 











y “Lower Your. cS 
Manufacturing - 
Costs With © 





“Threadwell Tools 
do many jobs 














: BALL BEARING 
‘PILLOW BLOCKS 


FLANGE UNITS 





oberts Pillow Blocks and 
Units are designed 
to carry light loads at 
speeds up to 1,000 R. P. M. 

eavy duty cast iron hous- 
ings with grease fitting are 
provided. Felt seals give 
ample protection for the 
bearings. 

















try them on your tough ones 


We were munching on a sandwich and discussing business in general the 
other noon when a gent at the next table butted in. 

“Trouble with business today” he said, levelling his fork at us, “is that 
people ain't buying just anything any more. They gotta know what they’re 
laying their dough on the line for.” 

We were wary of the fork, but we were quite in agreement with what he 
had to say. We urged him to go on. 

“Take me brudder Joe, frinstance,” he continued. “He sells all kindsa tools. 
He says he can't give away some of the stuff, but on the udder hand he can't 
get enough of some stuff like frinstance Threadwell taps and dies. No trouble 
at all to sell them, he claims.” 

We nodded violently in agreement. Thread- 
well’s hard hitting national advertising and promo- 
tion, plus other sales helps was Paying off, we 
told him. In addition there was Threadwell's 
100% Distributor Sales Policy, not to mention 
Threadwell's reputation for quality. 

“Well,” our gent said, “pleesta meecha. Any 
frenda me brudder’s is a frenda mine.” 

Not_at all we told him, picking up his check. 
By the way, do YOU know the Threadwell story? 
Lotsa frendsa Threadwell could be frendsa yours, 





Roberts Pillow Blocks and 
Flange Units may provide 
anti-friction bearings suit- 
able for your application at 
lower cost. Ideal for convey- 
ors and farm machinery. 

ite today for catalog, en- 
be Ro advice, and prices. 
Territories open for agents, 
distributors and dealers. 


Kotoits 










MACHINE WORKS 


A DIVISION OF MINNESOTA BEARING CO. 
1619 Hennepin Avenue 
Minneapolis 3, Minnesota 


core a 


THREADWELL TAP & DIE COMPANY, Greenfield, Massachusetts 


Taps @ Dies ® Drills © Counterbores @ Key way Broaches ® Screwplates @ Gages ® Pipe Threaders 
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Health: Sell It 
Three Ways Better 


(Continued from page 111) 





size for size, at the higher level it does 
a better job. The down blow unit 
heater is manufactured in sizes from 
50,000 up to as high as 500,000 Btu 
per hour. It’s one of the most widely 
oa types of heating equipment in 
large buildings, airport hangars and 
similar applications. 

The blower type, for several reasons, 
is used less frequently for general fac- 
tory heating systems. It’s costlier; it 
uses more material for its output; and 
it sends air into a comparatively lim- 
ited, compact area, with discomfort to 
the workers in its neighborhood. How- 
ever, the blower type is just about ideal 
where a warm current of air is required 
across, let’s say, the doors of a loading 
dock, or across a railroad car door, 
where an inrush of cold air is likely to 
be a problem. They are good, too, 
where the plant’s heat engineer in- 
tends to use outside air for makeup in- 
plant. 


Markets For Unit Heaters 


In several industries called on by 
Mr. Wrigley, unit heaters have been 
incorporated into the production 
process itself. An important problem 
in the ceramics industry for many years 
has been its drying process—in which 
heated air is used to take the moisture 
out of the clay. Mr. Wrigley induced 
one of his ceramics-maker customers 
to install a unit heater system to do the 
job—offering air not only for drying but 
for heating the plant, too. The system 
was installed and the time and labor 
it saved in a single year paid off the 
cost of installation. 

Aircraft plants are another good mar- 
ket for unit heaters; in fact, any plant 
of a fair size can be a potential market, 
including those plants where a high 
degree of automatic heat control is 
essential. 


Unusual Markets 


One neglected but rapidly growing 
market for unit heaters is to be found 
in the heating of greenhouses. Until 
very recently the greenhouse heating 
method was by pipe coils or by the 
older, cast-iron radiators. These were 
installed under the raised benches of 
the planting area—and they did a 
pretty good job. But, eventually, they 
developed as many quirks as your aging 
grandmother. The system was expen- 
sive, particularly in upkeep, due to the 
corrosive atmosphere in which it oper- 
ated; it was more complex than it 





KLEINS 


OF YOUR BEST CUSTOMERS 


Men who use tools day in and day out in their 
work know how important high quality is. 


These good workmen have long known that 
the high quality of Klein pliers pays off in the 
quality of work they do—in the time Klein’s 
save them on the job. 


Be sure your stocks include the favorite Klein’s 
—electricians’ pliers, original Klein pattern and 
streamline pattern—long nose with or without 


cutters—oblique cutting pliers, standard pattern 


and heavy duty. 















The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. 


Since 1857 


coms KLEIN 


200 BELMONT AVE 






& Sons 
LB 


CHICAGO 18 
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The Steel Loading Chain 
is fabricated from electrically butt- 
'welded carbon steel links. The short 
links permit tight binds when used 
with a load binder. It is a favorite in 
the lumber industry for loading and 
binding logs, and wherever a short 
link chain is, required. TM Steel 
Loading Chain will pull stiff before 
breaking. Easily identified by a brass 
tag located in every 20 ft. of chain. 
TM Hi-Test Steel Chain is man- 
ufactured from C-1017 steel butt- 
welded links. High tensile strength 
and long wearing qualities enable it 
to withstand proof tests far greater 
than those of ordinary low carbon 
steel chain. Its use in mines, oil fields 
and lumber camps and by original 
equipment manufacturers is evidence 
of its exceptional strength as a small 
diameter chain. Easily identified by a 
brass tag located in every 20 ft. 
TM Wire Rope End Chain adds 
economy...safety...flexibilityand long 
life to your complete wire rope-winch 
assembly. The entire chain and the 
hook is made from Taylor Made Hi- 
Test Steel. It’s heat-treated—it’s tough 
and has greater resistance against 
wear than proof coil or BBB chain. 


S. G. TAYLOR CHAIN CO. 


77 14st Street, d, Indi 
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T™ HI-TEST 
STEEL CHAIN 






































™ STEEL 


LOADING CHAIN a9, 
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TM WIRE ROPE 
END CHAIN 


Taytor Mape— 
auor (_,Latn 
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“THE BEST BY TEST 
SINCE 1873.” 








needed to be; maintenance problems 
grew with the age of the system and; 
generally, the control-ability of the 
system was hardly spectacular. 

New Jersey, the Garden State, nat- 
urally has its share of greenhouses, but 
distributors in the state have hardly 
scratched pay dirt on the potential. A 
small compact type of unit heater, 
suspended on the vertical near the roof 
of the greenhouse and modified with 
deflectors, can be made to throw the 
warm air down and outward over a 
considerable area. ‘That heater will do 
the job better, it will be less expensive, 
and will give a great deal less trouble in 
upkeep and repair bills than the tra- 
ditional system. It will be more re- 
sponsive to temperature control (virtu- 
ally automatic) over plant growth. The 
planting area will be increased, (when 
the old system is replaced) and prob- 
ably there will be enough space left 
over to widen the aisles between plant- 
ings. And, the unit will be non-cor- 
rosive, due to its non-ferrous construc- 
tion. 


Getting the Business 


What might be called “the cycle of 
contact” when Mr. Wrigley is called 
upon for a new installation runs about 
this way: 

The architect for a new plant, re- 
sponsible for heating the building, de- 
cides he’ll do it by “space heating.” 
He figures that six unit heaters, situ- 
ated at various strategic points in the 
plant or office area, will do the job and 
they must be, he decides, the down 
blow type, with so many Btu’s of out- 
put per hour. He lets out the job to 
the best bid among the heating con- 
tractors, and the contractors call on 
Mr. Wrigley for the equipment they 
will need. The distributor salesman 
and the contracting engineer will sit on 
top of the project until it is in full op- 
eration and performing satisfactorily. 

Or again, the architect with the 
heating problem may call in the con- 


| tractor directly and have him design 


the heat-system. Mr. Wrigley comes 
on the scene when the contractor calls 
him for the necessary supplies, unit 
heaters, valves, pipe, fittings, etc. he 
may plan to install. 

The distributor salesman then, gen- 
erally is involved only in the sale of the 
physical equipment. The design en- 
gineering for the system, its mainte- 
nance and its repair, may be performed 
either by the plant’s own engineer or 
by the contractor’s men. 

Mr. Wrigley’s sales contacts in a 
large plant may be among the two or 
three pipe fitters who will be required 
to install and service the unit heaters 
ordered from the distributor. (This is 
true as well for fans and blowers.) The 


(Continued on page 203) 
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EVERY MONTH LEADING TRADE PUBLICATIONS 
CARRY THE U. S. ELECTRICAL TOOL MESSAGES 


IN your behalf, innumerable thousands of users read the consistent, businesslike ad- 
vertisements in which we feature United States Electrical Tools . . . they are designed 
to bring you business. And that’s only one of the many ways in which we cooperate. 







Write us for 
available 
territory and 


Profit by 
the 


U. S. 6-POINT 
DISTRIBUTION 
PLAN: 











ea! d 
sur poriste nile 






1. Most complete and 


best line in America cers cers * 


_ surtout 






2. Super-quality 

3. Economical prices 
4. Protection 

5. Good profits 


6. Sales aids 
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Better equipment means more profit from spray operations. 


Specify Black Arrow ... famous for "HOLLOW AIR” Spray Guns. 














. : sai 
Black Arrow “HOLLOW AIR" 
Spray Gun. The finest all-around, 
all-purpose gun in use today. 
Try it! 


Black Arrow Siphon Feed Out- 
fit. Complete with “HOLLOW 
AIR" gun, container, air regulat: 

and purifier, hose and wrench. 


Black Arrow FIBR-GUN. The 
only “finished” FLOCK gun on the 
market. All three controls at rear 










cab SAR Sate ee EI Se = 
Black Arrow Pressure Outfits. 
Range from two to fifteen gal- 
lons. Complete in every detail. 


Black Arrow Exhaust Units. 
Range from 12” to 42” diam- 
eters — meet all Underwriters’ 
specifications. 












Black Arrow Air Conditioners 
All price ranges—the only make 
fabricated of 100% non-rusting 
materials. 

















Black Arrow Oil Spray Gun — 
efficiently sprays all cleaning sol- 
vents and oils up to S. A. E. 70. 





Black Arrow General Utility 
Spray Gun. Lightweight, efficient 
—operates at minimum pressures 
with low air consumption. 


Bes ee, 
Black Arrow Compressors. All 
sizes and models, portable and 
stationary—¥fy to 15 H.P., single 
and two stage. 


The Black Manufacturing Co. 
Parkton 72, Maryland 






==> — 
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NON-CORRODING 


FATIGUE-PROOF 
DOUBLE-SEALED 
PRESSURE-SAFE 


FLARED-TUBE FITTINGS 


316 STAINLESS 


Only Koncentrik Fittings have these four 
BIG operating advantages. For only 
Koncentrik gives you corrosion-resistant 
construction in 316 stainless steel . . . 
plus a patented floating-seat design 
that double-seals each connection auto- 
matically. 


This meons extra protection against 
costly, dongerous line losses . . . against 
vibration shock . . . against excessive 
maintenance costs. And it means added 
customer satisfaction for you on those 
tough coupling applications. 


Write or wire for details today. Bulletin 
K-149 shows how Koncentrik Fittings in- 
stall economically, easily, and sofely. 
And how port interchangeability keeps 
your stocks low... and your profits high. 


Distributor Franchises Available 


THE SPECIAL SCREW 
PRODUCTS CO. 


5447 Dunham Rd., Bedford, Ohio 
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or 
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“work” on a sale is not in his relations 
with the purchasing agent, but in his 
relations with the plant engineer or the 
master mechanic. Only a strong story 
will impress them—and it must be a 
story they have half-an-ear to hear. 

Mr. Wrigley’s own technical back- 
giound, however, has been the chief 
contribution to his success in sales. 
It accounts, also, for his ability to rec- 
ognize a potential customer for a 
heater, a fan or a blower. He’s been a 
machinist and tool-maker and, as an 
inspector, he worked for Johannsen, 
maker of the famous, and first, precis- 
ion measuring blocks. As a machinery 
sa.‘esman, during the first World War, 
Mr. Wrigley helped to sell out Fort 
Dix, in New Jersey. He’s been with 
Manufacturers Selling Co., working on 
the general line, for 25 years. 


Outselling the Competition 


Sales of unit heaters to accounts for- 
metly held by a competitor generally 
are the result of “wrong application.” 
Mr. Wrigley has walked into the plant 
where a competitor had installed a 
horizontal type unit heater and knew 
instantly that the building was too 
high for any but a down blow type. 
But such calls are infrequent; most of 
his customers have come to him by his 
own direct efforts and salesmanship. 

Manufacturers Selling Co. and its 
manufacturer-supplier backs up Mr. 
Wrigley’s enterprise with a substantial 
stock of heaters, from the smallest up 
to 250,000 Btu’s. Fans are carried in 
stock up to 48-in. in diameter, al- 
though the greatest number of calls for 
fans ask after models between 14 to 24 
inches in diameter. 


Fans, And Good Customers 


The potential market for fans, par- 
ticularly in summertime, is just about 
unlimited. In Mr. Wrigley’s area rub- 
ber and ceramic plants are good cus- 
tomers, though often not through their 
own choosing. But in the making of 
plastics, rubber and chinaware, and 
particularly the latter, a great deal of 
dust is present, and dust-laden air can 
lead to silicosis, which acts upon the 
lungs in a manner similar to T.B. 
Compensation-minded executives like 
to know when it’s in the air. 

Fans, like unit heaters, have other, 
more direct uses in industrial plants 
than to bring comfort and health to 
employees. Several industries use them 
in drying processes (clay products) or 
in rubber or plastics (dust and odor ex- 
hausters) or in foundries, where smoke 
and noxious fumes are encountered. 
Generally, these plants install the 
larger fan types. 

The market for the smaller types of 
fans (direct drive units, usually) is in 
comfort cooling and odor-exhaustion 





You can render a 


COMPLETE SERVICE 


LINE OF 


with the SE on 
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Style ‘‘B’’, 3-part Flange 
Union for test pressures 
up to \. 





Style ‘‘E’’, 2-part Flange 
Union for test pggreures 
up to 6000 Ibs. 





Style ‘“‘D’’ 2-part Flange 
Union for test pressures 
p to 4 e 


JEFFERSON UNION CO. 


air-retined malleable iron 


PIPE UNIONS 


There’s a Jefferson 
Union for each and 
every industrial piping 
job where a union can 
be used. Jefferson dis- 
tributors can therefore 
go “all out’ in sup- 
plying the needs of 
piping users. There are 
countless applications 
for 45° and 90° Union 
Elbows as well as Union 
Tees and Flange Unions 
in industrial plants 
everywhere. Your pros- 
rects for Jefferson 
Unions are all around 
you and represent a 
buying potential of 
outstanding importance 
and value. 

Jefferson distrbutors are in 
position to go after this business 
and render an important serv- 
ice to their industrial custom- 
ers, by offering time, material 
and labor savings on pine jobs 
as well as low maintenance and 
long-lived performance. It will 
be to your advantage to inves- 
tigate. 

The reason for the better per- 
formance of Jefferson Unions and 
on which you can capitalize is 
the Recessed Brass Seat. . . an 
exclusive Jefferson feature. This 
construction assures a perma- 
nently tight, leakproof joint 
with minimum wrench pressure 
and without restricting flow 
through the bore of the fitting. 
The seat is completely protected 
against pipe ends should they 
be screwed in too far. 

Every Jefferson Union must pass a 

rigid air test before shipment. 





All-Female Union Tee 
with Union on the Run. 
Made also in Male- 
Female style 





All- Female 
45° Union Elbow 


ieapenaneee me 





Male- Female 
45° Union Elbow 


671 W. 26th St., New York 1, N. Y. 


9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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WRITE FOR DETAILS 


GENERAL SALES AGENTS 


JOHN H. GRAHAM & CO. Inc. 


105 Duane St.; New York 8, N. Y. 


MADE BY G. W. GRIFFIN CO., FRANKLIN, N, H. 
HACK AND COPING SAW BLADE SPECIALISTS 
SINCE 1880, 
ii ite ee 


| 3G173 
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> Your Customers 
Save on Maintenance 


Costs — with BUFFALO 
PlasJex* BELTING 


@ Because its smooth, plastic 
surface is easily brushed, washed, 
or cleaned with live steam, 
Buffalo PlasTex* Belting reduces 
maintenance costs. Its sturdy 
wearing quality, too, is their 
assurance of minimum mainte- 
nance requirements, even under 
conditions of severe service. 


For carrying hot or cold, wet 
or dry substances of any nature 
month after month at lowest 
maintenance cost — specify 
Buffalo PlasTex* Conveyor 
Belting. 

Vd 


Here are some of the outstanding 
performance features of Buffalo 
PlasTex* Belting: 









Write for full 
information and 
FREE SAMPLE! 


*PlasTex is the registered trade name for 


Buffalo Weaving & Belting Company's 
plastic-covered belting. 


7 BUFFALO 


WEAVING & BELTING CO. 
209 Chandler Street 
Chicago .* Buffalo 7, N.Y. © New 


Detroit e Philadelphia e San Frar 














and they are fine for use in small job 
shops and industrial plants, in little 
restaurants, barber shops, dentists’ and 
doctors’ offices—any place where sani- 
tary conditions are imposed by local 
lav. Nor should the salesman over- 
look the prospects in department 
stores, in banks and similar institu- 
tions; in large public garages (and in 
single-car private garages too, for that 
matter) to dissipate carbon monoxide 
fumes; in chemical manufacturing 
plants, where odors and dust may hang 
in the air. 


How To Sell Them? 


lhe genesis of a fan sale goes about 
this way: Mr. Wrigley will call at a 
place where the atmosphere is contam- 
inated or “stale”. He’ll say he can do 
some good here, which he can, by a 
fan installation that will extract the 
fumes, change the air, bring in new 
air—with advantages in the way of 
better health, more comfort and in- 
creased efficiency in the plant workers. 

"he customer may say, (and often 
he does say so), that he can’t afford the 
system— and goodbye to Mr. Wrigley. 
Meanwhile the payments for hospital- 
ization and worker compensation go on 
and on. 

Mr. Wrigley calls a second time, 
makes a point or two, and leaves the 
customer a bit more thoughtful than 
before. He calls a third time; if need 
be a fourth, a fifth—each time work- 
ing as many points as he can. Then 
one day the customer may ask the price 
of one or two exhaust fans, and a sale 
is on the way. 

Or again, Mr. Wrigley may take a 
different tack, depending on the cus- 
tomer and his needs. It’s summer, a 
sultry, humid day. The air in the plant 
hangs heavy and hot. Mr. Wrigley, a 
psychologist without portfolio, sets to 
work to make his prospect “comfort 
cooling conscious”. Bring air in, he 
says, get it fresh from the outside, 
move it around the workers “going 
through the motions” at their jobs, 
then carry it off and outside again—get 
the psychological comfort of moving 
air. Use big fans here, up to 54 inches, 
and make them the belt-driven type 
because it’s a powerful load they must 
carry. Production will get a lift and 
evervone has gained something—com- 
fort for the workers; good will for the 
employer; another fat fan sale for Mr. 
Harry Wrigley. 


New Customer Approach 


Talk cold turkey with a new pros- 
pect. By that Mr. Wrigley means get 
him to buy the fan or the blower be- 
cause he wants it himself, or has a real 
need for it, and not because you want 
to make the sale. Talk to him about 


the humid days ahead; about air-condi-. 


CH METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: 2 to 5 tons. 








Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 








Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 


chain. Capacities: % to 10 tons. 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cu PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


14 you are not selling a satisfactory volume of chain and electric D) = 
hoists, get posted on CM and open up some new business. ° 


CHISHOLM- MOORE 


HOIST CORPORATION 


Affiliated with Columbus McKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland ¢ Distributors Everywhere 
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Q. “MR. DISTRIBUTOR: 
... WHAT DOES 


King 


MEAN T0 YOU?” 


A. °...A LINE OF AUTOMATIC 
REGULATING VALVES. that’s 
been profitable to distributors 
for over 40 years!” 





Distributors can’t be expected to know the many 





technical reasons for the dependability and superiority 
of KLIPFEL Valves. They can, however, and do 
know why they prefer to stock and sell this quality line. 
Most of them sum it all up by saying KLIPFEL 
Valves rate high with their customers and fill a large 


part of the demand for automatic regulating 


No. 1 Weight and 
Lever Type 
Reducing Valve 


valves without excessive inventory. 


We'll be glad to give you additional information on 
the desirability of the KLIPFEL Franchise. Today, 
while you think of it, write Dept. CK-6, 


Float Valves, Reducing Valves, Tank Thermostats, Back 
Pressure Valves. 


Sold through wholesalers everywhere. 


@ 


MANUFACTURING CO. 
Division of Hamilton-Thomas Corp. 
Hamilton, Ohio 





No. 431 Ball Type 
Reducing Valve 


Eo 








No. 77 Single Seated 
Float Valve 


No. 27 Globe Type 
Float Valve 


No. 649 Spring Loaded 
Thermostat 
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tioning with a simple fan system: 
“Your competitor has it; you say that 
you need it. I'd get it if I were you. 
Bring in the air from outside, circulate 
it, expel the impure air—and watch 
the effect on your workers. 

“It’s as simple as this: It’s a hot day 
in july August, September. It’s five 
o'clock and you’re just leaving the 
office. You hop into that new car and 
it’s hot as Hades inside. You lower a 
couple of windows, start the motor 
and take off. Almost at once the air 
moves through the car and you begin 
to feel cool again. And that’s just what 
a fan does, except that neither you nor 
the fan needs to be in motion. Well, 
you stop for a traffic light and the 
breeze dies. Someone has shut off the 
fan. The heat sweeps in on you and 
you start mumbling again. Then the 
traffic light goes green, you get under- 
way and you feel cooler as the air- 
stream moves around you. Back at 
home, you hop out of the car and the 
heat hits you once more. You hurry 
into the house, kiss your wife, grab up 
the evening newspaper, fall into your 
favorite chair and start up the old 
electric fan. All you want is a littl 
moving air. A couple of minutes and 
vou’ve got that fundamental feeling 
again, comfortable and_ relaxed.” 
There, says Mr. Wrigley, is your big 
sales story in fans for the summer 
months; they give you the cool com 
fort of air in motion. Make it as direct 
and as simple as that and anyone in 
the plant will understand you. 


Tie-in Sales 


Other related lines that may be sold 
along with unit heaters and fans- 
and every sale generally begets a sale 
in such items—are fittings, pipe, valves 
and steam traps (all on steam, of 
course, not on direct line) along with 
gaskets, packing, gauges, etc. Inasmuch 
as a heater is good for a minimum of 
ten to fifteen years of service, sales in 
lines unrelated to heating are also a 
necessity if the contact is to be kept 
open and productive—and Mr. Wrig 
ley keeps that in mind on every call. 
And by the way, he reminds, unit heat- 
ers, modified slightly, can be used for 
moving ait—comfort cooling—and 
they are sold in a similar manner as 
above, with added opportunities for 
related-item sales. 











Remember the Red Queen’s remark in 
Through the Looking Glass, “It takes 
all the running you can do, to keep in 
the same place. If you want to get 
somewhere else, you must run at least 
twice as fast!” 
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of UNBRAKO for socket screw products, FLEXLOC for self-locking nuts and HALLOWELL for steel shaft collars 
4 and shop equipment identify quality products that sell fast and stay sold...make friends for you... assure 
er a steady, repeat business... provide MORE PROFITS for you. 
> in 
Da Complete plant facilities...effective sales promotion...consistent business paper advertising... and 
- prompt, courteous service to you and your customers make it easier for you to sell them. For mutual satis- 
all. faction and more profits, write for our attractive Dealer Proposition. 
>at- 
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~—s Self-Locking Knurled Socket Steel HALL()WELL j FLEALOC 
Hollow Set Screw Head Cap Screw Shaft Collar § Work Bench of Steel 
Self-Locking 
Nut 
J 
5 
. STANDARD PRESSED STEEL CO. 
Ei Re Rowe ai ; et SS ee 
BOX 519 JENKINTOWN, PENNSYLVANIA 

—- “Serving Industry continuously since 1903 through Industrial Distributors” 
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Illustrated is the popular Wells 
No. 8 Saw with wet cutting 


system. 


use a WELLS» 





METAL CUTTING BAND SAW! 





In thousands of plants all over the world, Wells Saws 
are proving that it is possible to cut metal faster and 
more accurately at lower cost. This is accomplished 
through machine design and the principle of continuous 
cutting. As each tooth does its share of the work, the 
blade is cutting all the time — there is no lost motion. 
This means more cuts per day and lower unit cost to you. 

Three standard models of Wells Metal Cutting Saws 
are available to meet virtually every need. Use the 
handy chart below to find the saw you need to meet 
your requirements and ask your Wells dealer for 
complete information or write direct. 


DESIGN DETAILS 




















Saw No. No. 5 No. 8 No. 12 
Principle Use General Utility Utility and Production | Heavy Duty Service 
Capacity, Rectangular 5” x 10” 8” x 16” 12” x 16” 
Capacity, Rounds 5” dia. 8” dia. 12%” dia. 
Speeds, Selective 60, 90, 130 ft./min.| 60, 90, 130 ft./min. | 50, 90, 150 ft./min. 
Power Ys H.P. V2 H.P. V3 H.P. & 3% H.P. 
Weight, Approx. 425 lbs. 665 Ibs. 1750 lbs. 

Products by Wells are Practical 
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THREE 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS 


RIVERS, MICH. 





| 


| 








Cost Controls 
Probed by Distributors 


(Continued from page 87) 





Mr. Kenny said that the chart will 
be submitted to members of both as- 
sociations in two forms: (1) composed 
of 15 operating income and expense 
groups; (2) composed of the same |5 
operating income and expense groups 
with sub-classifications that will be s:t- 
isfactory to both the large industrial 
distributor and the large distributor 
engaged in both the industrial and 


| wholesale hardware fields. 


The large majority of letters ‘e- 
ceived by the Joint Industry Com- 
mittee, Mr. Barker said, requested that 
the committee do something with 
manufacturers to increase the distrib- 
utor’s margin of profit. Mr. Barker ad- 
mitted that that was a “‘sure fire” way 


| for manufacturers to help distributors 





| lower their overhead but issued a warn- 


ing. 

“Let’s work individually on ow 
manufacturing connections,” Mr. 
Barker said, “where we feel this 
wider margin is justified. But, for good- 
ness sake, if you go after your manu- 
facturer, be sure you are not already 
giving away some of the present mar- 
gin you are enjoying.” 

“Sure Fire” Method 

The second “sure fire’ way for 
manufacturers to help distributors is 
to grant them a uniform 2 percent 
cash discount, Mr. Barker added. He 
pointed out that changes from 2 to | 
percent and from | percent to net has 
caused considerable loss to distribu- 
tors. If the manufacturer has to have 
2 percent more for goods, Mr. Barker 
stated, he should put it in the price of 


_ the product to the distributor so the 


latter could pass the increase on to the 
customer without any additional com- 
plicated paperwork. 

The third “sure fire” way for manu- 


_ facturers to help is to prepay all ship 


ments and add the transportation 
charges to the distributor’s invoice 
when it is not allowable. Manufac- 


| turers, Mr. Barker said, can do this 


without any additional trouble. 
Other areas in which manufacturers 


| can contribute to lower costs for the 


distributor, Mr. Barker said, were qual 
ity products, sufficient advertising and 
sales promotion material and efficient 
sales personnel. 

Before talking on “Profitable Lines’, 
Mr. Russell read a letter he had re- 
ceived from his friend Miles Stray of 
Charles A. Templeton, Inc., Water- 
bury, Conn., which compared the 
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“old-fashioned independent grocery 
store” and the modern super-market 
which transacts some $10,000 worth 
rs of business in one day in small value 
items with 25 units of manpower and | 
concluded with “We could sure use a 
generous dash of the stuff that makes | 






































-— this accomplishment possible.” 
will The distributor, Mr. Russell said, 
1 as- cai study any individual single line of 
osed merchandise and measure its absolute 
ense rofit to his business by evaluation of | 
B15 line. The Research and Planning Com- | VAC 0 BREAK PROOF S 2 
up te, he si ing the | crew vriver 
bups mittee, he said, has been studying the SHOCK PROOF 
Sat- subject two years with three active | 
trial su)-committees. Although the end is 
utor not in sight because of the compli- 
aii te i » dis- : 
d cated merchandise handled by dis @ Big business . . . little business . . . 
tributors, Mr. Russell said that the BE ALL busi % 
oe wean ; usiness . . . is buying more Vaco 
ll need for evaluation is great enough to canal hea hal é “Waco” 
° . . a , rere vic . 
Om- keep work going in the hope of gain- 4 — arivers. - the magic name aco 
that ing a practical solution. ; . is your best bet for greater dollar volume 
vith : r . 3 in the months ahead. Why? Because you 
tri- Decimal Quantity System can fill every order . . . including stock or 
ade Mr. Russell pointed out the great K custom built units . . . from ove source 
mi progress made in the adoption of , with the finest screw and nut drivers made. 
TOTS 
oe streamlined merchandising _ as “4 More than 250 stock styles and sizes! All 
proved packaging and labenné, pack handles of fire-safe, break and shock proof 
aging in reshippable containers in Amberyl* plastic! Blades of heat treated 
oul quantities that lend themselves to re- 4 she. “sedi 7 vibicntncnog Maes 
Mr. sale, packaging in decimal quantities : chrome vanac ium steel meet U. S. Gov- 
this which aids in pricing also and the , ernment specifications! And each tool per- 
0d- adoption of net pricing. i t fectly designed and balanced for easy 
-_ The greatest time killer and nui- Sym sp operation. 
ady sance of the supply industry, Mr. 
_ Russell said, is “list and discount”. 
He added that it is not only an un- 
necessary tribulation but also an in- , 
f veterate trouble maker. As an exam- : : 28 colorful pages of newly designed drivers 
Or ple, he gave the price of 13 doz. 10 . and other tools. Complete listings of all stock 
$ is : Ib tard fil t list $5.60 d ; items! Application tables for all drivers to 
ent In. mull Das ar esa list “OU OZ. : ‘fic the driver to the screw."’ An invaluable 
Hi less 20-10 discount. This, Mr. Russell buying aid. . . send for it, today! 
1 said, can be figured 24 different cor- 
Oo . . 
; rect ways with 12 correct different 
ve answers varving from $6.90 to $7.11. NEW Items Industry Needs and Wants 
pnel Mr. Russell urged manufacturers to enn eumeeeen nadie 
ave . ° ° s : eee ypical Of many 
“wa furnish distributors with net user " new items in the Vaco line. Reversible blade 
: f prices varying with quantity involved _ — on — od Cae 2p bit a 
tie ol iomt piaabeme Heke || FO Seba Nevyeemenere oo 
single disco 0 distributors. e- 
the ' Bre 2 count to comet — FIRE-SAFE Handles... Vaco Amberyl* 
ieved that the distributor should pay handles are listed under the reexamination 
ym- more if he buvs in retail quantities. — of yp taper Laboratories . . 
’ : . end the old nitro-cellulose fire hazard that 
nu- As an example of the quantity differ- barred many plastic handle drivers from 
; ential pricing, he cited 3-in. drill rod large shops. Handles available in a wide 
i prices which ranged from $.6705 per —— iaeiamaina 7 - 
( eee yractically 
to pound for less than 25 pounds to : same Se axieaiscs dikes... hae 
7 $.2565 per pound in ton lots. ee will not spark. The opening wedge to many 
hi The final factor in streamlined mer- tengo eoneen: 
Ss + . . . 
chandising, Mr. Russell said, is a uni- TR pO oe 
, I, i ere ie 4 IND 32 Stee 
form code. He gave as an illustration DISPLAYS . . . There's a Vaco display for i, mn "hip oS 
ers ° , A every purpose! Square blade, round blade 4 
“we of mixed coding the case of four dif- and recessed head blade displays shown I 
a ferent hack saw blade manufacturers, ss sure-fire business getters on any jg 
nd each using his own code for the same | pr 
wee type of blade. The hack and band saw | *Trode Mork Registered PY, i; [@ 
' industry, however, is working out a | G77 PO ay 
o” uniform code and Mr. Russell a4 P LEE seed 
4 tribute to it for making available all 
of five factors of streamlined merchan- | All Items Fully Covered In Our New Catalog 
: dising he had mentioned. 
‘ The distributor can make a great 
he - eer : § inoi 
contribution to streamlined merchan- | 317 East Ontario St., Chicago 11, Illinois 
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New GOULDS PUMPS . | 
\ That Sell-Themselves | | 


\ 


see 


To The Industrial Market 
INDUSTRI-JET 


HIGH PRESSURE—LOW CAPACITY 


Combination centrifugal and 
jet pump in one compact 
unit gives unique advantages 
in high pressure —low ca- 
pacity applications. 9 sizes, 
capacities to 35 GPM, pres- 
sures to 190 lbs. Write for 
Bulletin 630. 


SELF-PRIMING 
SUMP PUMP 


FOR INDUSTRIAL APPLICATIONS 








Unusual design keeps pump and 


motor out of pit away from fumes 
and dirt—makes pit and strainer easy to clean. Write 


for Bulletin 635-A-1 for complete details. 


CENTRIFUGAL 


Advance design gives 
compact, simple con- 
struction with high oper- 
ating efficiency —and 
many other selling fea- 
tures. 14 sizes for both 
motor and belt drives. Capacities from 10 to 1800 
G.P.M., heads to 120 ft. Write for Bulletin 622-A-2. 


PUMPS, INC. 
Dept. io, SENECA FALLS, N. Y. 
Please send FREE Bulletins 


YOUR NAME 





COMPANY 





STREET. 





CITY. 
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“In studying the tabulation,” Mr. 
Russell said, “‘it is interesting to recall 
a study made by 15 central states dis- 
tributors who furnished audited figures 
which developed an average ‘office and 
clerical cost’ of handling an order of 
$1.775 (the high was $3.30 and the 
low $1.23). As the orders averaged 2.8 
invoice lines, the average cost per 
line of invoice was .635. With these 
costs in mind, it becomes importaut 
that we cut down the liability of the 
high percentage of orders under “$5.” 

Mr. Russell expressed the hope that 
distributors become more research- 
minded and less reticent about dis- 
closing sales figures. He said that lie 
sends copies of figures as a matter of 
routine to Mr. Stray at Waterbury 
and to Howard Begg, Squier, Schilling 
& Skiff, Newark, N. J., and benefits 
are tremendous to all. 





What Goes On 
In A Buyer’s Mind 


(Continued from page 112) 





The next type is the fellow who 
starts off with the disgusting state- 
ment—‘“Your time is valuable and 
so is mine,” and then goes on to talk 
about everything in the book. He be- 
lieves that if enough shots are fired, 
the law of averages will take care of 


All this talk about valuable time 
causes a buyer to become suspicious or 
irritable. He suspects high pressure 
methods so assumes his best defensive 
weapon—draws himself into a shell 
and says nothing. If the buyer’s pa- 
tience is short, he will soon bring the 
interview to a close and make a mental 
note to be fully prepared should this 
salesman call a second time. 

Some years ago a dinner was being 
given at the White House in Wash- 
ington, D. C. Seated next to Presi- 
dent Coolidge was a beautiful young 
lady. When the dinner was nearly 
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over, she nudged the President and 
said: “Mr. President, earlier this even- 
ing I made a $100.00 bet that I could 
engage you in conversation and that 
you would say at least three words.” 
To which Mr. Coolidge replied: “You 
lose.” Many salesmen could profit by 
emulating Silent Cal. 

We have another type who comes in 
quite enthusiastically, and in the sec- 
ond or third sentence informs you that 
he has just sold a big bill of goods 
to Douglas Aircraft, or North Ameri- 
can, or some other aircraft account. 

Why would a salesman make such 
a remark? 

Either he is an out-and-out brag- 
gart and wants to create the impression 
that he is a ‘big shot’, or he is labor- 
ing under the delusion that because his 
product was good enough for Douglas, 
it would be good enough for you. 
Gentlemen, he is wrong on both 
counts. 

\ buyer either consciously or uncon- 
sciously likes to feel that he buys 
merchandise, that he is not sold. What 
has our salesman friend done that 
would create confidence? Give the 
buyer facts, let him decide what is to 
be purchased, and don’t be too specific 
in citing examples of your skill. 

Surely a more effective method 
would be to generalize your remarks 
by saying: “Mr. Buyer, we are proud 
that our products are used by many 
of the leading concerns in this terri- 
tory, as well as throughout the United 
States’—then develop your sales pre- 
sentation, and if the buyer is im- 
pressed, he will ask you to name one 
or two accounts where your product 
has met with success. You now have 
an excellent opening to tell the buyer 
how you were able to solve a particu- 
lar problem at Douglas or some other 
account. You are able to put your 
storv across, stressing the service angle 
without in any way appearing bom- 
bastic. 


Occasionally we have the oppor- 
tunity to hear a salesman struggle thru 
a ‘Canned’ sales talk. The reaction? 
Usually sympathy—A canned sales talk 
has its advantage if used properly— 
more or less as a guide—a track to 





WHY CULLMAN» 


Selective Distributor Plan 


Makes You MORE MONEY 


/ 
VM) Distributor O.E.M. privileges 
/} Immediate availability of stock 


/ 
V) (oh 7-Tam- 10m el0leMy-la-l4 4-32: -1il- me: 1001010 Mn i -1-3 rods 
chain now in stock 


Cullman quality and fair-dealing respected 
for 55 years 


V) New 80-page catalog and data book 


/ 
Advertising support in numerous 
industrial and machine tool magazines 


Many alert distributors immediately responded to the announcement of 
Cullman’s new Selective Distributor Plan in May advertising. They 
quickly sensed the cooperative attitude in adopting a present-day policy 
recognizing the mutual requirements of manufacturer and distributor 
The Cullman sales policy is what most well-established distributors have 
been seeking. If you have not asked for full details, we suggest you do so 
at once. Cullman can give your customers uniform precision, engineering 
cooperation and highest performance in sprockets and chain, from its 
remarkably large stock, or for specials: and on flexible couplings, punch 
press drives and speed reducers. 


Over 
80,000 


STRONG Sprockets 


ADVERTISING 
SUPPORT 
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CULLMAN WHEEL COMPANY 
1347 Altgeld Street, Chicago 14, Illinois 


SPROCKETS ¢e ROLLER CHAIN ¢ FLEXIBLE COUPLINGS 


INDUSTRIAL DISTRIBUTION © JUNE, 1949 211 





Money-Maker for Distributors’ Salesmen! 


28 colors in 2 types including aluminum, black, 
red, white, gray, green, blue, yellow and orange. 


@ All of your customers are possible buyers of Rust-Oleum— 


in fact, every plant you call on needs anti-rust protection 
in dozens of ways. 


Everywhere you look, there’s need for Rust-Oleum—stacks, 
metal roofs, fire escapes, boilers, struciural steel, window 
frames, pipes, ducts, tanks and hundreds of other items. 


Rust-Oleum is a long-profit REPEAT SALE line that offers 
time, labor and money-saving advantages to all users. 


Rust-Oleum gives lasting protection to metal—indoors and 
out—at big savings over any other anti-rust method. 


No sandblasting or chemical cleaners are required. Brush, 
dip or spray on after quick, easy preparation. 


NO COMPLICATED TECHNICAL KNOWLEDGE IS RE- 
QUIRED BY SALESMEN. That's why more salesmen find 
Rust-Oleum so easy to sell. 


An increased advertising schedule in Time, Newsweek, 
Business Week, Factory and other leading publications— 
plus direct-mail advertising, directories and our catalog in 
Sweet's—draws more inquiries for distributors. 


A proved sales program, backed by Rust-Oleum’s trained 
field engineers, helps you to get profitable sales volume 
taster. 


Write today for complete information and data on tested 


sales promotion and sampling campaign. 





GOOD 
RY 7447/4) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have ar 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly ... safel: 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load 

ing and unloading spots 

Good repeat item. 


NOLAN PULLER JACK AND 


LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving (> LOAD CHAIN 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 31/4 ft. tail chain with release block. 
3% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 
dustries are big Z 
users. ‘ No.1468103 


NOLAN TRACK BRACES 


(formerly Anchor Track Braces) 


Holds railway tracks 
to desired gauge 
where service is 
severe. Can 

be used 

again and 

again for 

quick, » 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
i8 PENNSYLVANIA STREET * BOWERSTON, OHIO 
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run on—so that if the interview strays 
off into the unknown, the salesman 
will be able to bring it back on the 
table. Unless a salesman is very clever, 
you can spot a ‘Canned’ talk every 
time. Words which are not his own 
seldom ring true. Usually ‘they are 
cause for trouble. I am afraid the 
salesman will be like the fellow who 
was away on a vacation and sent his 


wife this telegram: “The scenery is | 


here—wish you were beautiful.” 


This example I have saved to the | 


last—yet it is an error that many well 
trained salesmen make. In my book 
it is one of the cardinal sins. 


High Pressure Type 


he fellow comes in, very much in 
a business manner, and after the usual 
introduction, leads off with something 
like this—‘‘Mr. Buehrig, as a buyer 


for Lockheed Aircraft Corporation, one | 


of your chief responsibilities is to save 


your company money wherever you | 


can. Is that not so?” The question 
is answered by a slight affirmative nod 
of the head. Then he shoots the works 


“My X Y Z sheets are not only the | 


leat on the market, but I can save 


you 25% on the cost of your carbon | 


paper, and over the spread of a year, 
that amounts to important money. 
This type of pressure salesman sel- 
dom gets a second interview, and in 
my seventeen years of buying experi- 


ence, I cannot recall that I ever pur- | 
chased merchandise from a man who | 


had such a high-sounding sales argu- 
ment. Why? Nothing has been said 
to build confidence, quite the reverse, 
as all that has been said tends to de- 
stroy and not to build a sound business 
relationship. If he is to save me 25 
percent, he must first know our costs. 
Our prices are kept in strict secrecy, 
and no salesman on his first call has the 
knowledge of what we are paying. 

He has made a statement which I 
know he cannot prove. 


It is possible that you will make a | 


sale on your first call, but the odds 
are 20 to 1 against you. Play the per- 
centage that is in your favor and guard 
carefully your presentation, making 
sure that it will build confidence. You 
ask, ““What is the best way to build 


confidence?” The answer is very easy | 
and very short: “Be honest, honest in | 


your thinking and in your actions”. 
One day a man came into the office 
and, after introducing himself, said 


that he was just new with the A B C | 
Company, that he had never sold any- | 


thing before and knew nothing about 
carbon paper. I was interested; here 
was a man who at least was honest. 
The interview lasted about five min- 
utes. He asked if I would mind test- 
ing his sample of ditto carbon and 
let him know what I thought of his 








6-hole bearing 
blocks give 6 times 
the service, 


...On faster grinding 


First: to get the fast, free-cutting action your grinding 
wheels were built for, keep the proper dressing tools 
handy. Use Desmond dressers, for Desmond makes the 
only complete line, Second: for quickest dressing action 
on medium and coarse wheels, use Desmond-Huntington 
dressers. 


Wheel Diameter Size Number 
0" to 10" 0 
10" to 16" 1 
over 16" 2 


Third: consider the extra service of six sets of bearings in 
Desmond’s exclusive Hex Dressers (same cutters as 
Desmond-Huntington dressers). When one pair of bearing 
holes becomes worn, loosen cap screws, pull out bearing 
blocks, and insert them with the pin in the next pair of 
bearings . . . For more practical tips on grinding wheel 
care, call your industrial distributor. He’s at your service. 


- » The Desmond Stephan Mfg, Co., Urbana, Ohio. 








the only complete line of grinding wheel 


DRESSERS & CUTTERS 








ae HAND TOOLS WHEEL TYPE SIMPLEX 
oanssens cure ¥ vee ‘DRESSERS NIBS ORESSERS STEEL-SLIDE VISES 
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product. It just happened that we bein 


were preparing to run an extensive are 
series of tests of all of the leading dep: 
brands and his was included. This 
might be termed a Horatio Alger stor plet 
but the A B C sheets were best by hav 
test—the price competitive, and ou: paic 
new salesman started off with a $2500 ar 
order which was repeated three times and 
during the next twelve month period res 

You men who are experienced sales [ 
men know that it isn’t often that you and 
get such a large order with so little nes 
effort. The important thing to te- 20° 
member is that the new salesman ity, 
started off by being honest, thereb: 5¢% 
laying the foundation for confidence. anc 


T O O L s I T S Three Reasons Why o 


Usually there are but three reason 


why a buyer will open a new account: th 
KUTAL SPAR-KING SPARGROUND Quality is superior to what hx 
has been buying. - 
Price is more attractive. = 
Service is better. “ig 
There are a lot of good brands of Fo 


all kinds of merchandise on the mar- 
ket. List prices and discounts are 
fairly well established. Service on the 6° 
other hand, varies all the way from 


very poor to excellent. Jn making your th 
f he ex 
first call, your best chance of winning 
a buyer would be to talk about the a“ 
service that you give your accounts. - 
Why is service so important? 
Fully 50 percent of a buyer’s time 
; : ! ; : th 
is spent trying to buy service. It is a 
ce commodity that is in great demand 
This line now one year old and has proven itself as a repeat and in short supply. - 
order line from coast to coast. Kutall Bits for general purpose What is meant by service? i 


work, Spar-King for the higher grade jobs and for extra No, it doesn’t mean that you will 


make a call every Tuesday in the week, 
but how you follow through once 
you have an order. You golfers know 
‘ that it is impossible to play a winning 
Another Profit Product game without a good follow through. 
Place the same importance in your 

sales activity. 


AN ADJ UST ABLE Far too many salesmen take an or- 


der, turn it in at their office and then 
HACK SAW FRAME promptly forget all about it until time 

to check their monthly commission 
statement. What you do with the 
order after leaving the buyer’s office 
is just as important as your sales pre- 
sentation. ‘Take a personal interest 
and be sure that the materials are de- 
livered when promised, that all pro- 
visions of the purchase contracts are 
met, that your billing department 
send out the proper number of in- 
Scientifically designed to hold its shape for years—to keep the voices, and that prices agree with those 
blade rigid at all times, to stand up under wear and tear of shown on the confirming order, that 
constant use. Electricians, machinists, plumbers, millwrights your shipping department follows in- 
and others have found this frame highly satisfactory and structions carefully to include a pack- 


si ing sheet, that the order number is 
perfectly balanced for greatest efficiency. iain on the outside of the package. 


od Modern business is based on as- 
Sold Only Through Distributors sembly line methods—When mater- 


ials are not delivered when promised, 


SPARTAN SAW WORKS SPRINGFIELD, MASS. | a chain reaction sets in, with the buyer 


special work we give you Sparground. 
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being the goat for the failure. Errors 
are expensive and often affect many 
departments. 

A buyer’s responsibility is not com- 
plete until the materials purchased 
have been delivered and the invoice 
paid. The salesman, being the other 
party to the purchase contract, has, 
and should assume, the -very same 
responsibility. 

In the purchasing of our stationery 
and printing requirements, the busi- 
ness is divided somewhat as follows: 
20% awarded because of superior qual- 
ity, 20% because of a price advantage, 
5°5 are items which are hard to get 
and of small dollar volume, 5% of 
‘gravy items’. 50% or half of our 
to‘al purchases may be classified as 
‘Open Season’ and are awarded on 
the basis of service. 

In order to increase your sales vol- 
ume, whether it be through the open- 
ing of new accounts or the further 
development of your old accounts, it 
is important to remember: 

For Truth we pay most dearly 

That a buyer’s function is to buy 
goods and services at the right time, 
without prejudice, seeking to obtain 
the maximum value for each dollar 
expended. 

That confidence is the cornerstone 
upon which a sound business relation 
is founded. 

That honesty is the shortest cut to 
the establishment of confidence. 

That service is the most important 
commodity that you have to sell. Serv- 
ice will be remembered long after qual- 
ity and price have been forgotten. 





The Composite Buyer 


JUsT AS THERE ARE many types 
of salesmen, so are there many 
types of buyers. 

By training and experience 
most buyers are suspicious, 
usually they are on the defensive. 
Some play dumb like a fox, but 
the composite buyer may be 
catalogued as follows: 

Courteous—Every man _ is 
entitled to at least one 
day in court. 

Cautious—He has 
burnt before. 

Courious—He is only hu- 
man. 

Calloused — High-pressure 
salesmen and_ broken 
promises have toughened 
his hide. 

Convinced—When a mu- 
tual confidence with the 


salesman has been estab- 
lished. 


been 














BELMONT PACKINGS 
incorporate distinctive 
mechanical principles and 
extra construction fea- 
tures to give better on the 
job performance. 


Here, we illustrate just 
three, but ... There’s a 
Belmont Packing for 
EVERY Service — and, 
Belmont consumer ad- 
vertising promotes 
these extra features— 
creates sales leads for 
you—directs the reader 
to the Belmont Dis- 
tributor. 


INDUSTRIAL DISTRIBUTION © JUNE, 1949 















































































































YOUR INDUSTRIAL CUSTOMERS expect a quick, firm grip in the 








vise they choose. They get it with Parker—along with other 





“action” features. 











For instance, the swivel base, brake-type locking, that swings 








to hold the work in any joint in a 360° circle. Also, the entire top 








of the vise is covered by renewable steel jaws. When worn, 








grooved or gouged, another set can be pinned on for “new vise” 








performance. Massive strength is assured by the solid-cast under- 





portion of a Parker Vise—and the tension spring handle is 








non-pinch. 











Yes, you can assure an extra lot of vise performance when you 





display, recommend and sell Parkers—and they sell for keeps! 














New additions coming soon—a great, new line of hinged pipe vises 








and woodworking vises. Parkers are sold by leading distributors. 
The Charles Parker Co., Meriden, Conn. 














Parkers are unit packaged—easy to stock 
and deliver—factory-new ‘o your customer. 


PARKER VISES 


America's First Vise Maker 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Johnson-deVou Inc. of Boston, Mass. 
has been appointed distributor fo 
the Boston area for the Butterfield 
line of Union Twist Drill Co. Th: 
Johnson-deVou offices in Worcester 
and Springfield also will carry th: 
Butterfield line. 


| Central Rubber & Supply Co. of In 


dianapolis, Ind. has been made dis 
tributor of Whiting Corp. tram 
beam systems in the Indianapolis 
territory. 

H. B. Parke Co., Pittsburgh, Pa. has 
been appointed factory representa 
tive for the Black Arrow line of in 
dustrial paint spray and welding 
equipment in the western Penn 
sylvania-West Virginia area. 

Schlatter Hardware Co., Inc., Fort 
Wayne, Ind., has been named dis- 
tributor for Sterling Grinding 
Wheel. ; 

T. S. McShane Co., Omaha, Neb., 
has been named distributor of 
centrifugal pumps manufactured by 
Allis-Chalmers. 

Harper Foundry & Machine Co. of 
Jackson, Miss., recently was made 
distributor of steel chains and 
sprockets and roller chains manu- 
factured by Chain Belt Co. 

Fort Wayne Pipe & Supply Co., Ft. 
Wayne, Ind., has been appointed 
distributor for the Walker-Turner 
Division of Kearney & Trecker. 

Georgia-Alabama Supply Co. of West 
Point, Ga. has been made a dis- 
tributor of the merchandise prod- 
ucts of the Chain and Transmission 
and the Baldwin-Duckworth Divi- 
sions of Chain Belt Co. 

Abrasive & Supply Co., Detroit, 
Mich. is the authorized distributor 
for the Allegheny-Ludlum Steel 
Corp. on cemented carbides, drill 
rod and tool bits. 

E. C. Blackstone Co., Memphis, 
Tenn. has taken on the lines of 
Mason-Neilson regulators and prod- 
ucts of Greenfield Tap & Die Corp. 

Harry P. Leu, Inc., Orlando, Fla. has 

taken on the South Bend Shaper; 

Briggs & Stratton gasoline engines; 

McCullough chain saws; Tornado 

blowers and cleaners; Thermacote 

“korner klamps”’; Stanley-Carter 

routers; Milford saw blades; Meco 

(Modern Engineering Co.) welding 

equipment; also lines in floor-plate, 

magnesium ladders and mitre saw 
boxes. 











D-A-T-E+§ 
TO REMEMBER 





June 6—National Industrial Service 
Association, Hotel Jefferson, St. 
Louis, Mo. 





lune 20-22—National Association of 
Purchasing Agents, Stevens Hotel, | 
Chicago, IIl. | 


june 20th week—Third International | 
Store Modernization Show, Grand | 


Central Palace, New York City. | 


Aug. 9-12—Western Packaging Ex- 
position, Civic Auditorium, San 
Francisco, 

Aug. 23-26—National Association of | 
Power Engineers, Hotel Sherman, | 
Chicago. | 

Sept. 11-14 — National Industrial | 
Stores Association, Ambassador | 
Hotel, Atlantic City. | 


Sept. 12-16 — National Instrument | 
Conference & Exhibit, Municipal 
Auditorium, St. Louis, Mo. 


Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago, Ill. 


5 


Association, Congress Hotel, Chi- 


| 

Sept. 21-23—Direct Mail Advertising | 
cago, Ill. | 
| 


Oct. 12-15 — National Hardware | 
Show, Grand Central Palace, New 
York City. 


Oct. 17-21—National Metal Exposi- 
tion, Cleveland, Ohio. 


| 
| 
Oct. 24-28—National Safety Congress | 

Exposition, Chicago, II. | 


Nov. 1-5—Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 
cisco, Calif. 


Nov. 4-6—Annual Paint Industries 
Show, Chicago. 


Nov. 14-18—Sixth All-Industry Re- 
frigeration and Air-Conditioning 
Exposition, Auditorium, Atlantic 
City. 





Nov. 28-Dec. 3—Chemical Industries | 
Exposition, Grand Central Palace, | 
New York City. | 





| 
“Any man may make a mistake, but | 
only a fool will stick to it.” —Cicero 

| 








Help Build 


 Coffing 
 Hoist-Jack 





Business for YOU 


This advertisement does 
“spade-work” selling for you, 
helps select prospective 
buyers of Hoist-Jacks from 
among an. estimated 
15,702,000 readers of the 
Saturday Evening Post. 

The POST and 27 other 
magazines will carry 
a total of 44,104,600 
Coffing sales messages 
this year to help build 
business for you. 


CASH IN ON THIS 
SALES HELP 


—PUSH THE 
COFFING LINE 
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PO ST ADS like this 


3000 INQUIRIES 
have been received 
from this January 
29th Post ad—and 
forwarded to distribu- 
tors. (ad shown about 
3% size) 


eet ee TTS 


COFFING — 





HOIST COMPANY 


- DANVILLE, ILLINOIS 


"QUIK.-LIFT” ELECTRIC HOISTS, - 
“SAFETY PULL” RACHET LEVER HOISTS, — 
“MIGHTY-MIDGET” PULLERS, SPUR-— 
GEARED HOISTS, DIFFERENTIAL 
CHAIN HOISTS AND LOAD BINDERS: 








IN THE LOBBY J. C. Duke and R. W. Mueller (Minn. LISTENING to J. H. McDonald, Brown-Roberts, Alexan- 
Mining) chat with Roger Meyer (Simonds). dria: W. W. Kemphert & I. W. Lemaux (Indianapolis Brush). 


Candid Shots at Cleveland Convention 


AT A PARTY are F. M. Jackson (Walworth), J. E. Ellis, TALKING to Bill Haseltine, Haseltine Co., Portland: Robt. 
Ellis-Lowe, Tampa, & Pottcr Shaw, Mau-Sherwood, Cleveland. Crawford, Erie Mfg., Erie, & Lou Lincoln (Bay State). 


HORSE PLAY is indulged in by Art Klebes, Smith & Kleves, SIDE PLAY attracts Ray Erhardt (Yale & Towne); H. M. 
New Britain, & Art West, I. D.; Bob Smith lights up. Pritchard, Root-Neal, Buffalo, & Bill Redman (Y. & T.) 


GREETINGS are exchanged by Bob Holton (Henry G. TWO WIVES get together: Mrs. G. A. Park (Norton) and 
Thompson) and Don Whyte, Mau-Sherwood, Cleveland. Mrs. K. R. Beardslee (Carboloy). 
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you left your motor running! 


Do you run your motor 24 hours a day, every day? That's all riclit, if it's 
a Fairbanks-Morse motor, you can leave it on the job and forget about it. 
Fairbanks-Morse motors are built to take on the toughest assignments, to 
give the finest, trouble-free service. They require minimum attention . . . 
they assure lowest maintenance costs. Complete information about the full 
line of Fairbanks-Morse electric motors is contained in the handy POCKET 
PANORAMA. Write to Fairbanks, Morse & Co., Chicago 5, Ill. 


Cat) FAIRBANKS-MORSE 


A name worth remembering 


DIESEL LOCOMOTIVES © DIESEL ENGINES «© STOKERS © SCALES © MOTORS ¢ GENERATORS 
PUMPS * RAILROAD MOTOR CARS and STANDPIPES *¢ FARM EQUIPMENT *¢ MAGNETOS 











MAN FROM MARS, Bill Mars, Mars FILLING UP is J. Russell Clark, ARKANSAS distributors R. W. Stuart, 
Co., Duluth, (right) with J. A. Mc- White Star Mach., Wichita, at the Mill & Mine Supply, Little Rock, and 
Guire, (Independent Pneumatic). Cleveland Twist party. D. G. Rogers, Bruce-Rogers. 


Distributors Meet Suppliers at Cleveland 


HOST TO SUPPLIERS—Glen Treslar GETTING A BITE are M. L. and FRIENDS—George Marshall, Jr., (Ray- 
(Black & Decker) and host, John Wil- J. D. Carlson, Warner Hardware Co., bestos-Manhattan) with Lindsay Kester, 
liams, Mau-Sherwood. Minneapolis. Kester Mach., Winston-Salem. 


LET’S SEE—Ellis Busse, Mau-Sher- HELLO—John W. Cook (Behr-Man- ATTENDING The H. G. Thompson 
wood, Cleveland, and H. F. Maxon, ning) says it to Ray Adams, A. V. party, Mrs. Don Brisbin (Col.-McKin- 
(Boston Woven Hose) talk it over. Wiggins, Syracuse, N. Y. non), Pat Murfey (Carborundum). 
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Top Quality KaM insulating products 
that assure steady sales at good profits 


Each is a leader in its class, providing the right kind of insula- 


tion against wasteful heat losses. Many strong sales features. 


K&M SIMPLEX “SUPER-SHRUNK” WHITE GLAZED PIPE INSULATION 


Finished with a smooth white glazed outer casing of 
asbestos felt gives an improved appearance, particularly 
when exposed. Made of alternate layers of corrugated and 
plain asbestos felts. Quickly and easily applied. Recom- 
mended for low pressure steam and hot water services 
where temperatures do not exceed 300 degrees F. 3-ply 
(34” thick), 4-ply (1” thick), each with black japanned 
bands and fasteners. For all standard pipe sizes 14" to 10’. 


K&M AMBLEREX NO. 2 ASBESTOS INSULATING CEMENT 


A popular priced insulating cement for irregular surfaces over block insula- 
tion. Has excellent covering capacity with high insulating and long lasting 
‘ qualities. Withstands temperatures up to 1000° F. Covering capacity, 20 to 
22 sq. ft., 1’ thick, per 100 lbs. Packed in 50-lb. multi-wall paper bag. 


K&M RANGE BOILER JACKETS 


Reduces fuel costs by saving up to 63% of the heat which 
would be lost without proper insulation. Made of alternate 
layers of corrugated and flat asbestos felts with washable 
jackets. 3-ply construction, approximately 14" thick. In 
. individual cartons containing 2 sections of jacket, 5 black 


A enameled bands, sufficient asbestos-cement to cover top 
of boiler, 10 staples for fastening seam. Sizes for boilers 
e of 30, 40, 52, 66, 82, and 100-gallon capacities. 


Write for further information regarding these and other K&M 
insulating products. Your inquiry will receive prompt attention. 





KEASBEY & MATTISON 
: Nature made Asbestos... 


COMPANY+ AMBLER ¢ PENNSYLVANIA "See oe A AAO TE 


mankind since 1873 
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IN A HUDDLE are Mrs. Ed. Stvan, Strong, Carlisle, Cleve- 
land, Harry Rinehart and G. R. Neff (Cleveland Cap). 


Friends Get Together in Cleveland 


FROM ELMIRA are these LeValley, McLeod men, G. Boyd 
Royal, D. M. Williams, N. J. Learned, E. A. Melnick. 


IN CONFERENCE: Vonus Fllis, Bornell Supply, Piqua, O.; 
Robt. Day, Columbus Belting, Frank Jones (Browning). 


RESTING are John Ora, Industrial Distribution, and Leon 
Watkins and Harold Mooney, Watkins, Inc., Wichita. 


OLD FRIENDS, Jack Ruf (Ohio Injector) and Arch Morris, 


Industrial Distribution, get together for a chat. 


AT BAY STATE’S party are Mr. and Mrs. Larry Barnes, 
Barnes Tool, and Mrs. and Mrs. H. E. Shepherd. 


GUESTS at Thor’s party included G. W. Morgan (Morgan 
Vise) and B. H. Ackles, Rayl Co., Detroit. 


A TALK is enjoyed by A. G. & C. G. Lindquist, Lindquist 
Hardware, Bridgeport, & H. P. Jenson (Cleveland Twist). 
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Here cre some 
of the subjects covered: 


What is radiant heating? 

How radiant heating is designed for comfort. 

How to estimate heat losses. 

How to determine radiant heating coil requirements. 
Radiant heating comfort chart. 

What heating engineers claim for radiant heating. 
Methods of floor and ceiling installation. 

Typical pipe coil patterns. 

Questions and answers on radiant heating. 

Heat transmission tables. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, 
PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


THIS FREE BOOK ? 


lt tells what 
you want to know about 


By “eating 


@ This 48-page book, “Radiant Heating with Na- 
tional Pipe” is one of the most authoritative books 
published on the subject. It brings you a complete, 
comprehensive story of radiant heating and gives 
helpful information as a practical basis for the plan- 
ning and installing of an efficient system. 


Architects, heating engineers and contractors will 
find the book valuable for use in planning new instal- 
lations. It answers many important questions about 
radiant heating. For example — 


What is the approximate cost of a radiant heating 
systemr 

Would it cost more or less to operate a radiant 
heating system than other types, and by how much? 


What effect do rugs and rug pads have on heot 
transfer in a radiant heating system? 


These and many other questions are competently 
answered. This book also shows you how to calculate 
pipe sizes for various conditions. Mail the coupon and 
a copy will be sent at once. 


National Tube Company 
Frick Building 
Pittsburgh, Pa. 
Gentlemen: 


Please send me a copy of your FREE book, “Radiant Heating with 
National Pipe.” 


NN Se isos cones 
Company 


Pa oth wed ie eek Vesna eens 
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CHARMED circle includes John C. Pye, Pye-Barker Supply MRS. RICHARD ALCOTT, The Riechman-Crosby Co., 
Co., Atlanta, Ga.; Mrs. George Weaks and Mrs. W. R. Crow Memphis, Tenn., (right) greets Mrs. J. R. Coventry, Cleveland 
of the Weaks Supply Co., Monroe, La., and Walter F. Crow- Tool & Supply Co.; Mrs. I. W. Lemaux, Jr. (Indianapolis 
der, Editor of Industrial Distribution. Brush & Broom), and Mrs. W. E. Lowles, (Cleveland T. & S.). 


The Ladies Held Attention At Convention 


fi * 
P. H. GRINER, Oliver H. Van Horn of Houston, Tex., GREETINGS are extended by Henry J. Sidford (Bchr-Man- 
attends to Mrs. John Pye, Pye-Barker Supply Co., Atlanta; ning) to Mr. and Mrs. C. S. Chase, of the Smith-Winchester 


Mrs. Henry Tonsmiere, Turner Supply Co., Mobile, Ala., Cy. 7«cks6n, Mich. Mr. Sidford’s company gave the party 
and Mrs. Ben Barker, Pye-Barker Supply Co. at the Hotel Cleveland. ; 


TABLE FOR FOUR at the Thor party included J. B. PASSING the sweets at the Henry G. Thompson party. From 
Perkins (J. H. Williams & Co.); Morris Zippert, Morris left to right: Mrs. Lloyd Benham, Mrs. J. A. Proven, R. A. 
Abrams, Inc., New York City; Mrs. W. G. McGraw (Inde- Lynch, L. M. Harvey and Lloyd Benham, all from the Porter- 
pendent Pneumatic Tool) and Morris Abrams himself. Cable Co. 
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HELP YOUR CUSTOMERS 


HIDDEN COSTS Sa, 
THAT CUT DOWN PROFITS ! Brightboy 








The SOF? RYBBER binder 
CUSHIONS the abrasive 
Weldon Roberts 
Rubber Co. 
Niweee Use 









With Brightboy you can profit by uncover- 






ing unnoticed, unnecessary production costs 


that may be holding down profits. 


The results are gratifying to abrasives users, profitable 
to dealers who have shown the way by suggesting 
Brightboy methods in comparison with production pro- 
cedures requiring separate burring, finishitttg, cleaning 
and polishing operations. Brightboy saves time, builds 
customers’ profits, by combining all these operations 


into one! 


The rubber and abrasive compound of versatile rough grind; bridges the gap between the grind 
Brightboy gives a unique surfacing action so and the buff. Your customers can do precision 
smooth, so clean, that it frequently serves as the finishing with Brightboy and shape it to contours. 
final polish. Brightboy takes over following the It requires no special preparation before use. 


YOUR CUSTOMERS WANT BRIGHTBOY 
YOU NEED BRIGHTBOY TO COMPLETE YOUR ABRASIVES SERVICE 


Write for 
distributor-franchise 
information; 

utilize our 





Simultaneous BURRING FINISHING « CLEANING - POLISHING 


























ABRASIVE 
RUBBER 


sales cooperation e 

for suggesting ” — —_ id WHEELS 

cost-saving methods Abrasive : BLOCKS 

to your customers. Finishing ) STICKS 
> RODS 


” For Manual 
4 And Machine § 
Operations | 


Brightboy 


REG. U.§. PAT. OFF 








The Soft Rubber ‘Bin or Cushions The 
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BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. 


Ahsusive 


America’s Pioncer Manufacturers of Rubber-Bonded Abrasives 





AWARD for outstanding contribution to the industry. Jim MICHIGAN distributors, John Workman, Muskegon Hard- 
Tate, (Dumore), makes the Louis M. Hamilton award to the ware & Supply Co., Muskegon; R. L. Parkinson and B. H. 
retiring presidents; Richard Alcott, Southern; J. G. Geddes, Ackles, The Rayl Co., Detroit, were greeted at the Indepenc- 
American; and E. H. McLaughlin, National. ent Pneumatic party by John Corkery, (Independent Pneu.). 


In Focus at Cleveland 


AT THE DANCE were Hoyt Stivers and Mrs. E. E. Went- GUESTS at the Behr-Manning party were Jim Ruddell, Cen- 
worth, Vulcan Copper & Supply Co., Cincinnati; R. McCon- tral Rubber & Supply Co., Indianapolis; Mrs. R. A. Miller, 
nell, (Desmond Stephans); E. E. Wentworth; Mrs. F. Thomp- J. P. Van Blooys, R. A. Miller and Mrs. Van Blooys, A. L. 
son, Mrs. W. Husing and W. Husing, (Wm. Powell Co.). Holcomb Co., Grand Rapids, found having a friendly chat. 


BREAKFAST~—Dick Holden, Silliter/Holden, Hartford; E. H. STATE round-up—G. Donahue, Chandler & Farquhar, Bos- 
McKinney, J. W. Aikenhead, Aikenhead Hdwe. Ltd., Toronto; ton; L. Watkins, Watkins Inc., Wichita; G. Bennett, Blanch- 
A. Polito, Standard Equip., Hammond; Art Grover, Grand ard Co., Troy; W. Iber, Iber Co., Chicago; W. Clark Jr., Har- 
Rapids Supply, and H. Idena, Mfg.’s Supply of Grand Rapids. ris Co., Chic.; and J. Ruddell, Central Supply, Indianapolis. 
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PURCHASING | | 
} } 
} AGENT 














Distributors appreciate 


these extra sales advantages 











MORE KNOW-HOW — Parker-Kalon originated MORE “SHOW HOW" — Parker-Kalon’s staff of MORE TYPES AND SIZES — Parker-Kalon makes 


the Self-tapping Sheet Metal Screw and has been Assembly Engineers advises designers and as- a complete line of Self-tapping Screws for every 
the leader ever since. There's no substitute for sembly supervisors how to make better assemblies, metal and plastic assembly. P-K advice is unbiased, 
35 years’ of development experience. and lower fastening costs. fits the screw to the job, not the job to the screw. 



























EXACTING QUALITY CONTROL 


PRODUCTION 
SALES PROMOTION 


PROTECTION FOR DISTRIBUTOR 





ey 
The Parker-Kalon distributor not only carries the No. 1 line of 


Self-tapping Screws, but has all these extra sales advan- REMEMBER... YOU’RE 0K. WITH P-K® 
tages working for him. In a buyers’ market, they can spell e 
Se Aileen bateees “toes eral end ing profits, ARKER-KALON CORPORATION, 200 VARICK ST.,NEW YORK 14,N. Y, 
Makers of Self-tapping Screws * Cold-forged Socket Screws, Wing Nuts, Thumb 
Screws * Hardened Screwnails and Masonry Nails * Shur-Grip File and Solder 
Iron Handies * Metal Puncines * Damper Regulators and Accessories. 
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HOST & HOSTESS at a party were Mr. and Mrs. Dan 


Northup (Henry G. Thompson Co.). 


“PLL TELL YOU” says Allan Ward (Victor Balata) to E. E. 
Rempher, Industrial Supply, Minneapolis. 


With the Cameraman in Cleveland 


COCKTAIL HOUR finds Mrs. W. J. Holiday, Indianapolis, 


and Mrs. H. J. Tonsmiere, Mobile, chatting. 


TABLE TALK by Ermest Graham, Central Engineering, Pas- 
saic, and Emmet Scallan, Scallan Supply, Cincinnati. 


ATTENDING a cocktail party are Mr. and Mrs. Harold A. 
Tiemeyer of Kiefaber Co., Dayton. 


ALL SET for the meeting are E. D. Street, (Keystone) and 
J. J. Fuchs, Fuchs Machinery, Omaha. 


ee 


WAITING for a meeting to start are G. A. Harwood and 
I. Manheimer, both of Detroit Sales, Detroit. 


RESTING & READING (Industrial Distribution, of course) 
is V. C. Giffen (Millers Falls Co.). 


228 INDUSTRIAL DISTRIBUTION © JUNE, 1949 











Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 
... large holes which heretofore had to be 
laboriously machined “a-chip-at-a-time.” 












































MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 


MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %”"” to 4%”. They are carried in stock by leading indus- 
trial distributors. 


WRITE FOR BULLETIN ST-49 





ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 


5700 Bloomingdale Avenue Chicago 39, U. S. A. 
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A STAG LINE with C. W. Kreuger, G. W. Clarkson and ANOTHER stag line included Howard Swartz, (Cleveland 
A. E. Goldthwaite, (Whitman & Barnes) and Andy Beaufils, Cap & Screw); George E. Biggs, The Mideke Supply Co., 
1. Channon Co., Division of Hibbard, Spencer & Bartlett Oklahoma City; Dick Lakes, Art Deardorff and Ted Thomas, 
Co., Chicago, was not the only onc at the dance, .. . (Cleveland Cap & Screw), who did their share of singing. 


In Off-Moments at Cleveland 


eel 


GUESTS at the Simonds party included J. H. Gallant and LADIES at the Simonds party were, Mrs. H. Long and Mrs. 
C. D. Steele, Steele Industrial Supply Co., Lima, Ohio; and W. J. Riley, W. J. Riley Supply, Monroe, La.; Mrs. E. Her- 
C. W. Schmehl, Jaspersen Supply Co., St. Marys, Ohio. ritage, Peerless Supply, Shreveport; and Mrs. George Weaks, 
G. K. Simonds, plays host to his guests. ‘  Weaks Supply Co., Monroe, La. 


LOBBYISTS Gus Fisher, (Black & Decker) with Morris FESTIVITIES about to start, Mr. & Mrs. Dick Barr, Reilly 
Zippert and Morris Abrams, Morris Abrams Co., New York; Bros. & Raub, Inc., Lancaster, Pa., chat with Art Starrett, 
meet in the hotel lobby with R. G. Horner, (Black & Decker) (L. S. Starrett Co.); Percy Maddock, Maddock Co., Philadel- 
and A. L. Stevenson, (The Jacobs: Mfg. Co.). phia; and Bill Greene, (L. S. Starrett Co.). 
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-_ Some Ropes Foot you 













U-W 6X37 WIRE ROPE WITH 
HEMP CENTER IS EXCELLENT 

| FOR FACTORY CRANES BECAUSE 
IT 1S FLEXIBLE AND RESISTS 
BENOING FATIGUE j oe 





































“ofee 
vot 2 Vs 2e0e.** +. &.8e@".9 
ff * ) 

~~ ene! OO 


R HOT LADLE CRANES 
G-W 6X37 1.W.R.C. ROPE 
1S BETTER BECAUSE THE 
METALLIC CENTER RESISTS 
INTENSE HEAT 


For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4eee 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
We invite you to let us engineer your problem jobs. 













Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


Wain Offices and Factory: Cleveland 13, Okie 


114 Broad Street 3525 West Grand Ave. 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 





INDUSTRIAL DISTRIBUTION © JUNE, 1949 





























: . 
—_ yng ae” i 
aaa ingly © 
: Availetorted sizes © 


THEY SELL 


as fast as they drill 
and they’re an 


OPEN LINE! 


» THESE Carboloy Masonry Drills 
drill such accurate holes, so quickly 
and easily, and they last so long—that 
they almost sell themselves! 


If you’re interested in customer- 
satisfaction, and a steady flow of profits, 
you're eligible to sell these drills. 


Don’t wait. Send us the coupon today, 
and we'll give you the full story on this 
profitable opportunity ... no cost or 
obligation. 


CARBOLOY COMPANY, INC. 


11131 E. 8 Mile Road, Detroit 32, Michigan 


CARBOLOY. 


MASONRY DRILLS 


SEND COUPON TODAY TO FIND OUT MORE ABOUT 
THIS PROFIT OPPORTUNITY 

CARBOLOY COMPANY, INC., 
11131 E. 8 Mile Avenue, 
Detroit 32, Michigan 
Gentlemen: 

Send us your resale proposition on 
Carboloy Masonry Drills. 





NAME 





TITLE 





COMPANY. 





ADDRESS. — 





8 





a ee ee ee ee ee 


ZONE___STATE. 


| 


I 
! 
| 
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LISTENING to Dan Greer (right), 
Philips Hardware, Columbus, Ga., is 
John Ora, Industrial Distribution. 


THE BEST PART of cocktail is en- 
joyed by John W. Hellwege of the 
Weller Supply Co., Erie, Pa. 





WAITING for a friend are C. L. Has- 
* lup (American Chain) and J. G. Gil- 
liam, Hajoca, Chattanooga. 


(Additional picture on next page) 


More Convention Pictures 





TALKING about a meeting are John 
Swanson, American Supply, Alexandria, 
and J. Wertis, Industrial Distribution. 









EMPTY GLASS interests Ed Alberter, 
Somers, Fitler & Todd, Pittsburgh and 
Tom Trowbridge (Behr-Manning). 





re 


FRIENDS from the south are Mrs. 
Howard Schramm, Mobile, and Mrs. 
Ted Pugh, Atlanta. 





































WELCOMING Pete Thayer, Indus- 
trial Distribution, to the Bay State 
party is Mrs. Lou Lincoln. 





Stepping Stones 
to Successful Selling 


Reflections of a veteran sales- 
manager, culled from bulletins 
to his salesmen. 


There is a game we distributor sales 
men play that has no name. But let’s 
give it one right now; let’s call it 
“Passing the Kick.” We play it too 


often; and we play it best when the | 


action is tense and we'd like to get 
rid of the ball. 
Sometimes we pass it to our com- 














pany, or to another salesman, or to | 


one of the inside men—to someone, 
anyone, even though we know they 
are less equipped to handle it than 
ourselves. But it isn’t easy to pass the 
kick to someone else—and do we ever 
get rid of the ball by doing it? 

Hell, you’ve got to expect kicks 
occasionally—particularly now, dur- 
ing slackish times. That’s when 
“trouble” gets bigger than your head. 
Often the kick’s unjustified—but 
brother, it’s there, and all your talking 
won’t down it. 

So the question is—what to do 
about it? The easiest way out is to 
turn around and run like the devil 
the other way. The hardest way, and 
the only way that holds a ray of hope 
for you, is to face the music, then get 
busy with pacifying your customer 
and straightening out the trouble. 

How? That depends on the circum- 
stances, the type of character you're 
dealing with—and upon yourself. But 
any good account is worth the hold- 
















—Made by specialists in socket screw 
manufacture in a plant devoted exclu- 
sively to the manufacture of “Blue 
Devil” Socket Screw Products. 


Socket Set Screws—recessed, safer set 
screws. Can be tightened more firmly 
without danger of stripping heads or 
slots. Available in cup, cone, oval, flat 
or half-dog point. 


Socket Cap Screws—Internal wrenching 
saves space. Easy to use, no battered 
heads or stripped slots. “Blue Devil” 
socket screw products have precision- 
made class 3 thread fit. 


Socket Pipe Plugs—stronger, safer pipe 
plugs of heat treated alloy steel. Better 
seal, easier wrenching. 


Socket Screw Keys —for all standard 
sizes of hexagon socket screw products. 
Also cadmium plated key kits for indi- 
vidual workers. 

Socket Stripper Bolts—also for cam mo- 
tions, link attachments or wherever a 
strong, long-wearing stud is required. 
Flat Head Socket Cap Screws — new 
flush-type screws with hex socket for 
tighter fastening. Fit standard counter- 
sink. 


Sold through Industrial 
Supply Distributors 


The COMPLETE Line of 
Socket Screw Products 





ee 











SAFETY SOCKET SCREW COMPANY 


4452 N. KNOX AVENUE ° CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 


ing. 

‘And remember this catching kicks 
builds up intuition and tact for han- 
dling complaints that aren’t just 
“kicks.” That makes salesmanship. 
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Originators 
of the 
packaged vise 



















@ e@ YOUR COLUMBIAN 
} DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COLUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. « Cleveland 4, Ohio 
the Worlds Largest Mahers of Vises 


STRENGTH * ACCURACY + WORKMANSHIP + DEPENDABILITY 


































C&L No. 327 
HEAVY DUTY 
TORCH 
Mechanic’s Grade Burner 











. fire power ‘“‘to burn’’—and 
to spare! This remarkable torch 
generates a super-powered blue blast 

over 10” long, of tremendous vol- 
ume and heat intensity—yet regulates 
Precisely for ordinary work! Burns 
in any position, withstands most severe 
service and weather conditions. 





CLAYTON & LAMBERT MFG. CO. 


1716 DIXIE HIGHWAY e LOUISVILLE 10, KY. 
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For 
SODERING 
WELDING 
BRAZING 










¢ Sodering problems can some- 
= be solved in a very simple 

perhaps a different 
grade. of flux is needed—achange 
in temperature might be the an- 
swer—a different tool may be 
needed — no matter what’ the 
problem, our more than 55 years 
of accumulated experience is at 
your service to help your cus- 
tomers. Call on our Technical 
Service when you encounter un- 
usual or intricate problems . . . 
no charge. 





¢ Send for free sodering chart. 
* sodering paste 
¢ sodering sticks 
* sodering oil 
* sodering flux 
¢ sodering liquid 
* sodering syrup 
¢ sodering acid 
¢ stainless steel polish 
¢ solid sal ammonia 


L. B. ALLEN & CO, Inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31, ILLINOIS 
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The HUOT brill 





No. 7 
Huot Drill Index 


JOBBERS, DEALERS! 


Here is an item that can’t miss—A 
drill stand and indexed container 
made in 11 sizes. The HUOT Drill 
Index is a compact, convenient and 
orderly drill index designed and 
priced to sell on sight. 


Write for Literature Today 


|HUOT. MFG. CO. 


551 N. Wheeler St. Paul 4, Minn. 
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25 Years Ago 





Out of the Cleveland conventions 
came one familiar decision: To issue a 
referendum to the National and 
Southern Association memberships on 
the question of changing the names 
of their organizations, substituting 
“Distributors” in place of “Dealers.” 

Attendance records were shattered 
at the conventions—the most success- 
ful triple meeting to date (1924). 
Discussion at the opening joint ses- 
sion centered around cash discounts 
and distributors’ costs on handling 
pipe, pipe tools and fittings. 

The second combined meeting 
heard William Staniar speak on power 
transmission products and the dis- 
iributors methods for stocking them. 
A. E. Foote had preceded him, dis- 
cussing “The Value and Progress of 
Simplification.” 

The final joint meeting of the mill 
supply distributors heard Charles H. 
Stebbins, president of the Jefferson- 
Union Co. on “Does National Adver- 
tising Benefit the Dealer?” “The Buy- 
ing Structure of Industry” was out- 
lined later by Mason Britton, of 
McGraw-Hill Co. 

There was absolutely no reason for 
being pessimistic, according to several 
encouraging reports from representa- 
tives of many industries at the Na- 
tional Pipe and Supplies Association. 

Joseph Winship, in charge of the 
store and city sales division of Fulton 
Supply Co., Atlanta, Ga., recently was 
elected a vice-president of the firm. 


10 Years Ago 


Separated: Frank Hughes, Chas. 
Bond & Co. purchasing agent—from 
his tonsils. Frank and tonsils were 
happy about the whole thing, from 
last report. 

En route to South America, the 
Canal Zone, Curacao, Jamaica, Haiti 
and points south were Wm. Pedersen, 
Pedersen Bros. Tool & Supply, Chi- 
cago, with the Missus and son Billie. 

“A Survey of Industrial Buying,” 
Part Two, completed MILL SUP- 
PLIES editorial excursion in a city 
named “X” to discover the conditions 
under which an average mill supply 
house operated. 

The Sales Specialization techniques 
of the Boyer-Campbell Co., Detroit, 








For Safer, Better, 
More Economical 
Lifting of Loads 


Now you can improve your han- 
dling of loads with the new BTC 
Drop Forged Steel Safety Hook. 
Here is a hook with patented con- 
struction that prevents the sling 
from slipping off, adds strength to 
the hook, and eliminates common hook faults—hook 
point won’t straighten out, and no more snagging of 


ledges or dangerous slipping of loads. The new BTC How the 
Safety Hook has automatic mousing action with a R Cc 
safety-tie lip lock holding the point of the hook. . . r 

and an extra margin of safety because of special Safety 
shoulder and lip lock construction that maintains 

the load-holding capacity of the hook. Hook 
With only two sizes—5-ton or 10-ton—and two types Operates 


—Eye Bridge or Shank Bridge—BTC Safety Hooks 
simplify inventory problems by replacing eight 
sizes of standard open hooks; and weight is only 
one-third as much as ordinary hooks for same rated 
capacity. 

BTC Safety Hooks are essential wherever rigging or 
sling lifting of loads is a part of materials handling. 
BTC Franchises are now available for qualified 
Industrial Distributors. 

All bearing surfaces are machined for easy and 
positive action. Note that in load carrying position, —~ 





ue 

~ | LOAD 

| CARRYING 
| POSITION 


patented shoulder and lip lock construction hold (| START OF 
the load. | gm) OPENING 
THE BREWER-TITCHENER CORPORATION /0 aan 
2 Hook Street Cortland, N. Y. 
Metal Products Manufacturers for over 100 Years. ( ( [a 
Hanae esas EDeNenasasenanasancnasanenasasesasanen 0 
The Brewer-Titchener Corporation Thage y 


| 
Cortland, N. Y. : 
C) Send me bulletins describing the new BTC Safety | 
Hooks. 

CT] We are interested in selling BTC Safety Hooks. | 
Send information. | 
MN So dalueabrapeees a igen Vs auu Ne wavieoeweeSicanees | 
Company | 
har dpyc pon tek yacht Cees ie, naa eR aaeaawic 
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FULL OPEN POSITION 
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STAINLESS / 


STEEL 
FASTENERS: 


You can always assure your 
customers of prompt deli- 
very when you purchase 
ALLMETAL Stainless Fas- 
teners. From our large and 
complete stock you can 
obtain immediate delivery of 
Stainless Screws, Nuts, Bolts, 

Washers, Rivets, Pins, Nails, etc. 


WRITE, ON YOUR LETTERHEAD, FOR CATALOG No. 49H 








gn MANUFACTURERS SINCE 1929 
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33 GREENE STREET. NEW YORK 13.N. Y. 






























Levee eben epee that’s why it's 
easy to sell the Calder line of 
dressers and tool steel cutters. 
They are available in the right 
size for every job. Dressers have 
Right and Left hand Threaded 
Bushings for automatic tighten- 
ing—feature extra weight for 
easy use. 


We also feature a fine line of 
diamond dressing tools. 


Sold Only Through Distributors 


~ CALDER MANUFACTURING CO. 


Lancaster, Penna. 
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included exhibits at the Michigan 
Statewide Safety Congress, the De- 
troit Builders’ Show and the Machine 
and Tool Progress Exhibition, where 
tool, safety and sales engineers served 
by the distributor firm saw the princi- 
pal items it has to offer them. 

The Sales Indicator stopped to 
catch its breath, settling down to 104 
from its previous spurt to 106. 

In a general reorganization, Mather 
Hardware & Supply Co., Louisville, 
Ky., added a mill supply department. 

The Chicago Mill Supply Associa- 
tion, at its regular meeting, conducted 
a business clinic under the auspices 
of the Chicago Association of Com- 
merce. 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee. 








A slight improvement in business, 
perhaps seasonal, is reported by pur- 
chasing agents, for April. Production. 
increases are reported by 19% of the 
committee members, the largest num- 
ber moving upward since October, 
1948, and 48% are continuing to 
maintain previously reported produc- 
tion schedules. Backlogs of orders. 
were also creeping up, with 23% 
showing some betterment, and 40% 
holding even with last month. An in- 
teresting comparison of the reporters 
who showed production cuts in Janu- 
ary, with their April positions, shows 
that only 31% have had further de- 
clines, while 69% of this group are up 
from the low of January. The back- 
order situation of the same group 
shows some strengthening, as 65% re- 
port an improvement. 

The trend of business, as seen by 
Purchasing Agents, is to level off for 
the present, with a possible pickup 
this Summer or early Fall. There is 
much hesitancy in buying, with mar- 
kets being watched carefully, for a 
settling of prices reflecting recent basic 
material declines. 

A bright spot in the survey for April 
is the apparent increase in produc- 
tivity. 76% report increased man hour 
production, ranging all the way from 
very slight to very substantial im- 
provement. No depression pessimism 
is reported, but a cautious attitude, 
closely measuring the effects of declin- 
ing prices, is very evident. 








<_ i 








Prices 


The long-expected buyers’ market, 
which has been observable since No- 
vember, really arrived in force during 
April. Most industrial commodities 
are down, with strong indications of 
further declines. Supply, generally, 
has caught up with demand—in many 
cases, at least temporarily, has passed 
it. The nonferrous group of metals 
carried the most pronounced price de- 
clines. These basic commodities are 
incorporated into so many other ma- 
terials and fabricated items that a large 
segment of the industrial materials list 
will be influenced. 

We may expect to hear promptly 
proposals that the Government sub- 
sidize high-cost producers of some of 
the metals. 

In studying markets, Purchasing 
Agents are aware there will be export- 
able surpluses from Europe as those 
countries gain economic stability. 


Inventories 


Purchased industrial inventories 
took a sharp drop in April, as 60% re- 
ported roe te With practically all 
commodities in ample supply and de- 
clining prices, Purchasing Agents are 
taking a shorter position on inventory, 
working off higher-priced materials 
and adjusting stocks to lower operating 
levels. Inventory policy is reported to 
be very conservative. 

Buying Policy 

“Hand-to-mouth to 60 days” is the 
predominant purchasing policy. Im- 
mediate availability of many materials, 
shorter commitment schedules on 
others, and the general price softening 
permit short-range procurement pro- 
grams. There is some cancellation or 
deferment of longer-term commit- 
ments. 


Employment 


The number on pay rolls remains 
about the same as March. Some in- 
dustries are down—some are up. 
Shorter hours are generally reported. 
76% of those reporting on produc- 
tivity show an increase in man hour 
output, lower labor turnover, less 
absenteeism, improved quality of 
workmanship. Several report that pro- 
duction on a 40-hour week equals the 
previous 45-hour week output. Others 
indicate there has been no increase 
and a few report decreases, pointing 
out that, where no incentive plan is 
used, employees are inclined to slow 
down and stretch out the available 
work, 


Commodity Changes 


Lead, copper and zinc headed the 
parade of price declines in April, fol- 
lowed by many products containing 





How SPEED helped catch ““bugs”’ 
in the lacquer 
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Final finish on pianos mysteriously going “‘sour.’”’ Production halted. Lab needed 
X-ray diffraction camera to identify impurity. At 9 a.m., 10-lb. camera Air Express- 
ed from 1100 miles away, delivered by 4 P.M. same day. Cost, only $3.58. Company 
uses Air Express as routine method to get supplies fast, keep inventory low. 





That low $3.58 figure was total cost 
for Air Express and included door-to- 
door service. That makes the world’s 
fastest shipping method exceptionally 
convenient, complete, and easy to use. 











te 
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Scheduled Airlines carry Air Express © 
on every flight. Speeds up to 5 miles a 
minute! Direct by air to 1300 cities; 
air-rail for 22,000 off-airline offices. 
Serves many foreign countries, too. 


FACTS on low Air Express rates 


Package of blueprints (4 lbs.) goes 800 miles for $1.54, 
Special tools (21 lbs.) go 600 miles for $3.87. 
(Every kind of business finds Air Express pays.) 


Only Air Express gives you all these advantages: Special pick-up 
and delivery at no extra cost. You get a receipt for every shipment and 
delivery is proved by signature of consignee. One-carrier responsi- 

ility. Assured protection, too—valuation coverage up to $50 
without extra charge. Practically no limitation on size or weight. 
For fast shipping action, phone Air Express Division, Railway 
Express Agency. And specify “Air Express delivery” on orders. 









Rates include pick-up and delivery door 
to door in all principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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FOR HIGHER PRODUCTION! 
HEAVY DUTY 

BETTER FINISH 

LOWER COSTS 






TYPE 
HAAF 
with 
“AIR-RESTER” 


You will be 
astonished by 
the results ob- 
tained when 
you install 
STANDARD 
Coated Abra- 
sive Belt Ma- 
chinery. Elimi- 
nate slow-down 
by discarding your ‘Set-up’ polishing 
wheels. Abrasive Belts are long-wear- 
ing, low in cost, uniform in cutting 
ability and quickly replaced. 


Coated Abrasive Belts are no longer 
confined to the light grinding and 
polishing operations—there is a Belt 
and suitable capacity Machine for a 
wide variety of operations. 


USES: Polishing, grinding, sharpen, 
deburr, bevel, shape, remove gates 
and fins, finishing flat stock, surface, 
contour, inside flash, radius, chamfer, 
square, snagging, surface imperfec- 
tions, clean-up from machine tool op- 
erations, etc. 


Bench and Pedestal Back Stand Idlers 
—Hydraulic, Spring or Air Cylinder 
Control. 

Submit your finishing problems to 
STANDARD and write for Bulletin 70 
showing complete line of Abrasive 
Belt Machinery. 





Write for Bulletin No. 70 


THE STANDARD 
ELECTRICAL TOOL CO. 


2520 River Road, Cincinnati 4, O. 
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SELL JOBS LIKE THIS? 


WANT TROUBLE FREE PROFITABLE 
WRENCH SALES THAT REPEAT? 


errs ees DO YOU 
| Bae OHAVE LOWELL 
LISTINGS IN 
YOUR 
CATALOG? 


Send for 
Catalog A 














LOWELL WRENCH CO. 


WORCESTER 8, MASS. 




















Swift has a complete line of low and high pressure 
water gauges . . . self cleaning, automatic or plain, 
rough or polished, and with or without shut-off valves. 
These can be supplied with any length, size and style 
of Pyrex gauge glass and guards. 

Swift liquid level gauges are used as standard 
equipment by leading manufacturers of boilers, tanks, 
traps, filters and similar products. 

Swift products are backed by more than 
60 years experience in the manufacture of 
quality brass goods. 

Write for your copy of latest catalog. 

















Water Gauges 

Gauge Cocks 

Tubular Gauge Glasses 
Air and Pet Cocks 
Lubricators 

Grease and Oil Cups 


LUBRICATOR 
COMPANY, INC. 


24 Home Street, Elmira, N. Y. 
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these basic materials. The long list 
of declines includes these important 
items: Alcohol, aluminum, asbestos, 
autos and trucks, burlap, brass, cable, 
castings, conduit, paper containers, 
copper, electrical equipment, food, 
forgings, coal, coke and oil, glycerin, 
iron, lead, lumber, mercury, nails, oils, 
paint, paper, pipe and fittings, plati- 
num, synthetic resins, rubber, soap, 
some steel, tallow, textiles, tires, wire, 
zinc. 

Up were: ammonia, cobalt, gaso- 
line, shellac, turpentine. 

For the second month, no com- 
modity was reported to be in critically 
short supply. 


Canada 


General business in Canada, in 
April, differs considerably from that 
in the States. Production is higher; 
back-orders lower; inventories higher; 
employment increasing. Commodity 
prices have not moved down as rapidly 
as in the United States. Buying policy, 
a bit more liberal, though accent is on 
“hand-to-mouth to 60 days.” 


SALES HELPS 


from 
MANUFACTURERS 














Take the job of putting that wrinkled enamel 


DOCK RAMPS—And truck lifts are finish on a camera. Spray guns apply the enamel, 
covered in a new 4-page folder which ovens bake it, chemicals put in the wrinkles. 
shows illustrations of various types. It ' , , 

is claimed that the company’s tilting PROBLEM: how to restrict that wrinkled : 
loading dock ramps will greatly in- finish to the sides of the camera, keeping it off 
crease the capacity of any loading dock the face and other smooth metal surfaces. 


by making it possible to drive the 
small industrial trucks with palletized 
loads directly into or out of truck 


SOLUTION: Permacel-73 masking tape. Permacel 
sees to it that the sprayed-on enamel coat goes 
where it belongs and only where it belongs. 


RESULT: cameras come out of the oven with the 
wrinkles in the right places! 





*DISTRIBUTORS: This ad is part of Permacel’s 
campaign in national magazines—a cam- 
paign that builds your market by telling 
your customers about the many industrial 
uses of Permacel Tapes. 











**PERMACEL’’ REG. U.S. PATENT OFFICE 


Permacel 


INDUSTRIAL TAPES 
INDUSTRIAL TAPE CORPORATION + NEW BRUNSWICK, N. J. 
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ESSEX 


AIR COCKS SPRAY GUNS 





JOBBERS... 


Our new method of making 
air cocks not only produces 
a neater more efficient cock, 
but sharply reduces costs on 
a great many numbers. 






| ¢ Anefficient 
@ inexpensive 
unit for all 
types of rough spraying of 
paint, cleaners, auto under- 
coatings, solutions, etc. 





®@ Write for new discount schedule 


ESSEX BRASS CORPORATION 


2000 FRANKLIN ST. Est. 1901 DETROIT 7, MICH. 

















Throw Light on Darkness 


Where Danger Lurks -- 



















—_ 
= 


—=——> —= The bright clear light of a DIETZ HIGH- 
—— —— WAY TORCH actually waves the warning: 


— “DANGER-BEWARE.” 
Ss DIETZ HIGHWAY TORCHES are nation- 
SS 


ally accepted as the standard, due to their abil- 
No. 87 TORCH \) 
MADE INU.SA 


G7 






ity to stand up. They are leak proof, rain proof, 
and wind proof. No. 87 with weighted bottom 
(illustrated) will burn about 30 hours without 
refilling and is popularly priced. 
ZN BY THE MAKERS OF 
; a, 
y =e \\ DIETZ 
Uj y \ LANTERNS 
YY \ R. E. DIETZ COMPANY, NEW YORK 
2mm: mmmnl\ ESTABLISHED 1840 
OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE ONLY 
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CGA nuts IN ANY WEATHER © 








BELT 
WAX 


CANTOL 










e We urge 
users to buy 
thru their 
local distrib- 
utor. 

e 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiana 














FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly condi- 
tions metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux— 
perfected for that metal. 


FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, ¥ 


\Rubyfluid 























body, to or from the loading dock, over 
a level path Wayne Pump Co., Fort 
Wayne, Ind. 


AIR CONDITIONING UNITS— 
for commercial and industrial appli- 
cations are covered in an 8-page, illus- 
trated folder. Specifications are given 
in text form, in charts and in sectional 
drawings. Photographs and _ physical 
data are  included.— Worthington 
Pump & Machinery Corp., Harrison, 
N. J. 


PYROMETERS — Approved Navy 
and commercial-type diesel engine 
pyrometers and thermocouples  suit- 
able for use on all types of diesel en- 
gines are described and illustrated with 
photographs and dimensioned draw- 
ings in a new 12-page bulletin.—Bris- 
tol Co., Waterbury, Conn. 


THE CUSHMAN 


ACCRALOEK 
CHUCK 


WITH PRECISION JAW ADJUSTMENT CONTRO’ 


vistas REN 


JHE CORMAN CHEK COMPaAny 





AIR CHUCKS—A new bulletin gives 
detailed operation and adjustment data 
on the company’s line of air chucks 
which feature an individual precision 
jaw adjustment. This design provides 
a means for obtaining very accurate po- 
sitioning of the chuck jaws as well as 
locking the jaw when the exact setting 
has been made.—Cushman Chuck 
Co., Hartford, Conn. 


BELTING DATA—A 16-page catalog 
with supplementary data sheets and 
pamphlets has been issued on the 
manufacturer's various lines of con- 
veyor and elevator belting. There is a 
table of contents which lists the belt- 
ing according to occupational usage.— 
Hewitt Rubber Division, Buffalo, 
N. Y. 


RADIAL SAW—A 6-page folder in- 
cludes action and feature photos, 
model listing, accessories and prices of 
the radial saw for wood, plastic and 
metal. Also shown are standard com- 













GOING TO MAKE 
MONEY ON THIS! 


Yes, Jim, these new Deming 
Self-Priming Centrifugal 
Pumps have FEATURES that 
make sales come easy! 









Fig. 
3304 


The Portable unit is light in weight, 
easy to carry, economical to oper- 
ate, and has a capacity of 5400 
gallons per hour. 


QUICK, POSITIVE PRIMING 


Large water chambers and the semi-enclosed non-clogging impeller 
assure quick, positive priming. Repriming is automatic. No check and 
foot valves needed excepting on long discharge lines. 


Built in two styles: Fig. 3304 portable type and Fig. 3303 stationary 
type. Both types have a wide range of uses. 


Heavy ball bearing construction 
used on the flexible coupled pumps. 
Bronze impeller and stainless steel 
shaft sleeve through stuffing box. 
Capacities of Fig. 3303 range 
from 10 to 100 g.p.m. Write for 
complete details. 


THE DEMING COMPANY 
511 BROADWAY ¢ SALEM, OHIO 


i HE COMPLETE LI 


T 





Pumps for All Industries 
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BELT FASTENERS 
ano RIP PLATES 





FOR HEAVY CONVEYOR 
AND ELEVATOR BELTS OF 
ANY WIDTH 


Flexco HD Fasteners make a tight, butt joint of great strength and 
durability . . . distribute the strain uniformly. Operate smoothly over 
flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 
Promal. 

Flexco Rip Plates are for repairing and patching damaged belts. 


Ask for Bulletin F-100 


FLEXIBLE STEEL LACING COMPANY ¢ 4633 Lexington St., Chicago 44, Illinois 














Strong, Smooth, Readily Troughing 
Order From Your Supply House 






ponents available for setting up high- 
speed production line cutting.— 
Walker-Turner Division, Plainfield, 
NN. f. 


JACKS—A colorful 8-page bulletin 
illustrates applications of the air motor 
power jacks, including industrial lift- 
ing and lowering jobs, sinking piling, 
and locomotive and ship repairing. It 
also includes a detailed explanation of 
the construction and safety features 
of the jacks with sections devoted to 
specific applications and overall speci- 
fications of the 20, 50 and 75 to 100- 
ton capacity air motor power jacks.— 
Duff-Norton Mfg. Co., Pittsburgh, 
Pa. 














WEINBERG & McKEE 
Compiled Cataloys- 


HA VE THESE MODERN FEA aay 


gia SPEED sree. 


\ 
Tools made ae 
priced — 








Action illustrations demonstrate the use 
of many products. 





Nationally Advertised 
with manufacturers g 
of their trade. “marks, 


Lines are tied up 
dvertising by use 








600 West Jackson Bivd., Chicago 6, lil. 
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WALL CHART—lIllustrates and de- 
scribes the selection and application of 
grinding wheel dressing tools. This 
9 x 12-in. chart illustrates the various 
types of dressers for different applica- 
tions, giving model and size numbers 
to serve particular wheel diameters and 
faces.—Desmond-Stephan Mfg. Co., 
Urbana, Ohio. 


STRAINERS — Complete informa- 
tion on dimensions, weights, correct 
installation, maintenance and cleaning 
is given in this folder on forged steel 
strainers. The strainers have an ASA 
rating of 600 Ibs. at 850° F for steam, 
oil or vapor and a hydraulic rating of 
1440 Ibs. at 100° F.—Edward Valves, 
East Chicago, Ind. 


“PACKAGE OF AIDS”—Includes a 
164 x 24-in. wall chart, folders on 
guides to quick selection and care of 
electric motors, a 4-page condensed 
version of a Sweet’s catalog insert with 
information on the proper choice and 
application of squirrel-cage motors and 
a selection of 19 cuts for dealer use. 
The package also contains a partial 
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h- check list of more than 100 motor ap- 
- plications ranging from agitators to 
d, winches.—Allis-Chalmers, Milwaukee, 
Wis. 
in HOSE ACCESSORIES — Including 
or couplings, clamps, air valves and mani- 
t- folds are described and illustrated in a 
g, 2-color folder. Information is also 
It given on the company’s line of throttle 
of valves for compressed air service, air 
es hammer hose couplings, special high | 
to pressure couplings, long shank coup- | 
‘i lings for low pressure steam and spray | 
- hose.—Hose Accessories Co., Phila- | 
— delphia, Pa. | 


POWER HACK SAWS—An illus- | 
trated folder describes the complete 
line of power hack saws. A special fea- | 
ture of the Model C “Hy-Duty” saw 
is the adjustable feed control which 
speeds cutting for each kind of mate- | 
rial being cut from thin wall tubing to 
heavy bars.—Sales Service Machine 
Tool Co., St. Paul, Minn. 


—_ 
os 





ABRASIVE BELT MACHINERY— | 
Bulletin 70 covers the manufacturer’s 
: complete line, including bench and 
e floor models with horizontal back- 
stands, flexible horizontal-vertical back- 
stands, individual wheel heads, various 
sizes of spring-loaded and air cylinder 
backstands using from 6 to 20-in. 























diameter contact wheels, belts speeds 
: as high as 9500 S.F.P.M. It also con- 
; tains information on heavy-duty pol- 
ishers and grinders with work rests as 
required for heavy grinding and snag- 
ging with abrasive belts——Standard 
Electrical Tool Co., Cincinnati, Ohio. When your customers ask for solder, they expect 
ELECTRIC HOISTS—A  3.col Kester ... the solder that has been recognized for 
——Z >-CO1Or : 
i 4 try. 
. 6-page folder introduces the 4 to 10. 50 years as standard for industry 
c m electric hoists, including such in- Kester maintains a Technical Engineering De- 
ormation as the 21 points of ae aol prosabeet=y elim (ole s(-)beMon'Z-) cole) eel-Mesehtar-io) (ol-sab elem o} colon 
rs I Pp Y oi 
ority, action photographs, illustrations 
d of each type of hoist, cross-sectional lems. Have your customers take advantage of 
7 this free service. 
1- 
>t 
§ 
| 
A Free —Technical Manual * 
AL. Send for Kester’s new 28-page 
f manual, “SOLDER and Solder- 
) ing Technique” . . . a complete 
5 analysis of the application and 
ta prapertioe of soft solder alloys + 
and soldering fluxes. rug 
. a % 19. 4 
yf 
d COMPANY S 
: 4201 Wrightwood Avenue, Chicago 39, Illinois OLDER 
isTS Factories Also At 
d ELEC TRIC HO Newark, New Jersey ° Brantford, Canada 
1 
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BALL 
BEARING 


fmm VALLEY citinoers 


ial C &, 7 Accuracy and Performance 


CLO ee | Records already established 


In the more than 30 years that Valley Grinders have been 























used by many of the country’s largest industrials, they 
WITH MANY | have established fine records where accuracy and per- 


formance count. These grinders are all powered by 
ADVANTAGES Valley Motors and every unit is built to a single high 
standard of quality. This means complete satisfaction in 
service which builds profitable demand for these efficient, 
low-cost tools. 





Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 


YR MME HEE 

















An excellent account opener that | 

builds volume —and profit. Many | jn your customers’ plants | 
industrial applications. For air, oil | 

and coolant lines on machines. on an everyday basis 


Many advantages. Exerts uniform | 
clamping presure..wil not SELLING THIS SHIM STOCK LINE 
cacextra long take up—reduces | _ HAS THREE EXTRA ADVANTAGES 


install — without removing hose... 





vibration proof — will not loosen... | MERCHANDISING— 
can be reused many times. This new, metal wall rack is imprinted with : 
Order FREE SAMPLE your firm name when ordered in quantities 3 


of 25 or more, 


a profitable item FLEXIBILITY— 


You fill the rack with four cartons of 6” x 


Send free sample 100” brass or steel shim stock in gauges of 























i “7 

| i] 

' 1 

t Name ' 2 " 

t 1 the customer's choice. 12 gauges, from .001 
: Company ; to .012”, are available. 

t | 

omer rene ' LARGER PROFITS— 

See ' Larger units of sale for you. You sell the rack 
i City. 1 df : : 

: x and four cartons of shim stock at one time. 
1 State. ' 

' i] 

‘ ‘ 


SELL PACKAGES INSTEAD OF INCHES! Laminated Shim Company's line 
of packaged shim stock eliminates waste in stocking and using. 
BREEZE CORPORATIONS, INC. & 
Aircraft Standard Parts Co. Div. 
33 South Sixth Street 
Nework 7 © New Jersey 


LAMINATED SHIM COMPANY 


INCORPORATED 
SHIM STOCK ° GLENBROQK, CONN ° AN-COR:-LOX*NUT 
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view of the hoist frame and complete 
specifications—American Chain @& 
Cable Co., York, Pa. 


OILERS—A profusely-illustrated 12- 
page book shows actual job installa- 
tions of visible, automatic oilers and 
provides many helpful tips on correct 
oiler application. Oiler types  illus- 
trated include constant level, wick, 
thermal and gravity feed. Installations 
cover wide range of commercial and 
industrial applications.—Trico Fuse 
Mfg. Co., Milwaukee, Wis. 


BELTING—A catalog-folder gives 
applications, price list, specification 
tables and other pertinent data, in- 
cluding photographs, of the manufac- 
turer’s line of balata belting. Every 
belt is pre-stretched to full limit and 
thoroughly impregnated with pure 
balata gum before leaving the factory. 
—Manheim Mfg. & Belting Co., 
Manheim, Pa. 


CARBOLO’ 
TOOL MANUAL 








CARBIDE TOOLS—A _10-section, 
190-page manual utilizes a modified 
“slide film technique,” printed text 
material and pictures. Over 700 photo- 
graphs are used and the printed text 
is separated so that material of primary 
interest appears in one column in bold- 
face type while material of secondary, 
background interest is printed in 
smaller type in another column. Illus- 
trations appear in the center between 
the two columns of text. The index is 
set up in question form. Also included 
are nomenclature diagrams; tables for 
determining speed, feed, depth of cut 
for ferrous and non-ferrous jobs; car- 
bide grade selection charts; mono- 
graphs for the proper determination of 
tip thickness, shank size and nose 
radius.—Carboloy Co., Detroit, Mich. 











This drop-forged ring is | 
permanently attached to| 
each ACCO Registered 
Sling Chain. All essential \' 
identifying information 
shown on both sides of 
Ring, as illustrated, pro- 
tected by outer flange. 


















‘Certified 


BY AMERICAN CHAIN 
"The Nation’s Chainmaker” 


We believe that the best way to build safety 
into Sling Chains is to make each one indi- 
vidually—to inspect it and test it as though 
it were made to special order. 

From that belief came the idea of ACCO 
Registered Sling Chains. Each sling chain 
made by AMERICAN CHAIN is Registered. 
Each one carries a Certificate of Test and 
Warranty. Every one is identified by a per- 
manent metal ring on which is stamped all 
, essential identifying information. 
















Seno for this catalog 
whichcontainsinformationon 
how to select, use and care for 
sling chains. It is DH-80. 


co 
= 


Los Angeles, New York, Philadelphia 
Bridgeport, Conn. 


York, Pa., Chicago, Denver, Detroit, 
Pittsburgh, Portland, San Francisco, 








AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 
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| MORE HAND 
} PUMPS, 


6 


° Bos 


- . « by mailing or showing 
this bulletin to every prospect 


IN YOUR TERRITORY! 


It tells why the exclusive features of Bowser rotary 
hand pumps ADD UP TO A BETTER DEAL for you 


and your customers. 


The discount favors selling effort and your cus- 
tomers get low cost, dependable units for their 
liquid transfer operations. 
Ideal for industrial stockrooms, contractors, garages, 
stores, farms and many others. Handle most liquids 
from naphtha to No. 50 oil. 


Write for complete details including bulletin 


No. 3002, pump price list and discounts. Meter with 
Barrel 8-gal. Dial 

BOWSER s IN cS e Pump with ; and 9,999-gal. 
1369 Creighton Ave., Fort Wayne 2, Ind. Drip Pan Totalizer 


LIQUID CONTROL SPECIALISTS SINCE 1885 ’ 












A GOOD PRODUCT 
.- GOOD SALES 
. - GOOD PROFITS 





Precision Built Bronze Bearing Pillow Blocks 
OILITE Bronze Bearing Pillow Blocks are 


A perfect combination low-cost bearing units sturdily built of 
virgin zinc alloy and precision machined. 

Each unit is fitted with two OILITE Anti- 

Friction Bronze Bearings with an oil re- 


for good business . . ay mete ym oa 
PILLOW BLOCKS 
and MANDRELS 


CENTRA 


The same rigid manufacturin 
standards distinguish these CEN- 
TRAL Products as has identified 
our well-known line of Standard 
Drives. We want Distributors who 
are ready for a good profit oppor- 
tunity ... ready to push a good 
product and make sales effort pay. 
Let us send all details now. 


CENTRA 








7 

Precision Built Bronze Bearing Mandrels 
OILITE Bronze Bearing Mandrels are 
ideal for all industrial and home work- 
shop applications. Shafts precision ma- 
chined cold-drawn steel, collars die cast 
of virgin zinc alloy. Delivered individu- 
ally boxed with two CENTRAL Pillow 
Blocks and spring-lid oiler. 


DIE CASTING & MFG. CO., INC. 
2935 W. 47th St., Chicago 32, Ill. 











246 INDUSTRIAL DISTRIBUTION © JUNE, 1949 








OBITUARIES 








Harry H. Smith 


Harry H. Smith, 
Sales Manager 


Harry H. Smith, for 52 years iden- 
tified with Strong, Carlisle & Ham- 
mond Co., Cleveland, died on April 
1] at the age of 72. 

As a youth of 20, Mr. Smith en- 
tered the employ of the company and 
steadily advanced over the years until 
he was made sales manager. He held 
that office until his retirement from 
active work last year. 

He is survived by his wife, a daugh- 
ter and a granddaughter. 


Frank H. Stohr 
Allis‘Chalmers Manager 


Frank H. Stohr, 47, general man- 
ager of the Allis-Chalmers Mfg. Co.’s 
Norwood, Ohio Works, died on 
March 29. 

Mr. Stohr previously was associated 
with the Westinghouse Elecetric 
Corp.; the Ellicott Co., of Jeanette, 
Pa., as assistant to the president, ex- 
ecutive vice-president and a director 
of the firm; and in 1949 he joined 
Allis-Chalmers as general manager at 
Norwood. 

He is survived by his wife and two 
daughters. 


Joe S. Ellenburg, 
Southern Firm Head 


Joe S. Ellenburg, 82, president of 
the Planters Hardware Co., Green- 
wood, N. C., died on April 13 follow- 
ing a short illness. 

Mr. Ellenburg had been with the 
company for the past 29 years. 




















l- 
l- 
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C. Neal Barney 


C. Neal Barney 
Worthington Executive 


C. Neal Barney, vice-president, sec- | 


retary and general counsel of Worth- 
ington Pump & Machinery Corp., 
New York, passed away on April 24 
at his home in Scarsdale, N. Y. at the 
age of 73 years. 











He was a native of Lynn, Mass. 


graduated from Tufts College in 1895; 
took his law degree at Boston Uni- 
versity and then returned to Tufts for 
further post-graduate work. He was a 
Republican Presidential elector in 
1908 and a former mayor of Lynn. 

He joined Worthington as chief 
counsel and secretary in 1918; was 
appointed secretary-treasurer in 1932; 
and was elected vice-president and 
secretary in 1942, 


Charles Leroy Darlington 
Hooven & Allison President 


Charles Leroy Darlington, president 
of the Hooven & Allison Co., Xenia 
cordage firm, died on April 15 in Cin 
cinnati at the age of 71. 

Mr. Darlington was born in Xenia, 
May 28, 1877, the son of Charles and 
Malissa Snively Darlington. He at- 
tended University School, Cleveland, 
and entered Yale College, graduating 
in 1899. 

Mr. Darlington became a director 
of the Hooven & Allison Co. in 1932 
and was elected president in 1936, suc- 
ceeding Charles C. Chase, now de- 
ceased. He has served as counsel for 
the company since he began practicing 
law in Xenia in 1908. 





“| don’t think much of a man who is 
not wiser today than he was yester- 
day” —A. Lincoln 


| 

















REG.U.S. PAT. OFF. 


when you stock 


PORTABLE POWER 
The minute you place Mall 


TOOLS 
Portable Power Tools in 


stock, you start to share in the continuous sales and advertising 
assistance that keeps demand steady and makes for faster turnover. 

You get the benefit of live leads from Mall National Magazine, 
Farm Paper and Trade Paper advertising. A demonstration truck 
that literally brings a Mall Tool shop to your store to increase floor 
traffic. Colored motion picture films that pack your store with in- 
terested prospects. High-powered direct-mail pieces to mail with 
statements, wrap with merchandise or hand to customers. Sales 
building road signs. Window and counter displays. Missionary 
work with your salesmen. With these and many other continuous 
helps, no live dealer can fail to make a substantial profit the year 
*round with Mall Portable Power Tools. 


Write at once for catalog, and details of our 
complete merchandising program. 







Mall Portable Electric Screwdriver. A fast, ac- 
curate lightweight assembly tool. Capacity: 1" 
Hex Bit; up to No. 10 flat or No. 12 round head 
screws. 













MODEL Electric MallSaws cut everything from wood to steel. 5 ca- 

60—2" pacities—2", 2144", 27%", 3%" and 41,4". All crosscut, rip and 
we angle cut; 4 largest models also bevel to 45°. 

CAPACITY 





Mall Flexible Shaft Grinders. Direct Drive, Countershaft, and 
Geared Head models available with attachments for Grinding, 
Disc Sanding, Wire Brushing, Polishing and 

Drilling. - 















MallDrills. Light- % 
weight, compact, elec- 
tric tool with power 
and stamina to spare. 
Available in a capacity, torque and 
speed for every need. 
3 H.P. 


GRINDER 






“2 INCH 


~ MALLDRILL 
Preterred by Master Craftsmen a 


MALL TOOL COMPANY 


7802 SOUTH CHICAGO AVENUE @ CHICAGO 19, ILLINOIS 
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Th rif ; ipa 
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ARC WELDING ELECTRODES 


Steel, cast iron, bronze. 
In sturdy 18” tubes. 


GAS WELDING RODS 
Steel, bronze. 
In sturdy 36” tubes. 


HERE’S HOW YOU MAKE MORE 
MONEY ON “THRIFTIPAKS” 


@ INCREASE YOUR MARGIN OF PROFIT 
@ ELIMINATE LOSS, DAMAGE, ERRORS 


You make a larger unit of sale and your cus- 
tomers prefer to have these nations adver- 
tised welding rods in handy, labeled, easily 
stored packages. 


The BURDETT Oxygen Co. 





ks E 
i | | 

















@ GET LARGER UNIT SALES 
@ REDUCE HANDLING COSTS 


Burdox 
welding rods and electrodes are also available in 
50 and 100 Ib. bundles for large users. 


Write for literature and prices today! 


3328 Lakeside Ave. 


Cleveland 14, Ohio 











"Trimo -AALLoy 


INDUSTRY‘’S BIG, TOUGH, 
ALL-ALLOY STEEL 


PIPE WRENCH 
DROP FORGED 


Whatever size Trimo-Alloy Pipe Wrench you need, buy and 
use, you get “oversize” power and durability—because it’s 
the only wrench on the market that is entirely made of drop 
forged alloy steel. The teeth are hardened by modern induc- 
tion heat-treatment—and the whole wrench is tough in the 
right places to stand tremendous stress. Trimos are the most 
powerful wrenches ever built for industry. Put them to work 
wherever other wrenches are found wanting. 


EVERY PART IS GUARANTEED 


Trimo Alloy Pipe Wrenches are 
made to exceed Government 
Specifications ....... Type Il Heavy 
Duty........... GGG-W-651a. 


Only Trimo Pipe Wrenches are 
manufactured throughout from 
alloy steels. 


Only Trimo Wrenches have teeth 
hardened by modern induction 
localized heat-treating process to 
close Rockwell specifications. 


Tests prove Trimo drop-forged 
steel handle capable of bearing 
strains up to 40,000 inch-pounds 
—more than double that of cast 
malleable handles in same size 
wrench. 


Trimo’s frame design is on the 
efficient “knee-action” principle— 
making possible one-hand use on 
otherwise two-hand jobs. 





TRIMONT MANUFACTURING CO. 
DIVISION OF AETNA INDUSTRIAL CORP. 
71 AMORY ovmaet, ROXBURY, BOSTON 19, MASS. 





{General Utility Wrenches © 
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Pipe Wrenches © chain Wrenches, * Monkey W 
Saunders, 


Se 
Wrenches ©. Stillson Tf Wrenches © Spud 
rr etn ond poe We" e Pipe Vises, 


Barnes 
Cee ee 
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THE CLARKS, Wendell and Sam 
Clark, stand with hosts Mr. and Mrs. 
Oliver Dickinson at the Samuel Harris 
& Co. open house. Seated are Mrs. 
Wendell Clark, Jr.; Mrs. Sam Clark, 
Jr.; and Mrs. E. W. Jastrom, daughter 
of C. J. Dickinson (right), branch man- 
ager. 


Sam Harris Co. 
Stages Open House 


More than 400 customers, manu- 
facturers and representatives and their 
guests recently attended one of the 
most successful distributor “Open 
House” gatherings to be held in the 
Waukegan area when Samuel Harris 
& Co. officially opened their new 
branch building ia that city. 

Known formerly as the Frank 
Burke Hardware Co., the new branch 
has an attractive showroom, ample 
warehouse space and a roomy parking 
lot for customers. The building has 
been designed specifically to permit 
easy movement of materials in and out 
of stock. 

The firm’s showroom is flanked on 
each side with illuminated displays of 
tool boards, portable electric tools, 
saws, etc. and heavier industrial equip- 
ment is displayed in island arrange- 
ment on the showroom floor. Dis- 
play windows are the large “look 
through” type which permits custom- 
ers to see the display on the entire 
showroom floor. 





MANUFACTURERS’ representatives 
in attendance at the open house in- 
cluded Heine Hock, The Henry G. 
Thompson Co., with Mrs. Sam Clark 
and Ann Harris; and Jim Good, The 
J. H. Williams Co., next to Sam Clark, 
treasurer, 
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Harold H. Layritz 


Layritz and Sardieck 
Advanced By Lunkenheimer 
Harold H. Layritz has been ap- 





pointed sales manager, and Roland J. | 
Sardieck assistant sales manager of | 


The Lunkenheimer Co., Cincinnati, 
Ohio. 


Mr. Layritz joined the company in | 


1920 and has a wide background of 
experience in the factories, general of- 
fices and sales division. His most recent 
capacity was that of assistant sales 
manager. 


Mr. Sardieck came with the firm in | 


1918, serving in various capacities in 
the factories, offices and sales, and 
then was transferred to the Philadel- 
phia branch office as assistant man- 
ager. In recent years he has been 
branch manager in that city. 


Roland J. Sardieck 


Correction 


Beg Pardon: In the May issue, it was 
announced that the W. S. Ehrenfeld 
Co., had opened for business in Balti- 
more. Actually, the company has lo- 
cated its building, store and warehouse 
at 531 West King Street, in York, Pa. 
Walter S. Ehrenfeld, for 17 years York 
representative of L. A. Benson Co., re- 
signed from that company to form the 
new concern. 











ALSO 


* NEVERSLIP = Competition is natural in good healthy 
eSLIP-PROOF business but it need give you no worry 
and when you have BADGER Car Movers 
* ADVANCE _ tto help you keep that sales level up. 
SAFETY CAR BADGER Car Movers are nationally- 
WRENCH __known—there are types and sizes for 
light, medium, and heavy jobs—they are 
sturdily built—easy and safe to handle, 
and a minimum of maintenance and re- 
pair keeps them in perfect condition 
all the time. Your customers who ship 
and receive freight need the proper 
BADGER Car Mover to keep produce 
moving—it’s up to you to get your sights 
ADVANCE Slip-Proot Safety spurs S€t for this profitable business. We can 
@ All makes to fit any BADGER 


Sar Moimakes to, ft any BADGER deliver immediately and we urge users 
ets of 2 to | dozen. SPURS ° . ° 

the vital bart of every car mover and to buy through their local distributor. 

is used in the manufacture of our 

Slip-Proof Spurs. 


ADVANCE CAR MOVER COMPANY 





APPLETON+ WISCONSIN 
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G@ TIMES MORE 


POTENTIAL PROFIT 


60% Savings in Space 





Cash In Now on the Sensational New 


“Gets You In” at a Profit 
and opens the way to bigger jobs 





For 
Factory floors 
Traffic aisles 
Ramps @ Stairs 
City sidewalks 
Parking courts 


Loading docks 


Just what you've been waiting for 
—an entering wedge into a lot of 
profitable business. Amazing 
Pack-Patch repairs cracks and 
holes in wood, concrete and 
masonry floors and sidewalks. 
Packed in air-tight containers, 
ready for use; weather-proof, 
freeze-proof; truck over the patch 
immediately; very low in cost. Ex- 
clusive protection—a_ high-profit 
deal for wholesalers only. Sells 
to industry, cities, shippers for 


For use 
indoors or out 
= 
Ready to use 
a 
Permanent 
é 
Inexpensive 
* 

No re-routing 
of traffic 


platforms and docks, everybody 
having a surface for foot or 
vehicular traffic. 





























Write for liberal discounts and cooperative literature 


EUCLID-URBANA COMPANY, INC. 


Euclid Ave. at Urbana Cleveland 12, Ohio 

















ALLIGATOR 


BELT LACING 
Every Tooth 


MANUFACTURING cor’ 
2909 S. Wabash Ave..Chicago 16, 4: 


6269 





For Transmission and Conveyor Belting 

of all kinds, Excellent for Package Con- 

veyors. 

Separable and smooth on both sides. 

12 Sizes: For belts from 1/16” to 5/8” 

thick—and any width, 

Made of Steel, “Monel”, ‘“Everdur”, 

0 Se Order From Your Supply House m Le) 


srt a ee , 
City>. + go srare *—_ 4 | FLEXIBLE STEEL LACING COMPANY JUST A HAMMER 
4633 Lexington Street, Chicago 44, Illinois TO APPLY IT 


5 Sua oF Peete ~ 7 
*  MAUREVEwanvracturine core. 
2909. S. Wabash Ave..Chicago 16, Ill. 
Please send .us «further -information 
regarding’ Maurey-Made : Interchange- 
able V Pulleys and= Bushings, ©” 
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Joseph A. Marland 


Jones Organization 


Makes Executive Promotions | 


Joseph A. Marland has been ap- 


pointed sales manager, and Thomas A. | 
Jones assistant sales manager, in the | 


Chicago territory for W. A. Jones 
Foundry & Machine Co. of Chicago. 
Joseph A. Guyer, who has been han- 
dling general work in the sales and 
advertising departments now is ad- 
vertising manager. 


Mr. Marland, the new sales man- | 


ager, has been with Jones since 1926. 
Mr. Jones entered the organization 
upon his graduation from Yale in 


1940 and has been secretary and per- | 
sonnel manager. He will continue his | 
duties as secretary in addition to tak- 


ing on the work of assistant sales man- 
ager. He is one of the grandsons of 
W. A. Jones, who started the business 
in 1890. 

Mr. Guyer entered the Jones com- 
pany in 1929. He has had estimating, 
engineering, sales and advertising ex- 
perience with the organization. 


E. C. Blackstone Co. 
Will Issue First Catalog 

E. C. Blackstone Co., Memphis, 
Tenn., will issue its first catalog in 


July, published by R. R. Donnelley & 
Sons Co. It will have 500 pages, with 


many inserts in color. The firm has | 


been in business since 1946 and now 
has nine salesmen traveling the mid- 
south. 

Marvin Sanford, formerly with the 


mill supply division, American Radi- | 


ator & Standard Sanitary Corp., Mem- 


phis, has joined Blackstone as sales- | 


man. 


Plomb Adopts Trade-Mark 
Plomb Tool Co., Los Angeles, has 


completed the design of its new trade- | 
mark, “PROTO”, its new brand name | 


adopted early last year as the result of 
litigation brought by Fayette R. 
Plumb, Inc. and later settled out of 
court. 





Recommend C LEVE LAN D 


High Carbon Hec 


CAEAU((U(((UU 104 diy 


a 


It’s good business to recommend these extra tough 
screws to all fastener customers—for fast handling in 
assembly and extra strength in repairs and manufactured 
products. It pays you to sell them the best that money 
can buy at only a slight increase over the cost of 1020 
bright screws. Cleveland High Carbon Heat Treated 
Cap Screws are made by the Kaufman Double Extrusion 
Process—a method that assures extra strong fasteners 
with extra close tolerance forming. It pays you to stock 
and sell Cleveland High Carbon Heat Treated Cap Screws. 


THE CLEVELAND CAP SCREW COMPANY 
2917 EAST 79TH STREET * CLEVELAND 4, OHIO 
Warehouses: Chicago and Philadelphia 





When you need these “BRUTE” size 


large diameter cap and set screws 
(1% to 1% inch diameters) 


Check with Cleveland 


Many Sizes carried in Stock 
1020 Bright and High Carbon Heat Treated 








) ORIGINATORS OF THE 
' LE ~ 
| KAUFMAN NOUS ON PROCESS 


( Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


| Ask your jobber for Cleveland Fosteners 


J. 
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Avatlalle aqam for- - 


IMMEDIATE DELIVERY 


Ltco KEYLESS 


SELF-TIGHTENING 


DRILL CHUCKS 


W E’RE happy to announce that we have 
caught up with the big demand for 
these chucks and can once more, make 
prompt shipments. This will be good news 
to the thousands of shopmen who know 
from experience the big time-and-energy- 
saving advantages of the “keyless” fea- 
ture. Drilling action does the tightening 
—the heavier the load, the tighter they 
hold. There’s no drill slipping, no dam- 
aged shanks, no retightening. Yet they 
are easily released by hand. Because no 
strength is needed Ettco chucks are par- 
ticularly suited for women operators. 






When it comes to holding drills tight, MADE IN 5 SIZES 
rigid and true, Ettco chucks are unsur- FOR N 

passed. When it comes to quality and OR No. 0 TO 
workmanship there are no better chucks 54" DRILLS 
made. 


ETTCO TOOL CO. 600 Johnson Ave., Brooklyn 6, N. Y. | 
VIKING PUMP 


PRODUCTION CAPACITY EXPANDED 











NOW! 
BETTER 
SERVICE 


to 
You 












Now you can have better and faster service, when 
you order Viking Pumps, because a large new 
addition to the plant is in full operation. Now 
production is stepped up so you can depend upon 
quick delivery whatever type of Viking Pump 
you want. 


To those who have waited for their Viking Pumps, 
we wish to express our thanks and appreciation. 
To those who couldn't wait, we want you to know 
AN HONORED NAME that there is no need now to accept substitutes of 
IN PUMPING any kind. For latest information on Vikings, ask 

ma aa FY for free bulletin 49SMM. 














Pump. Company 


Cedar Falls, lowa 
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! HanoKuP 
Cutters 
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WEL LEE 





Cutting Toate 


SEND A NOTE FOR MORE INFO 


H. K. PORTER, INC. 


SOMERVILLE 43. MASS. 

















Madsen & Howell 
Mark 40th Year of Service 


Madsen & Howell, Inc., distributors 
of Perth Amboy, N. J., currently are 
celebrating their fortieth year in busi- 
ness. 

The firm had its beginnings back in 
1909, when two enterprising young 
men, bearded South R. Farrington and 
bespectacled Ingfred Madsen, opened 
for their first day of business at their 
new enterprise, the Perth Amboy 
Hardware Co., located at 166 Smith. 
Today, as Madsen & Howell, Inc., at 
313 Madison Avenue, the firm reflects 
its rapid growth. It now employs 35 
persons and uses five trucks to serve 
New Jersey and portions of New York 
with its wares. 

Mr. Farrington and Ingfred Madsen 
are gone now, and the firm is in the 
hands of Jack Madsen, son of the 
founder, and Ray D. Howell, who was 
one of two clerks employed by the 
founders the day they started in busi- 
ness. Mr. Howell was elevated to sec- 
retary in 1918 and to secretary-treas- 
urer in 1932. In 1940 he became 
president and treasurer. 

Young Jack Madsen entered the 
firm as a salesman after graduation 
from New York University in 1937. 
He now is vice-president and secretary. 





Billings & Spencer Co. | 
Advances Whalen in Sales | 


John F. Whalen has been appointed | 
assistant sales manager of the mer- | 
chandise tools division of The Bill- | 
ings & Spencer Co. Mr. Whalen has | 
been with the company in excess of | 
25 years and has a thorough knowl- 
edge of Billings products and of the | 
Billings sales organization. | 

For the past several years he has | 
represented the company in upper | 
New York State and in Connecticut. 


John F. Whalen 








No Weak Link Here! 


There are no weak links in Campbell chain or in the 


Campbell sales set-up. Campbell makes chain that is 
superior for every industrial purpose—specifically de- 


signed for each particular job. 


Every piece of Campbell welded chain is thoroughly 
tested before leaving the factory—all chain is carefully 
inspected. 

Campbell offers you a complete line of chain and a 
reasonable profit. The Campbell line is outstandingly 
advertised, is backed by complete service and complete 


merchandising. The Campbell line is a good line to handle. 





INTERNATIONAL CHAIN & MFG. CO. 
YORK, PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION © JUNE, 1949 


253 





A SETTER DEAL 


BUMUT ANOTHER PLANT, 
FOR (NICHIGAN 
RED COAT 
ABRASIVES 


Why have we had such 
spectacular growth?—A 
growth so fast, so solid 
we had to get a second 
big modern plant—just 
for fabricating Michigan 
RED COAT Abrasives. 

A top product—yes! 
But backed up with a 
POLICY THAT GIVES 
EVERY DISTRIBUTOR 
MORE PROFIT AND 
MORE PROTECTION. 

What do we mean? 
Our selected dealers are 
our friends. We do not 
solicit direct business 
from their customers. 

AND THEY MAKE 
MORE PROFIT PER 
DOLLAR INVESTED ON 
ALL MICHIGAN ABRA- 
SIVES THEY SELL! 

No hocus-pocus! It’s 
all down in black and 
white. 

WRITE FOR THE 
MICHIGAN RED COAT 
ABRASIVE DEAL 
TODAY! 


MICHIGAN ABRASIVE CO. 
2360 W. Jefferson Ave., Detroit 16, Mich. 


Mccheigar 






RED COATED 
ABRASIVES 


‘The Humidity Controlled Abrasive’ 
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Alvin Smith 


Smith-Courtney Co. Boasts 
511 Years of Service 


Fourteen men of the organization 
of Smith-Courtney Co., distributors of 
Richmond, Va., share among them 
511 years of service with and for the 
company, which must be something of 
a record among mill supply men. 


The men, and their total years of | 


service with the company, include: 
Alvin Smith, with Smith-Courtney for 
55 years; I. A. Brooke Smith, 33 years 
with the firm; Benjamin H. Smith, 44 
years; S. K. Woodfin, 49 years; Fclix 
Martin, +3 years; George Goddin, 40 
years; George Motley, 39 ycars; 
P. Howell Brooke, 36 years M. F. 
Stith, E. L. Rogers and C. L. Miles, 30 
years; J. H. Whisnant and L. Bryan 
Martin, 29 years; and H. P. Berger, 24 
years. 

In addition, the company has two 
others who have been representing it 
for 20 years, two for 15 years, five who 
have been there for 10 years and 
fifteen for 5 years. It’s an enviable 
service record. 


Ohio Transmission Co. 
Opens Columbus Branch 


The Ohio Transmission Co. has 
opened a branch at 666 Parsons Ave- 
nue, Columbus, to provide central 
Ohio firms with a complete line of 
industrial transmission equipment. 

Among the industrial products to 
be handled by the company are 
chains, sprockets, pulleys, bushings, 
etc. and a line of casters, fork, hand, 
lift and platform trucks, barrel skids 
and cradles, and lever lifts. 


Buffalo Group Names Rogers 


J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Inc., Buf- 
falo, has been appointed chairman 
of the Spring Clothing Appeal for 
Goodwill Industries of Buffalo. 

















FLOATS 
AND OTHER PRODUCTS 


by HARRIS 


@ American Industry has been buying HAR- 
RIS Products for more than 65 years... 
that’s a long-time recommendation for satis- 
faction. We make floats in Stainless Steel, 
Steel, Copper, Aluminum, Monel, Nickel, and 
Everdur—for any service. We can also supply 
tanks, coolers, bends, kettles, heaters, dip- 
pers, chemical apparatus, expansion joints, 
and coils. Consultation—without charge, is 
available with our engi s. The d di 
constant and returns are good. Write for 
facts. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 
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B. D. BRENTON, President, Plumbing and 
Industrial Supply Company, Evansville, Indiana, 
has joined thousands of wholesalers throughout 
the nation who sell and stock Herman Nelson 
Unit Heaters. These aggressive wholesalers 
know of the superiority of Herman Nelson 
comfort and health products 
and their wide acceptance in 
the four billion dollar indus- 
trial, commercial and _insti- 
tutional markets. If you are 
interested in the profitable 
Herman Nelson Franchise, 
write now ! 





Herman Nelson * 
Unit Heaters 


THE HERMAN NELSON CORPORATION 
MOLINE, ILLINOIS 























One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your job. 


‘OME COMPANIES look upon ad- 
S vertising as an expense. When ex- 
penses have to be cut, the advertising 
budget looks like a good place to 
begin. 

The only trouble with that theory 
is — it won’t work. 


Advertising can become expensive 
when you don’t use enough of it. And 
“NO advertising” can cost far more 
than the “saving” it appears to 
create. 


It’s like failing to lubricate a piece 
of valuable machinery. You save the 


How much would 


NO advertising cost 


your company ? 


cost of the lubricant — but eventu- 
ally there’s a big repair bill to pay, 
not to mention your production 
losses while the machine is idle. 


Advertising works something like 
a machine. It is the application of 
assembly-line methods to the five 
basic steps in the manufacture of a 
sale — 

1. Seeking out prospects 

2. Arousing their interest 


3. Creating a preference for 
your product 


4. Making a specific proposal 
5. Closing the order 


INDUSTRIAL 


Can advertising perform all five 
of these steps? No, it usually takes a 
good salesman to handle the last two. 
But advertising can save much of 
his valuable time. 


By mechanizing the missionary job, 
advertising becomes the most efficient 
method of manufacturing sales at a 
profit. Especially when it appears in 
the business press, where it is concen- 
trated among your company’s best 
prospects — and no one else! 


DISTRIBUTION 


is a member of The Associated Business Papers, who have published 
an interesting folder entitled, “How much does NO advertising 
cost?” We'll be glad to send you a copy. Also, if you'd like reprints 
of this advertisement (or the entire series) to show to others in your 
organization, just say the word. 
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GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 


1. Improved open thrash type impeller. 


2. Rotary double shaft seals. 
3. Double jet method of priming. 


These improvements combined with ad- 
vanced centrifugal design guarantee fas- 
ter self-priming and greater capacities. 


The extra air handling ability of CMC 
DUAL PRIME Centrifugal Pumps permits 
constant and dependable performance 
when the ordinary centrifugal pump loses 
prime and becomes air bound. 


Available in 3 basic assemblies, .close 
coupled, flexible coupled and skid mounted 
pump only, CMC DUAL PRIME PUMPS 
range in sizes from 112” to 10”—up to 
240,000 G.P.H. 


ONSTRUCTION Munn 
WATERLOO, IOWA, U.S.A. 





Cs — 
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FOR 


vention... 


THANKS 


THE EAR 





Now that you have 


the up-to-the-minute Palmetto packing story we 
passed along at the Triple Mill Supply Con- 


Now that you know better than ever how the 
Palmetto line of asbestos packings can lend a de- 
pendable hand with the one right packing for 


any requirement... 


Let Palmetto go to work for you today with 


YY * readier-than-ever consumer acceptance! 


PLINGS 






fs ) 
Z y “TUSKO" 
MA 


A, 


GREENE, 
NORTH WALES, 






_ 


~ 





as 


WALRUS POLISHING /f |] 
LEATHER 


Greene, Tweed — better packings 
and special tools for all industry. 


TWEED & CO. 
PENNSYLVANIA 





You win when you stock | 
Greene, Tweed —all packings 
and special fools for all industry. 
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ATLAS 


Car Movers 


. . Sales opportunities 
are on the 
increase 


The box car shortage 
indicates a greater 
need for car movers. 
Help shippers and re- 
ceivers of freight to 
move their produce 
without delay ... 
sell them ATLAS 
Car Movers. 













The key to the 
power and speed of 
ATLAS CAR MOVERS 


“compound leverage” 
encircled 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 











| 
| 
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| @ Semi-Steel 












® Double 
Ball Race 


Wheel 


High pressure lubricating fittings in wheels 
as well as hangers. Grease retaining cham- 
bers prevent destruction of balls. Large balls 
in upper outer races take load as well as 
side thrust and both races are protected from 
dust and water by over-lapping lips on plates 
and hangers. Swivel nuts provided for adjust- 
ing bearings in case of wear. We serve resale 
dealers and original equipment manufacturers. 


SPECIFICATIONS 

Caster Wheel Bolt Hole 

No. Size Centers Height Capacity 
46E4 4x2 3x4 55% 650 Ibs 
46E4C 4x2 244x4% 6 650 
46E5 5x2 3x4 6% 700 
46F6 6x2% 4%x«5% 8 750 
44H6 =6x2% 4%x5% 8% 1000 
46E8 8x2 5x6% 10344 1000 
464H8 8x2% 5x6% 104% 1500 


Buffulc CASTER 


& WHEEL CORP. 


187 Breckenridge St., Buffolo, N.Y. 

















Aer And Aesson... | THIS FINE TEAM OF ENGLISH DRILLS 


We’vE just received a letter from one 


od faders tat cores some-goed/ Meets the greatest range of needs 
ing Wheels” in the April issue—and 
then makes another point, this one 


We have just received our copy of In the industrial field ! 


your April issue,” the correspondent ‘ sii ‘ 
wuites, Nand ain ne menaie cca Their ability is proved in 50 world markets and 


in the excellent grinding wheel cover | is now winning recognition in American Industry 
and the very interesting and complete 
article which you have on grinding 
wheels. 

“Unfortunately, however,” he adds, 
“we were somewhat shocked by a 
couple of illustrations used in the arti- 
cle, and particularly the lead illustra- 
tion on page 97. It shows an operator 
with a completely unguarded wheel 
only about six inches from his head. 
The grinding illustration on the top of 
Page 98 is in some ways worse, for it 
shows not only an unguarded wheel 
but an operator at a dry grinding opera- 
tion without goggles or glases. The il- 
lustration at the top of Page 99 also 
shows an operator without goggles or 
glasses, but this may be a wet grinding 
operation and if so they are not as nec- 
essary, although they are still advisable. 

“We of course know that wheels 
are being constantly operated in the 
unsafe manner shown in these illus- 
trations but nevertheless we do not feel 
that such poor practice should be 
shown in illustrations.” 

To all of which we must plead 
“guilty.” 

The moral, of course, is that there 
are these hundreds of grinding opera- 
tions going on every day in the plants 
served by distributor salesmen, plants 
where these safety rules are not ob- 
served. So that when salesmen sell 
the grinding wheels for a job, let them 
sell as well the safety equipment that 
should go along with the job, related 
items like goggles, wheel guards and 
lubricants or coolants. 





Available in N. Y. C. for immediate delivery. 


EG2C 






This %4" Lightweight All-Ball Bear- 
ing Production Drill ls Amazingly Ver- 
satile and Durable! 


This is a popular drill with aircraft manufac- 
turers, body workers, shop-fitters and main- 
tenance men. The low weight, short overall 
length and offset spindle makes this machine 
particularly suitable for drilling in confined 
spaces and prevents fatigue in the operator. 
The ratio of speed to power makes possible 
a wide variety of operations and uses. 











Mock And Groff Represent 
Pyrene Mfg. Co. In South 


James R. Mock, of Winston-Salem, 
N. C. has been appointed by the ‘3 
Pyrene Mfg. Co., Newark, N. J. as : : ? ; 
sales cue in North HR This General Duty yy" Ball Bearing Drill being light- 
and part of Virginia; and Edward Lane weight, is especially adaptable to many production jobs 
Groff, industrial engineer of Green- which require continuous operation in close quarters. 
ville, S. C. has been named sales repre- Spindle speed on full load 400 R.P.M. with 34” per minute 
sentative in South Carolina, eastern penetration performance in steel. 

Tennessee and parts of North Carolina 
and Georgia. 

Mr. Mock will make his headquar- 
ters for Pyrene in Winston-Salem. 
Mr. Groff will operate out of Green- | 
ville. 


wrt i ue OF wWt WwW 











Price and Distribution Particulars on request. Ware- 
house Stocks and Service Depot—New York City 
S. WOLF & Cco., LTD. Address inquiries to:—U. S$. Factory Representative 
LONDON Fred L. Stuart, Room 808—I1!0 East 42nd Street, New 
York 17, N. Y. LE 2-6176. 
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FAST SELLING 
SEALING COMPOUNDS 


Your Key to Added Profits 











KEY GRAPHITE  KEY-TITE 


PASTE ... for sealing pipe 
--.an excellent joints on lines car- 
sealer for all lines rying water, gas, 
carrying oil, gas- low-pressure steam, 
oline, kerosene compressed air. 
and high-pressure Does not affect 
steam. Lubricates taste or odor of 
as it seals. potable liquids. 





APHITE PAST! 


Pipe joints sealed with Key Pipe Joint Sealing Compounds 
positively will not leak, yet are easily opened, for Key will 
not freeze in the joints. A profitable repeat item. Nationally 
advertised. Attractively packaged. Immediate delivery. 





~ = a 


Inquire about available territories for distribu- 
tors...ask for free samples and full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, Ill. 











MATERIALS 
HANDLING 


EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 
field for a quarter of a century. Write 
for full information on this profitable line. 








f 


: 


1-Beam Trolley in four Spur Gear Hoist. High 
models, plain or geared speed, high quality, in 
types in capacities from paciti ging from 
Y% through 10 tons. Y% through 20 tons. 











Differential Hoist Capac- 
ities one-half, and one- 
ton. A fast-selling low- 
cost hoist, with a large 
market. 


CONCO Division of H. D. Conkey & Co., Division St.. Mendota, Ilinoi 
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Mac-it Hollow Pipe Plugs 
— for accuracy, safety 
uniformity and strength 


REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let i 
the complete Mac-it line i 
help you give better, faster 
service to all your custom- 

ers. Write today for com- 

plete information. 





Marketed Nationally Since 1913 by 


STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 


ftactured by MAC-IT PARTS COMPANY. loa 











































PROSPECTS were plentiful at the 
Western Metal Exposition, judging by 
the smiles on the faces of Ernest W. 


Smith, Jack L. Everett and W. S. Grau, 
all of Ducommon Metals & Supply 
Co. 


25,000 In Attendance 
At Western Metal Exposition 


Some 25,000 persons recently at- 
tended the Western. Metal Exposition 
and Congress held in Los Angeles’ 
Shrine Convention Hall. About 20 of 
the 200-odd booths at the show were 
manned by industrial distributors. 

At the conclusion of the Congress, 
the sixth to be held on the Pacific | 
Coast, plans were announced for pre- 
sentation of the Western show every | 
other year. The next is scheduled for 
the San Francisco Bay area in 1951, 





pee) VE ONG 


Salt Lake City Salesman 
Makes His Hunches Pay Off 


“Sometimes problems among the 
distributor’s customers that seem im- 
possible for him to solve—until he 
starts to put this and that together, 
and risks a guess on which way to 
jump.” So says Harry Todd, man- 
ager of the machinery department of 
the Mine & Smelter Supply Co., Salt 
Lake City. One case in particular 
illustrates Mr. Todd’s point very well. 
It had to do with a drilling company 
in Salt Lake City, diamond drilling 
contractors whose operations are car- 
ried on in many parts of the world. 

Their problem was in connection 
with the high-pressure water service 
for drills. While the volume is low 














Harry Todd 
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Picture a worker - 


Sometimes you give your prospect a 
better idea of what a ‘Load Lifter’ 
really is if you picture it as a man — 
a strong, faithful worker always on 
the job. A worker who never kicks 
if the load is within capacity. A 
worker who never loafs on the job 
nor takes time off for breakdowns 
due to structural weakness. 


Picture the ‘Load Lifter’ as a valu- 
able worker on the job three shifts 
a day, day after day, lifting capacity 
loads many times each hour with ease 
end speed while demanding the mini- 
mum amount of attention. Tell how 
the ‘Load Lifter’ is able to work like 
this — about the mechanical superi- 
orities and special features which 
make it a strong, dependable, effi- 
cient performer at all times under al] 


conditions. 


You'll also want to tell him how 
the ‘Load Lifter’ handles the toughest 
lifting jobs at a low yearly cost for 
current, minimum maintenance cost, 
absolute safety for his workers — all 
of which add up to bigger profit for 
him. Be sure to tell him that he’ll 
find a ‘Load Lifter’ to meet his every 
industrial need. 


Keep yourself well supplied with 
Catalog No. 215. If you need 
more copies, write us, 


MAXWELL 


| LOAD LIFTER’ 
IM : Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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There is ever-present danger when things are sus- 
pended. That is why rope plays such an important 
role in safeguarding life. Realization of this fact places 
grave responsibilities on the purchasing agent who 
cannot afford to gamble. He must buy quality—not 
price. Be sure your orders specify “Fitler”; producers 
of the world’s finest rope at a reasonable price since 
1804. 


Look for the Registered (No. 245091) Blue & Yel- 
low Colored Yarn Trade Mark in all Fitler Brand 
Pure Manila Rope. 


<Any x 
(ARS Annies KAS 
: Ree 


THE EDWIN H. FITLER CO. 


Philadelphia 24, Pa. 
Manufacturers of Quality Rope Since 1804 
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ON EVERY COUNT—A SALES-MAKING 
LINE FOR PROFIT-MINDED DISTRIBUTORS 








VJ NATIONALLY-USED 
J INDUSTRY-PROVED 
V A COMPLETE LINE 







Gasweld Equipment conforms fully with 
standards of Underwriters’ Labratories. 


GAS CUTTING AND WELDING a 


Capitalize on the increasing use of gas welding and 
cutting tools. Open new markets. Build profitable 
sales volume with Gasweld equipment. It’s a fast-sell- 
ing, good-profit line! 







Gasweld’s exclusive FREE-FLOW jet mixer assures 
superior performance. Forged heads of torches and 
extra rugged construction of all units withstands hard 
use and abuse — /onger. Maintenance costs less. 





Write for Catalog 
Ask for this new 
Gasweld Catalog 
with prices and 
discounts. Choice 
territories still open. 


Liquid’s tested plan of sales co-operation assures 
maximum profits for distributors. Your men can sell 
this nationally-known line. 


Wall Chemicals Division 


THE LIQUID CARBONIC CORPORATION 
3110 South Kedzie Avenue, Chicago 23, Illinois 
in Canada+WALL CHEMICALS CANADIAN CORPORATION « Montreal » Toronto «Windsor 
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—between 10 io 20 g.p.m.—the 
pressure must be very hi - to 
1,000 psi. ~ 

“We had handled pumps for years, 
“Mr. Todd reports, “but neither we 
nor they had ever been able to find 
a pump that would be satisfactory 
all-around. The pressure and volume 
might be okay, but from the main- 
tenance standpoint, or for reliability 
on the job, they were far from satis- 
factory. When a pump won't work, 
a drilling crew of four to eight men 
is idle for hours, perhaps for days, 
often in some remote place, and that’s 
an expensive vacation. 

“Well, one day I bethought my- 
self of a pump I had sold back in 
1942 to a plant that manufactured 
magnesium at Las Vegas, Nev. The 
conditions under which that pump 
operated, I recalled, had a remarkable 
similarity to those encountered in 
diamond drilling work. The pump 
specified, however, was not generally 
known in the industrial field. It 
was constructed especially for heavy 
duty, high-pressure service. It had 
unusual wear qualities, and even ce- 
ment grout could be pumped through 
it successfully. It was a triplex pump, 
with totally enclosed gear box and 
had porcelain lined cylinders. The 
volume also was right, and the pres- 
sure ran up to 1,000 psi 

“That was the pump I suggested 
to the drilling company. It was some- 
what more expensive than the type 
they’d use previously, but it was 
lower in cost of maintenance, so initial 
cost was just about balanced off. The 
company agreed to give the pump 
a trial. It proved itself out so satis- 
factorily, the firm has standardized on 
it ever since. 

“The result was that we have sold, 
and continue to sell a great many 
pumps to that one contractor, and 
the type now is one of our regular 
lines. What I’m driving at, of course, 
is that you never really forget some- 
thing that has some use or value to 
you. You only need to find yourself 
in the proper combination of circum- 
stances and it comes back to you in 
a flood.” 








Heres ptuother. 


ole JOBBERS 


PROFIT 


BOOSTER /oz 


PEDESTAL DISPLAYS 


They pack a powerful selling 
wallop! They attract attention 
and actually make many sales 
“on their own and unassisted.” 


They display a great variety 
of OTC Tools in a very small 
floor space. 


3 -WAY PEDESTAL 


carries 12 standard 16” panels 


2-WAY PEDESTAL 


carries 8 standard 16” panels 


24 PANELS AVAILABLE 


each a carefully selected and 
neatly arranged assortment 
of related tools, making it 
easy to pick YOUR best-selling 
lines. 





“Most Profitable Floor Space We've Got.” 
says Bill Kelly, Nichols, Dean & Gregg, St. 
Paul, Minn. 
ee ie Ask your OTC Factory 


m2 -“ Representative or Write Us. 
ytHo . 
st RIBUTOR DD ve 


= ° ] OTC ADVERTISING DIRECTS PROSPECTS TO 
Cc Es OTC DISTRIBUTORS 
N ; N NA TOOL. COMPANY ’ 
< ore Minn. 4 








FINANCE is talked over by E. C. 
Glover, treasurer, and J. H. Bobbitt, 
president, at Textile Mill Supply Co., 
Charlotte, N. C. 
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Victor Ladetto 


Ladetto and Sleeper 
Named by Continental Screw 


Victor Ladetto has been appointed 
sales manager and Donald H. Sleeper 
assistant sales manager of the Conti- 
nental Screw Co., New Bedford, Mass. 

Mr. Ladetto has been with the com- 

pany for approximately 25 years and 
oy, for the past 10 years has been assistant 
EADABLE to David D. Davis, vice-president. 
ELIABLE Mr. Sleeper has been with the com- 
| pany for approximately 14 years. 
UGGED . Mr. Davis remains as director of all 


sales. 








THE MOST COMPLETE SOURCE 


All-Metal Thermometers 





Rugged, all-metal construction . . . stainless steel 
stems... bold, readable dials ... accuracy within 1% 
over the entire scale—all add up to the answer to in- 
dustry’s toughest temperature measurement require- 
ments. Choose a dependable WESTON thermometer 
from a variety of types, stem lengths and scale ranges. 
Call your jobber, your WESTON representative, or 
write for Thermometer Bulletin ... WESTON Elec- 


trical Instrument Corporation, 617 Frelinghuysen * G S C K FE WS a : 
Avenue, Newark 5, New Jersey. ‘© y “ 
CONTACT MAKING models for alarm or control purposes. i 4 
MAX-MIN models to indicate highest or lowest temperature reached. > 
Op 





- STAINLESS STEEL 
o] NAVAL BRONZE STEEL BRASS ~~ 
ALUMINUM wien ise EVERDUR 





NICKEL ALLOY STEEL 


} KEYSTONE ~/ andy aie 


127 CHURCH ST NEW YORK 7. N.Y 
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Richard J. Conroy 


Conroy Named District Head 
By Whitman & Barnes 


Richard J. Conroy has been ap- 
pointed new district manager of the 
Los Angeles, Calif. branch office and 
warehouse maintained by Whitman 
& Barnes, fine tools manufacturers of 
Detroit, Mich. He succeeds E. L. 
Foreman, who died last February. 

Mr. Conroy has been with the com- 
pany since 1944 as sales and service 
engineer in the Chicago district. Pre- 
viously he was employed by Independ- 
ent Pneumatic Tool Co. in a similar 
capacity. 


Black & Decker Station 
Moves in Indianapolis 


The Indianapolis Service Station of 
The Black & Decker Mfg. Co. of Tow- 
son, Md. has moved to a new build- 
ing located at 1125 West 16th Street. 
The branch will be in charge of J. ‘T. 
Redmen, service engineer, and M. D. 
Mooers, sales engineer. 

The brand new building in Indian- 
apolis was built to the specifications of 
the manufacturer of portable electric 
tools and offers greatly increased facili- 
ties for prompt, efficient service. It 
will be manned by factory-trained per- 
sonnel to repair and service the more 
than 100 products of the company. 
The service station has a concrete park- 
ing area the whole length of the build- 
ing on the west side for the conveni- 
ence of customers. 


Carborundum Names Denton 
To Sales Administration 


J. H. Denton has been assigned the 
position of manager, sales administra- 
tion in the home office of The Car- 
borundum Co. He succeeds D. S. 
Masson. 

As previously announced, Mr. Mas- 
son takes over the responsibilities of 
assistant to the district sales manager 
at Detroit. 








SHELDON 


TS56B PRECISION LATHE 





PRREREREEEL 





It pays to sell... 
what they want! 


Today’s machine tool buyers are looking for, (1st) 
production capacity per dollar, (2nd) greater precision— 
tolerances are closer, (3rd) more convenience. 


Sheldon T-S56B Precision Lathes exactly meet these 
demands. (1st) They have sufficient capacity to handle the 
great bulk of lathe work—1114” swing, 134” hole through 
spindle, 1” collet capacity, 35” between centers. (2nd) Spin- 
dle bearings are “Zero Precision” Taper Roller Bearings— 
can work to the very closest tolerance, will hold its extreme 
accuracy. (3rd) Comes with 4-speed V-belt underneath drive 
—has quick change gears, power cross feed and all standard 
quality features ... is of the new lighter, faster, handier 
and less expensive type precision machine tools, in such 
great demand today, for tool rooms, small part and second- 
operation production and general maintenance work. 


Write for catalog showing Sheldon 
Precision Lathes, and Sheldon Milling 
Machines and Shapers. 


Gas 


SHELDON MACHINE CO. Inc. 


anufacturers of Sheldon Precision Lathes @ Milling Machines @ Shapers 
4232 N. KnOX AVENUE ® CHICAGO 41, ILLINOIS, U.S. A. 
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pene PACKED WITH B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


@ Right down to the last detail B-Right-On Socket 
Screw Products are designed for profitable SALES. 
Premium fasteners, B-Right-On Socket Screws come 
to you in a premium package . . . metal-edged to 
take rough handling . . . attractively designed to 
catch the eye . . . clinch the sales. 

For fastener sales, stock B-Right-On Socket Screw 
Products! 100% dealer cooperation policy... 
plenty of hard-hitting selling aids. 

An authorized distributorship may be open in 
your locality. Check this opportunity today. 


THE BRIGHTON SCREW & MFG. CO. 
1827 Reading Road 
Cincinnati 2, Ohio 









NOTCHERS 





er 


di-acro 


MACHINES 


Eliminate dies . . . speed production . . . in both your experimental 
and quantity run duplicating operations. An unusually wide variety 
of both simple and intricate parts can be precision made by “DIE- 
Less DUPLICATING” with the individual or co-operative application 
of D1-Acro Precision Machines (see examples at right). D1-Acro 
Machines are now offered in a total of six types and 21 different 
sizes, including two new units—a power driven Shear and a hydrau- 
lic Bender. 


SEND FOR 40 PAGE CATALOG 


ENGINEERS—DESIGNERS—PRODUCTION MEN are all DI-ACRO pros- 
pects. This informative catalog contains technical data covering DI-ACRO 
Machines and our offer of “‘Die-Less Duplicating’’ Engineering Service to 
aid in solving design and production problems. WRITE FOR YOUR COPY 
TODAY—also complete dealer information. 


€ Pronounced “DIE-ACK-RO” 


MM WTA a 


%G 
ss 312 8th Avenue « LAKE CITY, MINNESOTA 





ROD PARTERS 


‘n 
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56-16 Arnold Ave., Maspeth, N. Y. 






































SALES STRATEGY is discussed by 
Karl Fisher, sales manager; W. T. Mc- 
Leod, president, and Charles G. Price, 
sales engineer, at Odell Mill Supply 
Co., Greensboro, N. C. 


Sales Effort Needed 
On Slow-Moving Items 


Continued, careful scrutiny of in- 
ventories to select overstocks of slow- 
moving items for sales effort is a posi- 
tive approach to balancing stocks, ac- 
cording to Karl Fisher, sales manager 
of the Odell Mill Supply Co., Greens- 
boro, N. C. 

Unbalanced stocks are the concern 
of many distributors today, Mr. Fisher 
said, and the condition cannot be 
cured in a hurry. At Odell Mill Sup- 
ply, close cooperation between sales 
and purchasing is producing good tre- 
sults. Cooperation is assured by hav- 
ing the purchasing department work 
under the direction of the sales man- 
ager. 

Inventory control through a perpet- 
ual inventory system is handled by the 
purchasing agent. Requisitions are 
submitted for approval to Mr. Fisher. 
In addition, purchasing submits regu- 
lar reports on overstocks and their 
history. Mr. Fisher probes causes for 
slow sales of these items and arranges 
for their disposal through special sales 
campaigns. 


Findlay Supply 
Opens Toledo Branch 


A Bearing & Transmission Co. store 
has been opened in Toledo at Ashland 
Avenue and Prescott Street, with Jack 
W. Volker, head of the Findlay In- 
dustrial Supply Co.’s Toledo district 
office as manager. He will be assisted 
by Harold Krieg and Mary Jane 
Fought. 

The store will make available com- 
plete stocks of power transmission and 
materials equipment made by Ohio 
Conveyor Co., Bearing & Transmis- 
sion’s manufacturing division, as well 
as mechanical and electrical supplies 
of nationally known manufacturers. 

Mr. Lashells, formerly of Toledo 
and now of Findlay, reports establish- 
ment of the local store was the result 
of the desire of many industrial firms 
in the area for immediate stock service 
and for the services of the company’s 
30 trained personnel. 








ZEPHYR 1950 SERIES 
Y4-INCH ELECTRIC DRILLS 









ZEPHYR 500 SERIES 












| rE $19.95 
Yau 
Va-INCH ELECTRIC DRILLS (With Jacobs Geared Chuck) 
ie MI eck hactovettidescans $29.65 
Ne, I9S00.............:....... $17.95 
(With Jacobs Hex Chuck) (With Jacobs Hand-Tite Chuck) 
Os BD iraicikcccsscincscceasiecss $34.65 


(With Jacobs Geared Chuck) 


YOUR BEST BET...EITHER ONE OR BOTH 


These drills are the latest in proved, streamline design. In its capacity range, 
each represents a big advancement in the combination of high power, quality 
and refinement in construction, and long-life performance. Due to the shape, 
size, and light weight, each offers a new handling ease and convenience that 
readily appeal to the user. They are your best bet for maintenance, production, 


and utility drilling operations. 








Backed by a consistent advertising program in 
leading industrial and consumer publications. 


Write for new Booklet on Portable Power Tools and 
ask for Portable's Complete Sales Plan and Discounts 


ELECTRIC ifele] Bsa |) [on 


tors « Electric Drills « Polishers « Saws « Sanders « Spin-A-Brush « Spraymaster 


267 WEST 79TH STREET, CHICAGO 20, ILLINOIS 
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DE-STA-CO 
"Vege 
Shim 


For years, machinists and mechanics 
have specified De-Sta~-Co Shim Stock, 
by name. You can profit from this 
ready acceptance of a fine product 
by carrying a good stock of these 
convenient packages. Twelve sheets, 
assorted thicknesses from .001 to .015, 
each identified, or the handy 10 foot 
roll with thickness indicated every 
6”. Rolled to precision limits in steel 
or brass. Write for price sheet and 
stocking distributor's discount plan. 


Sturdy packages are popular in shop and 
supply house. Prevent waste and damage 
to stock, easily mailed. 


DETROIT STAMPING COMPANY 


332 Midland Avenue 






Detroit 3, Mich. 














VALVES 


Can be placed in any position. 
Flexible Monel Metal Poppet cannot 
leak. For cold or hot water or steam. 
150 Ibs. pressure. Noiseless. Ask 
for bulletin 402. 


Onder from your Jobber 
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BOLTS 
“HUTS 
RIVETS AND 
SCREWS 


Cianx Paosfiaut @ 


MILLDALE CONN. 
t Que ity Product 





The spring in the handle 
puts an extra push into 
the sale of this “Yankee” 
Driver. The“quick-return” 
feature keeps the bit in 
the screw slot, helps one 
hand do the work of two, 
easier and faster. Gives 
you an “extra” to talk 
about that’s a real talking 
point any place where the 
assembly line needs an 
extra push. Ask your men 
to show a “Yankee” 
Spiral Screw Driver... 
and let it earn its weight 
in orders. 


Quick-Return Style 
Nos. 130A, 131A, 135. 


Standard Style (without 
Quick-Return Spring) 
Nos. 30A, 31A, 35. 


Accessories available: 
Extra Bits, Drills, 
Sockets, Countersinks. 


Write today for a copy of the 
“Yankee” Tool Book 


YANKEE TOOLS NOW A PART OF 


THE TOOL BOX OF THE WORLD 
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Philadelphia 33, Pa. 





NORTH BROS. MFG. CO. 
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Jack W. Crawford 


Firth Sterling Advances 
Jack W. Crawford 


Jack W. Crawford has been ap- 
pointed manager of the newly created 
Distributor Sales Division of Firth | 
Sterling Steel & Carbide Corp., Mc- 
Keesport, Pa. 

Prior to joining Firth Sterling, Mr. | 
Crawford was with Firestone Tire & 
Rubber Co. He started with the com- | 
pany as a general line salesman and 
rose through the ranks to the position 
of a factory sales manager at Akron. 

Later he organized new sales de- 
partments for Adel Precision Products . 
Corp. and Menasco Mfg. Co., holding TI I] bl h 
the sodtien of sales manager at both a $1Zes ma €a e C ain 
companies. In 1946, Mr. Crawford 
formed his own company, the Craw- 
} ford-Wanka Sales Co., in Los Angeles. 




















Peoria Malleable offers a complete range of 


— sizes and styles — detachable, H class, 400 and 


Leased By Jenkins Co. 700 class and attachments. Most sizes are now 


Jenkins Brothers, valve manufac- | 
turers, have leased the entire 30th 
floor in the tower of the 36-story office | 
building being erected at 100 Park 
Avenue, the site of the old Murray 
Hill Hotel. | , 

The 85-year-old valve manufacturing | the factory to assure finer performance. Also 
concern has occupied its present | 
quarters at 80 White Street for more | 
than 30 years. Alfred J. Yardley, presi- 
dent of the company, is a great-grand- | u on 
son of Nathaniel Jenkins, ene of look for the ‘Peoria’ trademark. 
the company. Its manufacturing facili- 
ties and plant are in Bridgeport, Conn. 


available for prompt delivery. All Peoria Mal- 


leable chain is precision-built, strength-tested at 


complete line of Elevator Buckets. Wise buyers 


Reynolds Moves In Maryland 


The W. L. Reynolds Co., distribu- 
tors of industrial supplies, tools and 





equipment, has moved to a new loca- stRiIBUTOR s 
tion in Baltimore, Md. The firm’s new o Send for complete 
quarters are at 502-504 W. Franklin facts and catalog. 


Street, Baltimore. The telephone is 
Mulberry 5465. 
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FROM STOCK 











DEALERS 
Write regarding 
protected territory 


WILLEY’S CARBIDE TOOL GRINDER 


It will handle rough, semi-finish and finish grinding. It is sturdy in construction 
and will turn out a large volume of accurate work on an economical production 
basis. This grinder is designed to use an eight inch vitrified wheel for rough 
and semi-finish, and a six inch diamond or vitrified wheel for finishing. The 
cool cutting action of the wheels is insured by a steady flow of coolant, force 
fed by an electrically driven pump mounted inside of pedestal. 


MODEL 60 


Equipped For Wet 
and Dry Grinding 


WILLEY’S MODEL 60 
Carbide Tool Grinder has 
been properly designed 
for the free hand grind- 
ing of tungsten carbide 
tipped tools as well as 
other hard metal tools re- 
quiring the keenest cut- 
ting edges and extreme 
js aecuracy. 


WRITE for NEW CATALOG 449 
Full specifications of Model 60 Grinder 
and hundreds of other tools for production. 

Please use your business letterhead. 


WHEN YOU WANT THEM 


springs and spring washers in 
soars or finish you need 
Diamond G facilities can produce 
them... and at prices usually for 
below your own production costs. 
That's why mony manufacturers 
“Go To Garrett's” for all small 
parts. Our experience has been so 
voluminous in producing small ov 
and our variety of dies and tools 
so extensive that most springs can 
be produced to fit your pence” 
ments without extra expense © 
special equipment. 
If it's small parts you need... ! 
Garrett's make them for you.--+ 
better, quicker and at lower —_ 
You'll also find it worthwhile = - 
ing our new engineering cata e 
which shows hundreds of standar 
spring washer items now in —s 
manufactured os standard pr 
ucts. Write for your free — 
| today .-- Catalog No. SS 5!- 


| DIAMOND G PRODUCTS 
Manufactured by 

GEORGE K. GARRETT CO., INC. 

1421 Chestnut St., Phila., Pa. 


et 










GARRETT 


OF SMALL PARTS 





ae 
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1342 W. Vernor Highway 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF WILLEY’S METAL 





Detroit 1, Michigan 














W. A. WHITNEY HAMMERS 








Riveting Hammer 12 oz. 





Setting Hammer 18 oz. 


Made in Black or Polished 
YOUR JOBBER HAS THEM 


One piece head and handle pre- 
vents breakage and splintering. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 











ARMSTRONG-BRAY 
_ GEAR and WHEEL 
| PULLERS 




























© — Quickly and easily pull gears, 
wheels, pulleys and bearings. 
4 off of shafts without damage 

_ or breakage. J \ 


Improved designs make them 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 


12 types, 40 sizes—2-arm, 
3-arm, standard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 





Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 

5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 
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FIVE HUNDRED THOUSAND sq. ft. of floor space is under the roof of the Los 


Angeles headquarters of Ducommun Metals & Supply Co., Los Angeles. 


100 Years of Service Celebrated By Ducommun 


How would you like to operate your 
business in a town where there were 
very few customers, where you had no 
phone or trucking service, where mails 
were few and slow, and where railroads 
were a word “back East?” 

One firm started under such condi- 
tions and rose to major success and 
some importance; the Ducommun 
Metals & Supply Co., Los Angeles, 
Calif. Founded in 1849 under almost 
primitive conditions, today the distrib- 
utor firm ranks as an industrial supply 
leader of the west. 

This year, on May 7th, Ducommun 
celebrated its hundredth anniversary. 
But in 1948, the modern city of Los 
Angeles was only a sleepy cluster of 
adobe huts: total population, 1600. All 
of the excitement in California was to 
the north, where the rush for gold was 
on in dead earnest. Into uninviting 
Los Angeles treked Charles Louis Duo- 
commun, Swiss watchmaker by trade, 
and resident in the country only eight 
years. On Commercial Street, between 
Los Angeles and Main Streets, he op- 
ened a small*store. A sign overhead 
tread simply: “C. Ducommun”. His 
stock in trade, his watchmaker’s tools 
and supplies—stock brought in over- 
land by wagon. 

Soon he added jewelry, stationery, 
toys, perfumes, soaps, art objects, 
porcelain ware: a far piece from indus- 
trial supplies, but then, the town’s 
only industry was a bakery. 

But industry wasn’t long on the way. 
First it was agriculture, then building 
construction, expanding through black- 
smithing, early mining and similar en- 
terprises. The “fancy goods” gave 





place to paints, oils, varnishes, window 
glass, hardware, cutlery, and imported 
merchandise. Because “C. Ducom- 
mun” didn’t live off the village, but 
with it, he adopted his services to the 
town’s changing needs, participating in 
its commercial and cultural growth. 
So he stocked schoolbooks and school 
supplies in the firm’s early days; later 
he established the first circulating li- 
brary. 

As industries began and developed, 
Ducommun’s stock and services were 
abridged to meet the new demands. 
When gold was found in nearby 
mountains, much of the yellow metal 
produced in Southern California 
passed through “C. Ducommun’s” 
hands, as assayist weigher and buyer. 
When the railroads came in 1873, 
along with new industry, “C. Ducom- 
mun” increased his stock of iron, 
brass, machine products and related 
items. ‘The oil booms of 1881 and 
1923 found him playing an important 
role as supplier. 

As Los Angeles’ population ex- 
panded, so did the firm’s facilities. In 
1873, the original store was replaced 
by a new one on the same block. In 
1910, the firm moved into a much 
larger building at 219 South Central, 
expecting this new location to be 
ample for many years. But by 1932 
it was found necessary to build a large 
warehouse farther out from the center 
of the now-crowded town. In 1941 
the firm moved again to its present 
large and efficient plant at 49th and 
Alameda Streets. 

Today, the Ducommun organization 
does more business in a single hour 
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New... 
quick 
seller! 





‘Tugit’ is i 
pulls, and 


ad brake instead of 






iwl and ratchet ar- 











The sm est one-ton size weighs 
only 141, s.\yand sells for $42.50. 
The two-talt ‘Tagit’ weighs 183/, Ibs. 






What dye and varied market 
you have for ‘fugit’. It should be in 
T Bccynec who has 

lifting 


d bulling to do — especially 
in close \gu ters. 
X 
me wih in many manufac- 












Vy 
turing s/where ‘Tugit’ is invalu- 


able. C road and 


telephone crews, men in service and 


truction gangs, 





repair shops, farmers, fence erectors, 
scrap-yard foremen—dall are pros- 


pects for this radically different tool. 


In addition to its mechanical and 
functional excellence, ‘Tugit’ is small 
enough to fit in any worker's toolbox. 

You should sell many ‘Tugits’. 


Have you sufficient copies of Bulletin 
No. 388? If not, send for a supply. 


‘TuGIT’ 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box' Cranes, ‘'Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


2 
z 
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MAKES QUALITY 
R ours SCREW MACHINE PRODUCTS 


VU It’s no question...it’s a fact! 


When your customers need cap screws, set screws, 
milled studs or coupling bolts of any machineable 
material and with any thread, they know . . .WHO 





makes them better. 


WHO is . . Wy. H. Ottomllor vorx. PA. 


Ottemiller products are sold through Mill Supply Houses. Write 
for free folder which illustrates and describes. the complete line. 
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Night or Day... 


RED MEANS DANGER! 
LLL 


They Guard 
and Guide 
Where 


Dangers Hide 


* 


Order through distributors 
EMBURY MFG. CO., WARSAW, N. Y. 











COLLIS 




















Standard Type 
Drill Sleeve 


COLLET EQUIPMENT 


@ COLLIS Taper Products are made by men 
skilled in this particular type of manufacture. 
Our more than 40 years of experience in the 
manufacture of small tools is at your service 
to help solve your customers’ reaming, drilling, 
or tapping problems. We can give immediate 
delivery. 


GS ee 





Drill Drift 





Morse Taper Shank 
Tap Socket 


THE COLLIS CO.** ows 














STRIP STEEL AND BARS are ready for immediate delivery from Ducommun 
stocks, served by overhead traveling crane and readily movable for shipment. 


than “C. Ducommun’” did in an entire 
vear in his early shop. The variety 
of the stock carried on the shelves has 
multiplied ten thousandfold. 

Crates and carloads on the Ducom- 
mun siding bear labels from more than 
600 different major suppliers. ‘The pres- 
ent plant covers approximately 15 
acres. 


Charles Louis Ducommun, the ‘“‘C. 
Ducommun” who founded the firm, 
died in 1896. His four sons, Charles, 
Alfred, Emil and Edmond had gone 
into the business and they carried it 
on. Today, Edmond F. and Charles, 
son of Emil, and Alan and Edmond G., 
sons of Edmond, are active in the busi- 
ness. 


THE WAREHOUSE for industrial supplies at Ducommun features palletized loads 
and orderly tiering of unit load products to ease the handling of materials. 
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AND YOU 
| SELL MORE 


Sales come quicker when you 
stock the complete line of Star 
hand and power hack saw 
blades and metal cutting band 
saw blades. More people ask for 
Star than any other blade. That’s 
because Star blades cut faster 
and’cleaner and last longer. 
Besides, Star tells customers how 
to buy, use and care for metal 
cutting blades for best results. 
The handy booklet “Metal Cut- 
ting” for pocket or tool kit, and 
the Star Wall Chart for the shop, 
both chock full of helpful hints 
on metal cutting, are free for the 
asking. Order a supply now... 
be sure you have a good stock of 
Star blades on hand always. 


Ad Wx 


V9 


BROS., INC 
Middletown, N. Y. 


CLEMSO 


Makers of hand-and power hack 
saw blades, band saw blades 
and the Clemson Lawn Machine 
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April 5, 19h9 


Mr. Ae M. Staehle, Publisher 
FACTORY MANAGEMENT & MAINTENANCE 
330 West 2nd Street 

New York 18, New York 


Dear Ur. Staehle: 


For the reason that Factory Management and Maintenance 

has more circulation among plant operating officials 

than any other magazine devoted to industrial production 
and maintenance, it tops the list of publications we 

use for advertising Buffalo better-built Fire Extinguishers 
‘to Industry. 


We know, too, that its subscribers read Factory regularly 
and regard it as an authoritative medium that completely 
covers the important segment of industrial manufacturing 
for which it is edited. We are thoroughly satisfied our 
message on the advertising pages of Factory will be seen 
and considered by an audience that has high influence in 
the specifying and purchase of plant equipment. 


Our sales are through the industrial distributor and he 
knows we are cooperating in his selling efforts when we 
consistently advertise Buffalo better-built Fire 
Extinguishers in a publication with the high reader 
acceptance that Factory has long enjoyed. 


Very truly yours, 


BUFFALO FIRE APPLIANCE CORPORATION 





Charles H. Stephens 
President 
CHS/p 
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“FACTORY ZoZe the Koz 
of publications we use 


",...the advertising pages of FACTORY 
will be seen and considered by 
an audience that has high influence 


in the specifying and purchase 


of plant equipment." 


4 
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An) v ¥. 
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Whee bn by Aa ca aS a A 
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Distributors of Buffalo Better-Built Fire 
Extinguishers get consistent selling help month 
after month from advertising in Factory. 
Charles H. Stephens, President of the Buffalo 
Fire Appliance Corporation, has sound reasons 
for heading his publication list with Factory: 


“Our sales are through the industrial 
distributor and he knows we are coop- 
erating in his selling efforts when we 
consistently advertise Buffalo Better-built 
Fire Extinguishers in a publication with 
the high reader acceptance that Factory 
has long enjoyed.” 


Factory makes more.than 51,000 worth- 
while contacts each month among plant oper- 
ating executives who are vitally concerned 
with specifying and purchasing plant equip- 
ment and supplies and preserving them from 
loss or destruction by fire. 

The use of Factory for Buffalo Fire Ap- 
pliance advertising emphasizes the importance 


A McGRAW-HILL PUBLICATION 


330 West 42nd Street, New York 18, N.Y. 


ABC * ABP 


ey pei he, Mr GZ ATI stat ees 
PD SAa AL CU Ne petra Meee ee CaN LE UP REINS Ae ONO TO re APE CaN 
ae a eh Big So's Ree oe Soars TPE eRe 

“ Sh i is, ZN RI 2 





of reaching the Plant Operating Group in the 
manufacturing industries. It is the group re- 
sponsible for providing and maintaining plant 
buildings, equipment and services; developing 
methods of production; selecting and directing 
workers. In this group are the men distributors’ 
salesmen can’t always see — the men behind the 
orders who exert important buying influences 
in the purchase of materials, equipment, and 
supplies. Factory has more paid subscribers 
in the Plant Operating Group than any other 
monthly business magazine serving the manu- 
facturing industries . . . an important reason 
why alert distributors welcome advertising in 
Factory by the manufacturer whose lines 
they carry. 


If you’d like an opportunity to exam- 
ine FACTORY more closely —to see for 
yourself why so many of your customers 
look to it for help on their daily jobs — 
we'll be glad to send you a complimen- 
tary copy. 


MANAGEMENT 
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Calling on as many customers as you do, 


we daresay you climb a lot of stairs... round ones 


steep and narrow ones 


and sometimes slippery ones. 


But when you’ve climbed them, there’s always 


that “other flight” ahead of you 
... the sales flight with the five steps 
which always must be climbed 


hefore a sale is made: 





MAKE A SPECIFIC PROPOSAL 


If you had to take each of those five steps personally 
every time you made a call, you’d make fewer calls 
and earn less money. That’s why your suppliers’ adver- 
ltising in good industrial magazines like American 
Machinist is so important to you. For this advertising 
is designed to take the first three sales steps for you 
... let you concentrate on steps four and five. 


We like to think of advertising as mechanized selling 

. . speeding and lessening the cost of every sale you 
make, just as the modern, mechanized equipment you 
sell your customers is designed to speed the production 
and lower the cost of the products they manufacture. 


Your suppliers’ advertising in American Machinist 
offers you an excellent example of how mechanized 
selling works. Over 28,000 metalworking production 


j 
/ 
j 


executives are paid subscribers to American Machinist 
... many thousands of other metalworking men read 
subscribers’ copies on a pass-along basis. And every 
other Thursday (and every day between) most of the 
important metalworking production men in your ter- 
ritory sit down with American Machinist, find abun- 
dant, hard-hitting facts in its pages about the products 
you sell. 


The result? This advertising makes and keeps contacts 
alive for you . .. arouses new interest in your products 
among your customers and prospects ... builds a defi- 
nite preference for your products throughout your 
territory. Then, every time you make a call on an 
American Machinist reader, you can start farther up 
that “other flight” of stairs . . . get down fast to the 
business of making a specific proposal and closing the 
order. And closing orders is what really counts. 


THIS [S YOUR TOP SALES PARTNER 


IN YOUR BIGGEST MARKET 


The McGraw-Hill Magazine of Metalworking Production, McGraw-Hill Building, New York 18 
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Ask for 
COMPARE THE ALLENQUHEADS 


PRESSUR- FORMD MAME | 
HEADS FOR, There are 1,588 standard items in 
STRENGTH | the Allen line, including a type, 
ypeion eoiwae size, thread and point to meet 





m7 COMPARE THE — 
i] PRESSUR-FORMD 


SOLD ONLY THROUGH LEADING DISTRIBUTORS. Write the 
factory direct for technical information, or consult our engineers 
on any problem involving special sizes, shapes or materials. 


gNING | 
hi | 
pct oe geal 


Get genwine MANUFACTURING COMPANY | 
les Hartford 2, Connecticut, U.S.A. /// 
block 


__.NEW__YORK, CLEVELAND, DETROIT. CHICAGO. LOS _ANGELES- 


this —-fom— YY 





FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS 
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How do the lines you sell measure 
up in today’s intense competitive 
selling? Will they make the grade 
with the requirements of critical 
buyers? 


gS 


If you are an Allen Distributor, 
you're all set on precision fastenings. 
You are selling the best known name 
in the field. You have products that 
won’t boomerang, because they 
have the highest, most consistent 
standards ever attained. You have 
a line of more than 1500 standard 
items to draw on, and top flight 
factory and field engineering to help 
you land the big, ‘‘tough” special 
orders. You have plentiful advertis- 
ing behind you, and point of sale 
helps to keep Allen out in front in 
buyers’ minds. You have a rigid 
manufacturer’s policy of 100% dealer 
cooperation, through selective dis- 
tribution methods. No factory sales 
without distributor protection. No 
non-stocking distributors. 


& 


The Allen line, properly promoted, 
is not only a money maker in itself, 
but it helps your reputation as 
“tops” in your town. Are you 
making the most of this competitive 
ace in the hole? 
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AS A STARRETT 
DISTRIBUTOR 


There’s no better way to get a sales call off toa 
successful start than to feature one of the new, 
popular STARRETT items. Among the many new 
STARRETT Precision Tools and Dial Indicators 


(See Starrett “New Tools” Booklet) 


Standard of Precision 
MECHANICS? HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~ DIAL INDICATORS 
STEEL TAPES - HACKSAWS AND BAND SAWS 

PRECISION GROUND FLAT STOCK 
Buy Through Your Distributor 


FEATURE THESE 
NEW STARRETT 


“Satin Clreme” No. 1010 


you'll find the right tool to catch the eye and 
spark the interest of even the most reluctant 
buyer. And never forget that year in and year 
out your sales of STARRETT TOOLS can amount 


to substantial volume and profit. 


Toolmaker's 
Hammer 
With Built-In 

Lens 


Pocket Dial 
Indicator 


Micrometers 


THE L. S. STARRETT CO. + Worlds’ Greatest Toolmakers +» ATHOL, MASSACHUSETTS, U.S.A. 
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© ELECTRI 
sm ef 4 HOISTS 


UP TO 10-TON CAPACITY... 


in a wide range of speeds, lifts, mountings 


pr 5 a 1g 
a 


IMPROVED IN 
Satety 


iii sae | [isee \s| Efficiency 
go | Ruggedness 


Your nearby 
Wright District Office 


can supply you with complete Adaptability 


information about the line 

of Speedway Electric Hoists. 
Ask for your copy of folder DH-65. 
If you prefer, write to 

the factory at York, Penn. 


co York, Pa., Chicago, Denver, Los Angeles, New York, Philadelphia, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 








